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for the prestige line of hand tools...it’s GREAT NECK 
...where emphasis is placed on quality for repeat sales 


7, tools illustrated rep- 


resent a small part of the 
line manufactured by Great 
Neck. GREAT NECK 
TOOLS REACH THEM 
ALL: whether it’s the ex- 
perienced mechanic or the 
discriminating homeowner, 
there’s a Great Neck tool to 
meet the need... So see 
your wholesaler today. 


ONE PIECE HAMMER 


Curved or straight claw. Forged- 


steel, air-cushioned, mirror- 





ciiaman anon 


MIRROR-POLISHED TUBULAR 


Toughest, Tubular steel shaft. 
Can’t bend, break or splinter. 


Curved or straight claw. 


. A-2 SPORTSMAN AXE 
With genuine leather sheath. Per- 
fectly balanced, 
forged-steel. 


air-cushioned, 








polished head. 
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NO. 325 ADJUSTABLE 
TUBULAR HACK SAW FRAME 


All-plated, with handle and blade 
finished in gold. 


G-| BLOCK PLANE 


Available in 6’. Adjustable mouth 
for coarse to fine work. 


NASSAU HAND SAW 


A full four gauge saw, 26” in length. 
True taper ground. 





CARPENTERS 
STEEL SQUARES 


One and two foot squares, 
made of one-piece steel. 
Accurately graduated in 
1/16”, 1/12”, 1/10” and 
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“B’’ SERIES SCREW DRIVERS 
Blade extends through handle. 


Heavy steel cap withstands de- 


structive blows. Mirror-polished 
and cross-ground to exact size. 


G-4 SMOOTH PLANE 


Available in 8” and 9” for coarse 
to fine work. 


NO. 500 
PLASTIC 
HANDLE, 
SOCKET-BUTT, 
FOUR PIECE 
CHISEL SET 








GREAT WECK SAW MRS 
MIiINLOLA NEW TORR 


NO. MO-25 COUNTER DISPLAY 


Holds one dozen high speed Molyb- 
denum hack saw blades. 





NO. 28 COPING SAW FRAME 
“The finest coping saw frame 


made.”’ Adjustable to 6” and 6/2” 
blades. 


Engineered quality tools since 1919” 


REAT VEC 


BUCK BROS., 





NO. CS-12 COMBINATION 
SQUARE 


With level and scriber. Accurately 
graduated in 1/8”, 1/16” and 
1/32’’. Can be used as try square, 
mitre square, depth or marking 
gauge, or as a level. 





NO. PT-5 GOOD EARTH® PLASTIC 
HANDLE, FIVE PIECE GARDEN SET 
Consists of trowel, transplanter, fork, 
weeder and cultivator. 


Sold through wholesalers 


SAW MANUFACTURERS, INC. 


-NwW &£€COCA, 


N E W YOR K 


Milbury, Mass — a subsidiary of GREAT NECK 









your sales 
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CHICOPEE ° 


C2321 SEE 


FIBERGLAS 


“8G US Pal OFF 


SCREENING 


4100-5150 UNIT SALES 


are yours when the Do-lIt-Yourselfer 
screens his own porch, patio or breezeway! 










*RuCo 1m 


Big sales... big market! Thousands are building screen porches. 
Additional thousands need porches for added living space and cool, outdoor 
summer comfort. 


Your chance for many sales. Big sales. Your chance to sell up to $150.00 
worth of screening, framing and related items at once! Ask your wholesaler 
how you can participate in the Chicopee-Reynolds patio promotion. 

Get your free point of purchase patio display and free porch-patio plans 

for your customers! 


CHICOPEE Finersias Screening 


The do-it-yourself screening that’s best for porches and patios because 
it’s the easiest to work with, dent-proof and longer-lasting. 









CHICOPEE MILLS, Inc., Lumite Division, 47 Worth Street, New York, N. Y. *T.M.O.C.F. Corp 
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How much does credit help your sales? 


This much, I believe: It could be the very 
core of your business success. 

A lot of good hard-working dealers have 
found themselves losing big ticket sales in 
spite of the quality of the products they 
sell, in spite of a good advertising and serv- 
ice effort. Without too much further analy- 
sis, these same dealers then begin to com- 
plain that the big chains are “‘outdealing”’ 
them and “taking all of the business.” 
These same dealers also insist that the “big 
boys” can offer a customer more than they 
can. They’re wrong, and you and I both 
know it. 

We all agree that the chains offer credit 
to their customers in most any form. 

But so can you. 

How do you go about it? Well, that’s 
easy. 

The bankers in your community are cer- 
tainly a good source for this assistance. 
Just as a matter of interest, when was the 
last time you really spent an hour or two 
with your own banker? For that matter, 
when did you last avail yourself of the ex- 
cellent financial advice and guidance that 
are yours free of charge at his offices? 

Would you want other sources of infor- 
mation about credit? Then let me refer you 





LAWNoOBO 





to your own association. Or why not write 
to the tradebooks for direction in these 
matters? There is also helpful information 
available from local finance companies. 

No, your answer to your competitors’ 
success isn’t in lower prices or the price- 
cutting activities about which you com- 
plain. I believe your answer is to offer the 
best-working and highest-quality merchan- 
dise at a fair price, then offer service on 
the product, and, finally, give your custom- 
ers the opportunity to finance their pur- 
chases if they so desire. Frankly, what 
you ll be doing is making it easier than ever 
before for the people in your area to be 
your customers. 

Our experience with our outstanding 
LAWN-BOY dealers throughout the country 
indicates that credit plans have almost al- 
ways helped them achieve this position of 
superiority in their local areas. We have 
given them the most solidly engineered, 
best advertised, best serviced power mower 
in the industry and they’ve pulled the trig- 
ger for successful LAWN-BOY sales by 
properly using credit as their final selling 
tool. If you haven’t already tried the credit 
sale, I suggest you act now. It really could 
be the very core of your business success. 
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Sales Manager 


Lamar, Missouri. Division Outboard Marine Corporation 
Johnson 20) Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT + MARCH 27, 1958 


SPRING SPECIAL! 


NEW 8-Cup 
Chrome 
on Copper 


UNIVERSAL 


Al 

Ha LMA 
a *19°° value at 
an unbelievable 


For a Limited Time Only 


This new model of the famous Coffeematic will be 
available at a bargain price that no one can resist. 
Coffeematic quality chrome-on-copper with the 
Flavor-Selector . . . new styling but with all the extras 
that have made Coffeematic the fast selling leader. 
Don’t miss a single day of quick profit by failing to 
stock this terrific bargain now. ORDER TODAY! 


ANOTHER DEMONSTRATED VALUE 


In UNIVERSAL’S BIG SPRING 
OPERATION LANDSLIDE LANDERS, FRARY & CLARK, NEW BRITAIN. CONN. 
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Sell AMERICAN Chains for: 









Check List of 
Popular AMERICAN Chains for 
Your ‘Do-It-Yourself’ Customers... 


e The “Do-It-Yourself” idea can no longer be shrugged off as a fad or a 
passing fancy. It has gathered such momentum that it has become a national 
habit—a good habit that today is shared by your own customers. 

AMERICAN CHAIN helps you to cash in on this wholesome habit by offering 

a wide assortment of chains for countless ‘‘Do-It- Yourself’ uses. Perhaps no 

other kind of goods you sell has so many 

uses in and around the home as your ) 
AMERICAN CHAIN line. You will find it | A ME R ICAN | 

profitable to stock and display promi- C. 
_ CHAI! N 


ACCO 


products 































nently a complete assortment of 
AMERICAN CHAIN items all year round. 

For prompt service, order from your 
AMERICAN CHAIN wholesaler. 





C1) Garage doors () Furnace regulating 
L] Pipe hanging (J Fire escapes 

CC) Porch swings [) Ornamental uses 
() Playground equipment [J Furniture braces 
C) Lawn borders []...also snaps— 


swivels— 


C) Gymnasium equipment sennhetiithe 


[] Dog runners 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing— 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


Makes Selling Wr tg 


The newly designed Acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any 
packaged chain item in seconds. 
Display these colorful packages on 
your shelves and counters for your 
**Do-It- Yourself’? customers’ con- 
venience. 





American Chain Division 


AMERICAN CHAIN & CABLE /@i:ChiTy, 


York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Value 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 





© Order from your nearby 
AMERICAN CHAIN wholesaler 
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Editorial 


by W. A. Phair 


It doesn’t make sense... 


There are some hardware dealers who are suffering badly from poor 
sales and low profits. They are anxiously looking for things they can 
do to improve sales and profits. They declare they will try anything 
that will help them lick their problem. 


Yet when you put a proven sales making device right in their hands, 
what do they do with it? Too often they ignore it, or fail to make a 
real effort to get the most out of it. 


Take consumer circulars, for example. I mean the type generally 
prepared by wholesalers for dealer mailing to customers. We know 
from hundreds, if not thousands, of experiences that a good circular, 
properly used, will help build additional sales and profit. There is no 
question about this. 


We also know that mail order stores and other chains use circulars 
as a regular and important part of their promotion program. It is a 
safe assumption that these chains wouldn’t be using circulars if they 
didn’t find them successful. 


Let’s take the average hardware dealer who tries a circular. In the 
first place, he usually buys as few circulars as possible. This is cer- 
tainly false economy. It’s like covering up most of your windows so 
only a few people can see what’s in them. 


Now that our dealer friend has bought some circulars, his whole- 
saler suggests that he buy some of the merchandise in the circular. 
So the dealer says to himself, I’ll show these people how smart I am, 


I’ll only buy a few of one or two items. They just want to sell mer- 
chandise. 


Well, of course they want to sell merchandise. And so does the 
dealer. That’s the idea behind circulars; they help both wholesaler 
and dealer sell goods. 


ff a dealer buys circulars in the first place, he must expect some 
customers to come in and ask for merchandise that is in the circulars. 
If you haven’t backed up the circular with merchandise, what do you 
tell these customers? After all, your store name is on the circular. 


You can ruin a lot of good customers by double-crossing them this 
way. You have to back up a circular with the necessary merchandise. 
The big idea behind a circular is not just to sell the specials. The big 
idea is to attract people into your store where they will be exposed to 
other goods and to give you a chance to sell them up to bigger profit 
items. But first you must get them into the store. 


To many dealers, this whole discussion may seem unnecessary. But 
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Editorial 


continued 






it is truly amazing how many dealers fail to get any real value from the 
use of consumer mailings simply because they fail to take the few extra 
steps that are needed to make a circular successful. 


When your sales and profits are down and you’re trying to survive, it’s 
time for some blunt talk. And that’s what we’ve been doing here, because 
we know that consumer circulars are a valuable promotion device, when 
used properly. 





Next time you get a chance to use these circulars, remember you have 
to put some effort behind them. They can’t do the job themselves. 


Swivel chair experts .. . 


“You must like traveling,’ my friend said, “because you do so much of 
it.” My reply was blunt. “I hate traveling. I’d rather be home in a com- 
fortable bed, than standing in this line. But I don’t see how you can know 
what is happening unless you see it yourself and talk to the people who 
are doing things.” 


This conversation took place at 6:30 a.m. on a cold, snowy morning 
while we waited in line for the train gates to open. We had no breakfast 
and wouldn’t be able to get one for another four hours. The suitcase felt 
like it was loaded with bricks. And the train was like an icebox when we 
finally did get into it. 


I guess that most people who travel feel just as I do. I dislike it, but 
I also know there is no substitute for it. All of us on Hardware Age are 
out of the office as much as possible. We want to see and talk with as many 
of you folks as we possibly can, to have a better understanding of your 
problems, your ambitions, your achievements. When we have this back- 
ground, I think we can do a better job of helping you. 


I sometimes have the feeling that maybe we need more traveling in the 
hardware trade. Perhaps we could solve some of our problems faster if 
executives of manufacturing plants and wholesale houses got out of their 
offices and into the field more often. 


Men who spend all their time sitting comfortably behind their desk at 
the office will always have trouble making good, sensible decisions. They 
don’t really know what is happening. 


It’s never safe to rely entirely on your salesmen to keep you posted. It’s 
difficult for them to be truly objective; they have a different outlook than 
you. If you want good information, the best way is to get it yourself, in 
the field. 


As I talk with officers of wholesale firms about the country, I am occa- ; 
sionally startled at how little they seem to know about what is actually 
happening around them. Usually these are men who do not get out of their 
offices very much. 






On the other hand, I know some wholesale executives who make it a point 
to spend a great deal of time in their territory and frequently visit whole- 
salers in other areas. These men are invariably well informed and their 
decisions are based on a personal knowledge of what is happening. 


What about you? Are you a swivel chair expert, or do you really know 
what’s happening? 
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Trend-Setting Design 


Years ahead! Styled bya ead 
ing industrial designer. It'll sell oi 


on sight. Bae 
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NEW 


Exclusive Contd ( exlr 


Complete comfort control at your 
fingertip. Set it... forget it. 





NEW 
Powerful Thermo Varust Biower 


Thrusts the warm air far out into the 
room ...at floor level. 


Moves up to twice the volume of other heaters! 


NEW 


Decorator Base 


Beauty from the floor up. Prac- 
tical, too... easy to clean under. 


NEW 


Coppertone Finish ————— 


Lighter, gayer—in keeping with 
the trend away from dark 
bulky furniture. 





THE NEW REGENCY 


With bright new eye-appeal outside and famous 
Dearborn engineering inside, this new Regency is 
going to put Dearborn (the most popular space 
heater in the world) even further ahead of compe- 
tition. For details and pricing just write the word 


on your letterhead—or on a postcard with your 
name and address...and mail it to us... today. 


DEARBORN STOVE COMPANY 
1700 W.Commerce, Dallas, Texas 
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BY WASHINGTON 


“Wait and see" is Federal mood 
on tax cut to reverse recession 


You’ll know soon if you can expect a tax cut this 
year. It depends on whether the economy shows signs 
of recovering without drastic government action. 

Present government anti-recession moves focus on 
increased spending and attempts to restore shaken 
consumer and business confidence. 

A recent Federal Reserve Board survey is not too 
encouraging. It shows that fewer families plan to make 
major purchases this year than planned to last year. 
Plans for home buying are down 20 percent; home 
improvements down 2 percent; appliances and furni- 
ture buying, 4 percent. 

If granted, a tax cut will go mostly to individuals. 
There would be some reduction for small firms and 
corporations, and possibly some excise tax cuts. 


outlook 

If you favor a business, personal, or excise tax cut, 
speak up now. Get other businessmen to join you. 
Write to your congressmen and to the House Ways and 
Means and Senate Finance Committees. Tell how your 
business is faring and what a tax cut would do to help. 


FTC moves to crackdown on phony 
ad claims that hurt your sales 


A crackdown on false discount operations is under- 
way by government antitrust officials. 

Targets of the crackdown are false price compari- 
sons, misleading statements on markups, and misuse 
of the words “nonprofit” and “wholesale.” 

Federal Trade Commission officials have already 
moved against two affiliated west coast firms for “de- 
ceiving the public and unfairly diverting trade from 
competitors.” FTC says one firm acts as a wholesaler, 
at a profit, to supply goods to the second which purports 
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to be a non-profit group selling to government workers 
at 5 percent above wholesale costs. 

Other FTC cases will be aimed at pre-ticketing of 
merchandise by manufacturers with false list prices 
to make possible unrealistic markdowns by merchants. 


outlook 

If you are suffering from unfair competition by firms 
trading on phony discounts or misrepresenting the 
prices and services they offer, this is the time to com- 
plain to the FTC. If you do, be specific in your com- 
plaints. List names, dates, prices, and advertisements. 


More sporting goods’ sales seen 
as park, forest attendance grows 


Your sales of sporting goods should be boosted by 
the tremendous increase in national and state park use. 

If recent trends continue, hunting, fishing, camping 
and similar pastimes in public park and forest areas 
will show another big jump this year. 

Some 60 million persons used national park areas 
last year, up more than 4 million over the previous year. 

Visitors to national forests hit 61.6 million, a whop- 
ping 9 million increase over 1956. 

The rise in outdoor recreational interest may force 
an increase in the government’s 10-year park expansion 
program. The original plan called for expanding the 
parks and forests to handle 66 million people by 1962. 
Officials now fear that public demand will soon far 
exceed that figure. 


outlook 
Plan on more sales of sporting goods as more of your 
customers take advantage of the lower costs of parks 
and forests for play and vacations. If near a national 
or state forest or park, aim displays and promotions at 
transient trade. 

(Continued on page 112) 
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So many exclusive features ...so low priced... 


OUTSELLS ALL OTHER JIG SAWS y TO ii 


Even the new Shopmate’s recommended selling * New See-As-You-Saw Jig-Lite! 
price looks like a special! The fact is, no other jig : : 
saw has so many features yet is priced so low for * New Left or Right Angle Adjustment to 45°! 
volume sales. The new Shopmate provides its own : : , 7 
light, bevels left or right to 45°, really cuts 2 x 4’s, * New Eight Inch Rip Fence and Circle Guide! 
2 ; perfect circles, everything from metals to leathers, * New Auxiliary Guide Handle! 
even makes its own starting hole. Comes with 
three special blades that give it the versatility of * New Fast-Cutting—2650 Strokes Per Minute ! 
seven other saws. 
Powerful big space ads in leading consumer 
publications like Saturday Evening Post, Popular 
Mechanics and Popular Science introduce this sen- 


sational new jig saw to 
your customers. And, SUGGESTED RETAIL 


to help you even more, | Please send complete information on the 
complete promotional S all-new Shopmate Jig Saw, including 
material is available prices and promotion material. 
free of charge! | 
LP EY OARS SE RT 
COMPLETE | 
[ 
| 
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mail to: GEORGE WEATHERBY, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street, Chicago 20, Illinois 








FIRM NAME 





NAME 
-— 


5 ‘ PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street « Chicago 20, illinois 


ADDRESS 





CITY STATE 
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A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 
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hunting for 


more profit? ... 


record toy 


sales seen... 


$16 will go 


for mothers... 


next 6 weeks 


hold the key ... 








Hunting and fishing soar in popularity. Sportsmen paid out a 
record $90.6 million for 34.2 million hunting and fishing licenses 
in 1957. The 1958 outlook is that these figures will be topped. And 
hunting and fishing represent just a portion of the mushrooming 
sporting goods market. HA Recommendation: [f you don’t stock 
sporting goods, this is the time to start. If you do have a sporting 
goods department, re-check your merchandising techniques to be 
sure you’re getting your share of the market. Use the Sporting 
Goods Merchandising Guide in this issue, starting on p. 55. 





Optimism runs high through the toy industry. Most toy makers 
talk of higher sales in 1958, topping last year’s record $1.5 billion. 
Reasons: an expanding child population and the natural desire of 
parents to buy goods for their children before buying for them- 
selves. HA Recommendation: Don’t sell the toy market short. Toys 
are a year-around item, not just something to stock at Christmas. 
Put the right emphasis on toys and this department can carry you 
through slower sales periods you might have in other departments. 





Now’s the time to start preparing your Mother’s Day promotions. 
Selling season starts April 7, the day after Easter, and continues 
for six weeks. Estimates are families will spend an average of $16 
to honor mothers, grandmothers and mothers-in-law. Favorite gifts 
are housewares and electrical appliances. HA Recommendation: 
Plan your Mother’s Day displays and ad campaigns now. You stock 
the more popular gifts for this occasion. Don’t lose out on sales 
because you failed to promote Mother’s Day. 





Keep your eye on the employment situation in your community 
during the coming weeks. The government is. Any changes in the 
employment picture will be the tipoff to whether Uncle Sam takes 
steps to ease the current recession. Administration officials say the 
next six weeks hold the key. HA Recommendation: Face up to the 
fact that you are in a period of hard sell. Promote more aggres- 
sively. Stress full value for the dollar in your selling. Go out 
after business; this is not the time to sit and wait for business 
to come to you. 





. turn to p. 153 for more news on how's the hardware business 
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"We doubled our glue profits in four months with 
the Weldwood Counter Model Adhesive Center.” 


New compact self-merchandiser stocks the 4 
glues that cover 95% of your market—steps up 
vour turnover, cuts inventory, saves valuable 
shelf space. Mail the coupon right now. Your 
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Weldwood: 
Adhesives 





Presto-Set Glue @ Plastic Resin Glue 


Contact Cement @ Waterproof Resorcino/ Glue 
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Clinton Wh/ttles, The Pairt Bucket. 228 Putnam Pike. Johnston. R. / 


Weldwood Counter Model Adhesive Center is 
free with vour initial order. Floor model also 
available for larger stores. 


United States Plywood Corporation 
Dept. HA-3-27, 55 West 44th Street 
New York 36, N. Y. 


Please rush me my Weldwood Adhesive Center (counter 
model) complete with Weldwood Adhesives assortment in 
all the best-selling sizes at the special price of only $39.88. 
(Retail value — $64.94.) 


a i a ee ee! ee 
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HERE IS THE LATEST INFORMATION ON 


NEW MERCHANDISE 





An all-purpose driver set 

Do - it- yourselfers and profes- 
sional mechanics will want this 
Peerless brand magnetized six- 
piece, all-purpose screwdriver set 
packed in protective plastic bag. 
Sets are for display on racks and 
have hole punched descriptive cards 
attached to plastic back for hang- 
ing. Amber plastic handles are 
shock-proof, molded to fit hand. 
Tools have electronically hardened 
and tempered alloy tool steel blades 





which are twist-proof. P-17 set 
lists at 99¢. Great Neck Saw Mfrs. 


For more data circle No. 1 on postcard, p. 119 


Heavy-duty model sabre saw 
Do - it- yourselfers and profes- 
sional carpenters will want this 
Stanley H 75 heavy-duty sabre 
saw. Saw, three blades and ground- 
ing plug are included in double-wal! 
corrugated carton with black and 
yellow lettering and artwork. Car- 
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tons may be labeled and shipped 
without additional packaging. Stan- 
ley Electric Tools, Division, The 
Stanley Works. 


For more data circle No. 2 on postcard, p. 119 


Roller for painting pipe 


Do - it- yourselfers and _ profes- 
sional painters will want the Pipe 
Koter, a pipe-painting tool. Frame 
and core are made of aluminum for 
lightness. Tool consists of cover, 








frame and wingnut and has nylon 
bearings. With an extension tight- 
ened into its threaded handle, it 
can be used to paint both sides of 
a ceiling-hung pipe from the floor 
Wooster Brush Co. 


For more data circle No. 3 on postcard, p. 119 


Slim type edge pull 

The Adams-Rite type 44 edge 
pull will interest do-it-yourselfers 
and professional carpenters. 
Spring-loaded edge pull is slim 





enough for installation in the thin- 
nest doors, yet ruggedly built for 
heavy use. Safe Padlock & Hard- 
ware Co. 

For more data circle No. 4 on postcard, p. 119 


Multi-colored lacquer 


Here is an improved multi-col- 
ored lacquer for home and indus- 
try. Multi-Tex produces unique 
decorative effects with one spray 
coat over plaster, dry wall, or ma- 
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Want more information on these 
products? Then use free post- 
card on page 119. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





sonry. The patterns hide wall de- 
fects such as wall board seams. 
The finish withstands washing and 
scrubbing. Multi-Tex is also use- 
ful for finishing machine tools, ap- 
pliances, store fixtures and many 







SROTHERS 
2 «=MULTI-TEx 


wa ncoror  &CQUER FOR “OME anp INDUSTRY 
FAWN TON! 1052 


other items made of wood, metal or 
composition surfaces. Lowe Broth- 
ers Co. 

For more data circle No. 5 on postcard, p. 119 


Colored personal scale 


Homemakers who want more 
color in their bathrooms will want 
the Weighmaster personal scale in 
color. Features 3-in. magnifying 
glass to give greater reading area. 
Equalizer mechanism permits ac- 
curate recording when placed on 
carpet or bath mat. Trimmed with 
anodized silver aluminum, it has 
handy pick-up handle and easily 
cleaned vinyl mat. Embossed ad- 
juster accessible for easy resetting 
to zero. Scale has cork feet. Avail- 
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able in five decor colors to retail at 
$7.95. Chrome finish model with 
gold trim lists at $10.95. 
Scale Co. 


For more data circle No. 6 on postcard, p. 119 


Hanson 


Plastic aluminum in tube 


Do-it-yourselfers will want Met- 
L-Fix, a plastic aluminum which 
repairs, solders, seals without need 
of heat. It can be squeezed out 
of tube and dries into a tough, 





durable metal which can be sanded, 
filed, drilled. and threaded. It will 
withstand heat to 600°F, and is not 
affected by oil, water, gas, alcohol. 
It can be used to fill holes and 
cracks in automobiles, seal leaks in 
radiators and gas lines, and seal 
air leaks around metal doors and 
windows. Packed in 5 oz tubes. 
Lists at 89¢ per tube. Pyro Co. 


For more data circle No. 7 on postcard, p. 119 


Seven-model hand mower line 


Here’s one of seven new hand 
mowers in the 1958 Pennsylvania 





line for amateur and professional 
gardeners. Great American, illus- 
trated, is offered in 15, 17, and 19- 
in. widths. Blades are extra wide, 
self-whetting, double ground, high 
earbon crucible analysis steel. Sta- 
tionary blades are precision hol- 
low ground. Moving reels are ball- 
bearing mounted. This model has 
three-section roller. Other models 

(Continued on page 116) 
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TO HELP YOU SELL 





NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page 119. 


HELP YOU SELL MORE 





Protective coating display 
Colorful and compact is this 
Rust-Oleum counter display which 
features a 14-in. length of galvan- 
ized downspout in a_ four-color, 
three-dimensional display house. It 
demonstrates advantages of Galvi- 
noleum, the Rust-Oleum protective 
coating that may be applied di- 
rectly to galvanized, aluminum and 
terne plate surfaces without etch- 
ing or weathering. Offered in red, 
green, gray, and metallic, Galvi- 
noleum can be used as a prime or 
finish coat. Display is 18x17-in. 


sto? 
PEELING! 


RuUST-OLEUM 





Dealer adds a one-quart can of 
Galvinoleum to display unit. Rust- 
Oleum Corp. 


For more data circle No. 8 on postcard, p. 119 


Water system display unit 

The Silent Sam _ point-of-sale 
merchandiser for McDonald water 
systems includes color and anima- 
tion. Display is of heavy card- 
board with attractive shades of 
blue, red, yellow, plus black and 
white. It measures 55 in. wide 
and 53 in. high. Special battery 
power unit sets arrow in motion 
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selling 
illustrations. 


attention to 
colorful 
is designed to stand be- 
hind tank-mounted McDonald wa- 
ter system in window or store. A. 
Y. McDonald Mfg. Co. 


For more data circle No. 9 on postcard, p. 119 


to attract 
points and 
Display 


Lawn and garden tool chart 
This customer-service chart, 
Tool-up Time kit, will attract ama- 
teur gardeners with its pictures 
and descriptions of 50 most popu- 
lar lawn and garden tools grouped 
by families. Customers can com- 
pare features and decide type or 
size of tool needed for a specific 
job. Easy-to-read visual chart is 
25x16-in. size, printed in three 
| HOW TO CHOOSE THE RIGHT TOOLS 
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colors on durable poster’ stock. 
Shown are eight families of garden 
tools, four families of lawn tools 
and four families of shears. True- 
Temper Corp. 

For more data circle No. 10 on postcard, p. 119 


Packaging for grass-stop 


Here’s the self service aluminum 
grass-stop display packege with 
carry-home handle that holds a 24- 
ft length of corrugated aluminum 
4 in. deep. Line also includes dis- 
play packaged 40-ft lengths in 4, 
6 and 8 in. depths. All are rust- 





1 
proof and have safety edges to pre- 
vent nicks and cuts to hands during 
installation flush with the ground. 
Grass-stop can be cut needed 
lengths with garden shears and 
cannot damage lawn mower blades 
nor soil. Nichols Wire & Aluminum 
Co. 


For mere data circle No. 11 on postcard, p. 119 


Sprayer selector board 

The electric selector is available 
without extra cost with the Hudson 
No. 58 sprayer and duster assort- 
(Continued on page 140) 
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DAYTON SPLIT-PHASE MOTORS 
1/4 & 1/3 HP. High Torque. Nema 48 Frames 


appliances, tools, pumps. 
etc. 1/4 and 1/3 HP, 1725 RPM, 115 V, 60 Cy. 

Available in rigid and rubber mounted types in standard and 
overload protected models. High starting and running torque. Con- 
tinuous duty. Nema 48 frame. Dripproof construction. Operates in 
any position. 2" dia. shaft. ; os 
easily reversed. Rigid type is 





















Sell these low-cost capaci- 
tor-start motors for power 
tools, pumps, blowers, 
farm use and other gen- 
eral-purpose applications. 
1725 RPM, 115/230 V. 60 


shafts. Rotation easily 
changed. Nema 56 frames. 
Dripproof. All-position 
mounting sleeve and ball- 
bearing models. 


BN. gh 
Sk od 


ohne) 4 


1 to 3 HP CAPACITOR MOTORS 


Built for dependable, 

service on air 
compressors, machinery, 
farm applications, etc. 
pe starting torque. 40° 


rise, continuous duty 
at full load. 1725 RPM, 


Dayton Motors also available in Repulsion-induction, 
3-Phase, Shaded Pole and AC-DC types—1/250 to 60 HP. 


QUICK DELIVERY from Large Stock Near You 
... We Help You Net Plus Profits on Motors 





MOTOR SALES that you and other dealers can 
easily handle run into millions of units annually. 
Sell the big replacement market for hundreds of 
domestic and commercial applications. Sell motors 
with power tools and other equipment. 


Dayton line gives you fastest selling motors — at 
lowest net cost. They give you the features that will 
help build your reputation, repeat motor business 
and plus profits. 


Grainger service is “tailor-made” for you: 
1. Large electric motor stocks maintained in 61 prin- 
cipal cities—coast-to-coast. 
2. Liberal dealer discounts—lower net costs. 
3. Your orders shipped same day received. 





MAIN OFFICE: CHICAGO 12 
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National Warehouse Stocks 
in Principal Cities — See Phone Book 


4. Off street parking while making pick-ups. 
9. We help you keep inventory to a minimum. 
6. Grainger salesmen available when needed. 
7. Free retail price catalog available to you. 
Grainger motor supply service is used daily by 
thousands of dealers everywhere. They stock and 
sell Dayton Motors shown above and are cashing in 
on the wide acceptance of Dayton brand electrical 
products. 
The GRAINGER MOTOR BOOK catalogs Dayton 
Motors, Fans, Power Tools, etc. It is the buying guide 
for all hardgoods dealers. Request on letterhead. 





Are you getting your share of the “growing” market? 


Stock LU SL0 Juvenile Seating and make sure! 















me 

‘ 

* Guaranteed by ~ 
Housekeeping 

” ae 
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® Mrs. America’s favorite for safety, conven- 
ience, sturdiness and style. Cosco high chairs, 
youth chairs and jumpers are already best 
sellers in the many Hardware Stores handling 
the line. Last year, for the seventh straight 
time, babies were born at a record-breaking 


rate. This year, over 4,000,000 ‘‘new customers’”’ 


HAMILTON MANUFACTURING CORPORATION +¢ COLUMBUS, INDIANA 























Model 14-E ‘“‘Convertible’’ High Chair (left): 
Converts to youth chair with removal of adjust- 
able steel tray and footrest. Chromium legs with 
upholstery in red, yellow, charcoal or turquoise. — 
Also Model 14-EB: Same except black enamel! 
legs with white fiesta pattern upholstery. Also 


Model 14-ET: Same except metallic tan enamel :} ¥j 
legs with mocha fiesta pattern upholstery. $14.95. j 
($15.95*) 


WIN SA CE LG 9 


i? 





Model 12-A Baby Jumper (above): 
Suspension frame encourages body 
building exercise, counteracts tipping! 
All-steel gray enamel base and tray. 
Waterproof duck cloth seat slips off for 
washing. Red, yellow or turquoise blue. 
Also Model 12-AT: Same except me- 
tallic tan base and tray. Seat in beige. 
$8.45. ($8.95*) 


Now available in fashionable metallic tan finish. 


are scheduled to arrive. The little people are 
really big business, perhaps new business for 
you. Be ready for it with quality products by 
nationally advertised Cosco. Order Juvenile 
Seating right along with your other fast-moving 
Cosco products. You can figure it in your over- 


all quantity discount. Call your distributor now! 





LOCAL SERVICE 

LIMITED INVESTMENT 

Stock Cosco Juvenile Seating in any quantity. 
A national network of strategically located dis- 
tributors assure you prompt delivery. You need 
not buy direct to get maximum mark-up. 


os 
Model 10-C Model 14-A Model 14-T Fold- All on ae retail list. 
High Chair Youth Chair ing High Chair . ct 
$20.95 ($21.95*) $10.95 ($11.75") $17.95 ($18.95"*) Price rado and west, 
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The most note touth tn housewanes— 








in beautiful, practical 


RLOWARL. 
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to fit any ‘Rtchen coler scheme and bring you new ie. A 
... yet at regular Decoware prices 





New “Prestige’—new high style to charm the 
“modern decor” market...yet you buy and sell 
this line at regular Decoware prices! And Pres- 
tige is really copper colored because it’s made 





from high grade tin plate. In a white background, CONTINENTAL 
copper trimmed, elegantly modern, Prestige har- Cc 

monizes with modern decor in any kitchen, and CAN COMPANY 
other rooms, too. Prestige simplifies your inven- 

tory...eliminates necessity of carrying multi- Raster Divictem: 530 Filth Ave., New York 36 
color backgrounds. And the short line assures Central Division: 135 So. La Salle St., Chicago 3 


rapid turnover. Call; or write, for details. Pacific Division: Russ Building, Son Francisco 4 














STREAMLINE YOUR SALES 


with Black Leaf lawn and garden products... 


America’s most convenient line for you — and your customers 


ies 


¥ 


Se 
sae Sprae 
POOR 





These fast turnover items go out in front. . . take out in front... yet you have in stock everything even 
advantage of store traffic. Just these four — WILT, the most well-informed gardener needs or wants. 
CURB, ROSE LEAF, BLACK LEAF 40 — are every- 
. | All backed by strong national advertising in big-cir- 
thing the average homeowner needs or wants to end 
culation magazines like Life, Better Homes & Gardens, 
lawn and garden problems . . . the world’s most con- . 
Sunset ... all stressing convenience and easy use of 


Black Leaf products. 


venient wav! Most convenient for you, too. New eve- 
catching packages sell themselves. When customers 


see how easv thev are to use ... vou see how easv 











Now in new zip-tape car- 
they are to sell. tons that speed up handling. 
Backed up by a streamlined, yet complete, line of Each contains back- 
Black Leaf products for the professional gardener or up card for stand-out 


hobbyist. No need to take up valuable display space self-display. 





Black Leaf Products 


cOoOnM PAN YV CHICAGO, Ii lL RLIinoit Ss 
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This is a 
COMFORT 
CONDITIONED 


AGB color pages in Li FE 


are telling customers 
the “BIG C” story 





























Air-LiTE Fiberglas Screening is 
a happy part of the 

“Big C”--Fiberglas’ “Comfort 
Conditioned Home” program. 
A million dollar advertising 
schedule will fetch customers 
into your store in droves. 

And they won’t be switched. 





Not just the most wanted 
Screening, AIR-LITE Fiberglas 
is the most profitable for you 
to sell. Sales will be bigger then 
ever this year because the 
patio, porch and breezeway 
craze has spread like wildfire. 


Let this compact, NRHA- 
approved Display Rack help 
you sell. With your initial 6 
roll purchase, it’s yours for only 
$11.95. That’s right—$11.95, 
less than half our cost. 


AIR-LITE 
OWENS-CORNING 


FIBERGLAS 
1 & SCREENING 














weavers of AIR-LITE FIBERGLAS 
AIR-LITE Chair Webbing ©® AIR-LITE Furniture Cloth 


Plastic lloven Products Ine. 


51 CAMDEN STREET @ PATERSON 17,N. J 





Genilemen: 
Please Rush full information on AIR-LITE FIBERGLAS Screening. 


Free $16 Bonus 




















DLocnecd ecoesececeeneeeee 


' 
' 
; Name 
And here’s an added inducement. When you buy Siem 

the Rack, we'll give you FREE, an extra 50 ft. roll 

in 26” width—retail value, almost $16. Order now. , «Sree 

The “Big C” promotion will keep your stocks turning ; City Zone State 
. DEPT: A-3 
' 


over fast. See your wholesaler or clip the coupon. 
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MAGIC 








One rivet 3” down 


Forged free-scouring 
blade finish 


Forward step 


Cap at end of full 
length handle 


Vale only Double taper 


|STEEL* LITE] forged blade 


od i (=) c-Me fol UT ot UE Col aal—la-w-ll Mm ial-t-1-m-eh's-lal t-te l-t- 








Unconditionally guaranteed Sieh ‘Full length (one piece) handle 
DOUBLE TAPER FORGED blade capped at end for protection 


, SHOCK BAND tokes the shock fae) Hard, smooth DOUBLE TAPER 
of heavy work ers iy aaa FORGED, free-scouring blade finish 
breakage 


aimia, Lightweight—average under 4 
aE) «Perfect down-center balance pounds—long handle, round point 


AMES 


mT 7,00) ae Of at a 


oY | oe el oc Bee 
4 ; 


m WORLD'S LARGEST SHOVEL MANUFACTURER 


iviata} Double forged forward turned steps 
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KIT INCLUDES ; 


SAW SAW HANDLE AND DRIVE MOUNTING 
CHAIN BAR CONVERTER PAD SPROCKET SCREWS 


“EVERYTHING BUT THE POWER UNIT'’ 


THIS HANDY UNIT 
SELLS ITSELF... 
SELLS MORE SAWS 


Present and prospective circular saw own- 
ers everywhere are quick to recognize how 
the new OMARK Chain Saw Conversion 
Kit multiplies the uses of any circular saw. 
That's why the OMARK Kit assures mul- 
tiple sales to circular saw dealers. The kit 
sells itself to present saw owners, sells 
itself and new saws to men who have been 
thinking about buying saws. It easily con- 
verts any standard circular saw into a 
sturdy chain saw, gives the owner two 
handy tools in one. 


FITS "EM ALL... 
EASY TO INSTALL 


The OMARK Chain Saw Conversion Kit 
is quickly and easily installed on the brand 
of circular saw you handle. Any amateur 
or professional craftsman. can make the 
fast change-over without special tools, put 
his “chain saw” to work on scores of build- 
ing, home-repair and farm jobs. 


Currently available 
LOGS, TIMBERS, the OMAR Kt make mace. Spends we Portable Electric Tools, Inc. 


The Black & Decker Mfg. Co. 


A big, ready-made market awaits circular 
saw dealers who handle the OMARK 
Chain Saw Conversion Kit. Get ready now 
to enjoy your share of that market. 


FOR FULL DETAILS WRITE TO YOUR CIRCULAR 
SAW MANUFACTURER OR CORRESPOND DIRECT 
WITH DEPT. HA-3, 


OMARK 


Industries, Inc. 
9701 S. E. McLoughlin Blvd. 
Portland 22, Oregon 
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iC ‘It takes only one minute 
3 to prove to customers 


why CYCLONE SCREENING is better!”’ 


Yes, in just sixty seconds you can 
prove to the “toughest” customer 
why he should buy CYCLONE “Red 
Tag” Screening. Simply unroll sev- 
eral feet and he can actually see and 
feel its superior quality. Show him 
how the mesh is firmly and evenly 





woven .. . how the wires are straight 
and parallel . . . how the attractive 
protective coating enhances the ap- 
pearance of CYCLONE Screening 
and adds to its life . . . how its im- 
proved multiple selvage assures a 
snug, flat fit and a neater job. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST-TO-COAST + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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TRADE MARKS 


CYCLONE 
‘Red Jaq" 


INSECT WIRE 
SCREENING 


Make this simple one-minute 
demonstration and you'll sell more 
CYCLONE Screening. 


Available in aluminum, bronze, galvanized 
steel and Fiberglias ... in standard 18 x 14 


mesh ...in 24, 26, 28, 30, 32, 34, 36, 42 and 
48-inch widths. Fiberglas screening is also 
available in 60 and 72-inch widths. 
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NEW Products ...Promotion... PROFITS! 


End-o-Pest and End-o-Weed 


Lead the Field 
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End-o-Weed, 2,4-D | 
LAWN WEED 
KILLER 


in cans. A top- 
seller because it 
dees the job best 
and it’s easy to 
use. Stock it and 
profit! 



















NEW, Improved End-o Rak! 


Displays and SELLS the full line. . . 
built for high impulse sales and turn- | 
over. Gives every item good visibil- 
ity, makes selection easier for your 


customers! 


3 New End-o Store Posters 


Featuring popular cartoon char- 
acters Dot and Danny. Many 
variations in copy to fit your 
needs. Ask your Swift represent- 


ative for them. 


peak season. 


End-o-Weed 
, SPOT WEEDER 
(Aerosol) 


New! Ready- 
mixed 12-o0z. bomb 
with no-stoop ap- 
plicator. Display it 
and watch it sell in 
volume! 





The complete line will be pushed with a 
full-page color ad in the April issue of Better 
Homes & Gardens. Plus—half-page ads in 
Better Homes & Gardens, American Home 
and Sunset will back the line during the 


PLUS—Big-space Local Newspaper [=== ==] 
Ads in Major Markets are eee | 


End-o-Weed 


LAWN WEED SPRAY 


c= (Hose Sprayer) 


New! End-o-Weed 
now in disposable 
applicator you at- 
tach to garden hose. 
Save ‘em work and 
you make money! 


















New Consumer Folder 
with Dispenser 


| 
| 
Attach to End-o Rak or display l 
separately. Colorful folder shows | 
fo what product will do the 
best job and how to use it. A 
terrific ‘‘do-it-yourself’’ manual! 
-! 
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Ni OW ! The most Complete and PROFITABLE Line in the Business! 


End-o-Pest Garden Dust 
¥ Safe and sure protection 
y (and profits, too!) Handy 
dust gun applicator, refills 
and 2-lb. canisters. 


| End-o-Pest Rose Dust 


Most effective formula ever de- 
veloped. Light, uniform dust- 
ing protection. 10-oz. dust guns, 
refills and 20-oz. canisters. 





PLUS—these other popular, 
fast moving Swift products! 


Instant Vigoro Complete End-o-Pest Tree Spray 


Water Soluble Plant Food End-o-Pest Ant and 


End-o-Pest Garden Spray 
with Malathion 


Lawn Insect Control 


(Dust or Liquid) 


Vigoro, End-o-Pest and End-o- Weed are trademarks of Swift & Company 


STOCK and DISPLAY these Vigoro Plant Foods, too! 


Vigoro Complete Rose Food * Special Vigoro for Camellias and Azaleas 
Vigoro plus Chlordane ° Vigoro Complete Plant Food 


Golden VIGORO Complete Lawn Food 


See your local Vigoro Representative or write 


SWIFT & COMPANY 


Agricultural Chemical Division * Chicago, Illinois 
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Consider this difference in Koroseal hose 
—and what if means to you 


Koroseal garden hose has a reputation as the 
finest hose of its kind. Its quality and ad- 
vantages are well known and respected. 


Because of this, Koroseal takes less ‘“‘sales 
talk’’. You find less sales resistance. People faa ‘ 
know they can depend on Koroseal to give #SS 58s ) KING SIZE. 
them complete satisfaction. And that—what- PiTtyiy , 





; : Bidelet L257 12 Same 
= = : @ HAY? BEASS COUPLING 
ever they buy—is what your customers want 4 AD OSes m9: 


i WALL POR LONG Was 
. 


—satisfaction. Koroseal has been satisfying 
countless users for over 10 years. 


You, too, can depend on Koroseal hose. 
Sell it with complete confidence. Koroseal 
is not made with scrap materials. It’s tough, 
lasts years. Leave it out all winter, run over 
it with a car, you won't harm it. And Koro- 
seal’s beauty is durable, too. Time only dims 





it slightly. Another advantage is light weight. : : VT LA 1 AA 
4 ; oma aa oon 
Koroseal weighs one-third less than rubber. ‘ scar steel 


Result—it’s much easier to use, more pleas- +i SS —< 
ant to handle. ALKA Cae - 


ae 


Stock the full line of Koroseal hoses. That’s 
the way to make sure you won't lose a sale. 
Koroseal King Size is larger for faster water 
flow. Koroseal Imperial is slightly smaller 
and lighter. This appeals especially to women. 
Koroseal Crystal is translucent, won't turn 





Set AMET 


Talk to your distributor salesman about 44 L\ Seer S wer 
Koroseal. Be ready to offer your customers @ a 
a full line of the hose in which they have 
complete confidence—Koroseal. 


Koroseal—T. M. Reg. U. S. Pat. Of. 


grayish brown after long exposure to the sun. mary 44 <n owen Ts 
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Here’s the domestic jet pump that lets you 
sell tomorrow's water system needs today — 
the Peerless Convertible Jet! This fast-selling 
member of the Peerless water system line 
offers top service flexibility, for quick, easy 
adaptation from shallow to deep well pump- 
ing; high buy appeal in its good-looking, 
functional design; simple, easily understood 
operation, making maintenance a cinch for 




















you and your customers; broad tank selection, 
letting you meet all installation requirements 
exactly. As a Peerless dealer you will also 
sell and profit with single and multi-stage 
jets, Peerless submersible pumps and the 
famous shallow well Water King systems. 
Write for full details. 






















PEERLESS PUMPS 





gPutting ldeas to Work 







. CORPORATION 
Peerless Pump Division 


Piants: 
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FOOD MACHINERY AND CHEMICAL CORPORATION «+ PEERLESS PUMP DIVISION + 2005 Northwestern Ave., Indianapolis, Indiana 
Please send me Peerless Pump Bulletin No. B-2423 “The Peerless Convertible Strata Jet” 





Write today for “Dealer Details” 


ee 


INVERTIBLE 
STRATA JET 


One of the complete, profitable lines of 


FOOD MACHINERY AND CHEMICAL 


LOS ANGELES 31, CALIFORNIA and INDIANAPOLIS 8, INDIANA 











NAME POSITION 
COMPANY ADDRESS 
CITY ZONE STATE 
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Important facts about dirt shovels: 


You can stock <3 basic types 





Bars RIGHT. ‘Three basic types of 
dirt shovels will cover your market: 
True Temper’s improved HOLLOW 
Back, taper-forged TUBE SHANK, and 
taper-forged SOLID SHANK. 

This realistic approach to shovel 
stocking simplifies ordering and selling, 
and keeps your profits high. Check 
your stock of dirt shovels now, and fill 
in on the three basic types. 


Ask your True Temper wholesaler 
for complete information 
on True Temper shovels, 


spades and scoops 





REHANDLE IN A JIFFY —Putting a repair handle on any 
True Temper dirt shovel is quick and easy. The taper-forged 
shovels use a straight-taper handle that permits rehandling 
in eight minutes when necessary. The hollow backs use a new 
straight repair handle that’s slotted to make rehandling easier. 








TRUE TEMPER 


IMPROVED 


BRIAR EDGE 


CROSS SECTION 


BRIAR EDGE leads in hollow-back value. A lightweight, 
low-cost shovel built with quality materials and attractive 
finish. Improved design, with correct lift and balance. 
High-carbon steel blade is hot-forged, heat-treated, pro- 
perly tempered. Good quality, clear lacquered ash handle. 


No. HELR Round pt.,long handle No. HELS Square pt.,long handle 
No. HER Round pt., D top No. HES Square pt., D top 


You can look to ij ~ leadership 
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and sell every customer 





7RUE TEMPER 


BN od = oe OC 18D 


DYNALITE 


CROSS SECTION 


DYNALITE is the best buy for average use. It’s taper- 
forged to keep metal thick at shoulders and center for 
strength and wear resistance, with strong tube shank and 
thin blade edges to keep weight down. Fire-hardened ash 
handle. Costs only pennies more than hollow-back shovels. 


No. DLR Round pt., long handle 
No. DR 


No. DLS Square pt., long handle 


Round pt., D top No. DS Square pt., D top 


TRUE [TEMPER 
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TRUE [TEMPER 
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CROSS SECTION 


BANTAM is built for customers who want top strength 
and ruggedness. Taper-forging puts extra metal where 
wear is greatest, yet avoids unnecessary weight. Has 
precise “hang’’ and balance. FOX brand, preferred in 
some areas, is heavier gauge for even tougher service. 


No. BLR Round pt., long handle 
No. BR Round pt., D top 


No. BLS Square pt., long handle 
No. BS Square pt., D top 


1623 EVCLID AVENUE 
CLEVELAND 15, OH/IO 












@ Here, for spring, are SIX MORE new General 
Electric items to keep your electrical counter fresh, 
alive, and interesting to customers. Dynamic new 
sales ideas like these bring you added profits ... 
help your customers “Live Better — Electrically”. 
G-E Sales-Rated Electric Supplies, with their many 





G-E “SHORTIE” CORD SET 

Short new 3-foot length for counter-top 
appliances. Eliminates the tangle and inconveni- 
ence of too-long cords in crowded work spaces... 
stays out of reach of youngsters... reduces spill- 
ing accidents. For coffeemakers, waffle irons, grills, 
ond other appliances used on counter tops. 
Ideal for appliances controlled by clock radios. 
Miniature connector; 1250 watts. GE1921-3 Black. 





G-E SURFACE EXTENSION WIRING 


New, easy way to install permanent electric 
ovutiets . .. anywhere. New electric outlets 
attach directly to wall or baseboard and are con- 
nected by a new flat plastic cable with prepunched 


nail holes. A special attachment plug connects 
the system to any existing wall outlet in the room. 
Outlets, lampholders, switches, and junction boxes 
are available; all feature pressure-lock terminals. 
Surface wiring makes ideal circuit extension 
systems for living areas . . . convenient original 
wiring for basements, attics, garages, etc. GE7500 
series, Brown and White. 


NEW IDEAS 


from General Electric to bring 
new profits to your electrical counter 


Rhode Island. 


G-E STEP SAVER 
ON-OFF APPLIANCE CONTROL 


Extension switch set gives convenient remote 
control of lamps and appliances up to 15 feet 
away. Special attachment plug has built-in single 
outlet controlled by handy, rocker-type switch at 
opposite end of 15-foot cord. Outlet plug attaches 
to wall outlet; lamp or appliance plugs into it. 
Permits control of lamps, radios, TV, fans, heaters, 
“without leaving chair’’. Great for switchless or 
hard-to-reach appliances. GE2053-1 Brown. 


G-E SAFETY RED OUTDOOR 
UTILITY CORD SET 


Heavy duty, easy-to-see cord set for rugged 
outdoor use. Constructed of SJT cord with high- 
visibility, bright red vinyl! jacketing with matching 
red attachment plug and single outlet connector, 
both molded on for long life. ‘Safety Red’ color- 
ing helps prevent tripping accidents. Very useful 
for electric lawn mowers, hedge clippers, yard 
lights, power tools, office equipment. 25’, 50’ 
lengths available with 18/2 or 16/2 cord; 100’ 
length with 16/2 cord. 








new items and proven day-to-day profitmakers, can 
make your counter an idea center for electrical living. 
So plan now for more spring business — 
Order Today! General Electric Company, 
Wiring Device Department, Providence 7, 





G-E REEL-CONTROLLED 

EXTENSION CORD SET 

Adjustable to just the right length, from 7 
inches to 9 feet. Flat, durable wind-up reel holds 
unused length of cord, avoiding unsightly and 
hazardous tangles. Makes portable wiring safer 
and more convenient. Easy to operate — pull out 
cord to lengthen, reel in to shorten. Reel lies flat; 
no sharp edges to scratch floor or furniture. Cord 


set has new design flat 3-outlet connector. 
GE2096-1 Brown. 





G-E ADJUSTABLE NIGHT LIGHT 


Lets you dial the amount of light you want 
- «+ fully adjustable from dim to bright. This 
new item solves the old problem of just how bright 
a night light should be. A simple twist of the 
shutter control on top of the shade sets the bright- 
ness level. Ideal for bedroom, nursery, sickroom, 
and bath. Plugs directly into wall outlet; attach- 
ment prongs are mounted on a rotary base. 3000- 
hour, 7-watt bulb assures long life and economi- 
cal operation. GE3964 Blue and Pink. 


Progress /s Our Most /mportant Product 


GENERAL (Q)ELECTRIC 
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It’s not too late to 
tie in with the Du Pont 22 S525 Sa = ee | 
‘Queen Who Cleans “promotion | gg =22== 
Household brushes with 


TyweEx nylon bristles , 


MAGAZINE— Ads on 9 consecutive pages, each featuring a differ- 
ent manufacturer’s brush bristled with TYNEX, will reach 
12,500,000 women in the April ““Good Housekeeping.” 


TELEVISION — Two, 1-minute TV commercials presented on 21 
stations during the last week in March and the first week in 
April, will reach 60,000,000 viewers across the nation. 


COMPLETE PROMOTIONAL PACKAGE —A merchandising kit 
containing the following aids is available through your brush 
supplier to you, to supplement the magazine and television ad- 
vertising. It includes CONSUMER AD REPRINTS, ART- 
PROOF PAGE, FACT CARDS, COUNTER CARDS, CON- 
SUMER LEAFLETS, DISPLAY IDEA SHEETS, LAPEL 
BADGES and DIE-CUT COUNTER DISPLAY. 


NATIONWIDE PUBLICITY CAMPAIGN— Du Pont will further as- 
sist your selling program by issuing publicity releases at strategic 
times during the promotion to consumer magazines, newspapers, 
radio and TV, business and trade press. 

You can share in the “‘Queen Who Cleans”’ promotion sales 
opportunities by contacting your supplier today. He will supply 
you with an order form for the aids listed above. Or you can 
write to: E. I. du Pont de Nemours & Co. (Inc.), Polychemicals 
Department, Room 493, Wilmington 98, Delaware. 










for 





— Won't rot or mildew 
be Sterilized 





Brushes with TYNEX® nylon bristles have 
To further insure the success of the “Queen Who Cleans” promotion, your the following selling advantages: 
customers are being asked to look for quality brushes tagged with this seal: 
@ TYNEX bristles stay lively—resist matting 
e TYNEX bristles are durable—economical 
e TYNEX bristles are easy to clean—dry quickly 
; tle 4 with « e TYNEX bristles remain odor-free— won't rot or mildew 
Bri s e@ TYNEX bristles can be sterilized in boiling water 


TYNEX is the registered trademark for Du Pont nylon bristles 





8f6 y.s. eat OFF 


“TYNEX” is the registered trademark for Du Pont nylon bristles BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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COLORFUL NEW CHIPPENDALE LINE 


Smartly styled brushes for fine finishing of furniture, cabinets, trim. 
Genuine bristle and ox hair at popular prices—82c to $2.93. Boxed 
display assortment includes 48 brushes—1” to 3”. 


Retail Value.........$74.67 
Dealer Cost.......--$44.80 
Your profit.......$29.87 


\ u 
NEW Somatic ROLLER LINE 


Radically improved “birdcage’’ construction gives smoother action, 
greater strength, longer life. End caps are all white unadulterated nylon. 
Will not become brittle; will not crack or break. 7”. chassis, Standard 
and Deluxe models. Mohair, Dynel and lamb’s wool covers. Also 3” 
roller for hard-to-get-at places—a quality line at competitive prices. 
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RUBBERSET PROFITMAKERS 


, CLEANER: 
» RESTORER 


HARDWARE 


AND THE ENTIRE LINE OF 
REGULAR RUBBERSET BRUSHES 
Complete range of styles, sizes and prices—by the 


world’s leading maker of fine paint brushes. High 
quality—complete customer satisfaction—and full 


profit for you! 


NEW RUBBERSET 
BRUSH CLEANER 


Exceptional cleaning action. 
Brings stiffest bristles back to life 
fast. Won’t mat—leaves no sticky 
residue. Advertised in Good 
Housekeeping and carries its Seal. 
Pints and quarts. 
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With Rubberset quality, national advertising in Life and Good House- 
keeping, the Good Housekeeping Guaranty Seal behind each brush— 
plus Rubberset’s dramatic displays, packaging and other sales helps 
—you get everything it takes to build brush business and profits right 
through the year. Check with your wholesaler or write Rubberset 
direct now. 


ubberset Co. 


900 Passaic Ave., East Newark, N.J. 
33 
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Stainless Steel 


FLENT-WARKE | 


25% 


ON THE ENTIRE LINE 
57 PIECES AND SETS 
Most tremendous sale in cookware history .. . Feb. 1 


to April 30 at retail. Ends March 31 at wholesale. 
FULL MARKUPS FOR YOU! 


DYNAMIC. witht 
ADVERTISING\ . 


Full page ads in Life and other leading 
national magazines. Every woman will 
be sure to see and shop for these great 
values during the three months of the 
sale. Tie in! 
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| DISPLAY EKCO) 
| Save 25% on small Display Assortment 
No.7689X. Tie-in with free ad mats and 
co-op money. Ask your Flint-Ware dis- ... the greatest name 
tributor for details or write EKCO, Chi- in housewares 
| cago Division.  —_—_ | 
3 Ekco Products Company | 
SEE YOUR DISTRIBUTOR NOW! geet 
F L Nh E Chicago 39, Illinois | 
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HAMPERS! 


ISSUE HOLDERS! 


VANITIES! 
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From placing the order to making the sale—Detecto 
simplifies your bathroom accessory business! 


One-Way Ensemble Selling—Detecto gives you 
a direct route to larger unit sales! You show color- 
coordinated Detecto ensembles as a group...and 
you sell them as a group. And you sell easier, faster 
because Detecto is one of America’s best-known 
brand names. 


One-Brand Inventory — Detecto eliminates mul- 
tiple brands, complicated record-keeping—minimizes 
inventory problems! 
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Today, dealers everywhere are tightening their lines, 
reducing inventories and increasing their sales—and 
they’re doing it with Detecto. Make Detecto your one 
and only resource for scale and hamper ensembles. 


One Word 
Sales Talk 


Detecto Scales,inc., 540 Park Ave., Brooklyn 5S, N.Y.+* Since 1900 
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How this weatherproof carton 






helps you to sell nails 


~ (ss) American Nails 


i 
ae 


A nail for every purpose... 


Anchor nails, box nails, barrel nails, basket nails, 
clinch nails, clout nails, common nails, coated nails, 
shingle nails, siding nails, slating nails. Plus a com- 
plete line of spikes, staples, and tacks. 

There’s an American Nail for every nailing task 
—a nail that’s carefully made from quality steel. 
In 1-lb., 5-lb., 25-lb., 50-Ib., and 100-lb. containers. 
Write for descriptive catalog. 





American Steel & Wire 
Division of 






HIS weather-resistant carton requires no 
f poms care. It can be taken right out on 
the job wherever the nails are going to be 
used. Three thicknesses of heavy Kraft-lined 
corrugated boards laminated together with 
waterproof glue keep cartons solid in wet 
weather and through all types of handling. 
The two-piece telescope carton with re- 
placeable top keeps American Nails pro- 
tected from dirt and weather on the job— 
another real advantage. 


You can sell these advantages to farmers, 
carpenters, contractors, and other big users 
of nails. Your customers also will appreciate 
the built-in handles that make this package 
easy to move and lift. 

This package helps you, too. It is easy to 
stack, can easily be palletized for efficient 
handling, and is available for any type of 
nail you stock. 


Packaged Nails: Be sure to investigate 
American’s 1-lb. and 5-lb. packaged nails. 
They are far easier to handle, eliminate 
waste, and eliminate in-store packaging. 
Most important—these bright, red-and- 
blue packages sell themselves to your cus- 
tomers. Ask about the American display 
rack that helps you move nails. American 
Steel & Wire, Cleveland 13, Ohio. 


REMEMBER THESE SALES POINTS 
WHEN YOU SELL NAILS 


1. American Nails drive straight and true 
because they have sharp points, well-cen- 
tered heads, and are made of quality steel. 


2. American Galvanized Nails last 2 to 3 
times as long as ordinary steel nails. 


3. American Stainless Steel Nails resist 
destruction by strong alkalis and acids. 


4. American Nails come in any type 
and size needed for a job. 


United States Steel 






Columbiea-Geneve Steel Division, San Francisco, Pacific Coast Distributors * Tennessee Coal & Iron Division, Fairfield, Ala., Southern Distributors * United States Steel Export Company, Distributors Abroad 
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NOW “beauty unanoed; 
IN CLEAR PLASTIC 


_..at no extra cost ! * 
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Bp ast 


New sales appeal for America’s fastest-selling Kan- 
ister Set! Each Pantry Partner Kanister now comes 
wrapped in clear-as-crystal plastic that protects 
without hiding the shining beauty — covers the 
Kanister only, so the top can be lifted off when on 
display. Eye-catching LABEL lists the features, tells 
the capacity of each Kanister. An extra note of qual- 
ity... an extra bit of utility... to set Pantry Partners 
still further apart from all ordinary canister sets. 
Order today — NO EXTRA COST. 


TG these Aa} 
PROVED SELLERS during 
NAT'L HARDWARE 
WEEK 





All items patented, 
or patent applied for. 


Get in the ““Mode”’ for fast profits! 


if 


3p) GIFTWARES 

AND SERVING 
ACCESSORIES 

® 

Biggest hit in recent years — the luxury-look at moderate prices. 
OVER 50 NUMBERS, superbly styled in dazzling chrome with distinc- 
tive flared handles. Write for catalog. 

At right — Tidbit Tu-Tier. 62” and 82” gleaming chrome trays for 
Canapes, candies. Individually boxed. All chrome (#261) or chrome 
with brass accents (#261B). Priced toretailat. . . . . $4.95" 


* Higher in Western States and Canada 





CORPORATION *® 880 E. 72nd ST., CLEVELAND 3, OHIO 
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vailable Now 


NEW — AUTHORITATIVE — COMPLETE 


HARDWARE AGE 


BUILDERS HARDWARE 
HANDBOOK 


by Adon H. Brownell, A. H. C. 





All the basic facts about Builders’ Hardware presented in 
simple, easy to understand language. 


Detailed descriptions of functions — applications — specifica- 


tions and estimating. 


A time saving, profit making reference for 


234 pages 
385 illustrations 
81/2” x 11” clothbound 





Architects * Hardwaremen °* Teachers 
¢ Students * Contractors 


Skillfully organized and easy to understand, this exclusive hand- 
book provides the information necessary to operate a basic 
builders’ hardware business at a profit. Not since the publi- 
cation of "Taking the Mystery Out of Builders’ Hardware" by 
Mr. Brownell, in 1940, has there been made available in one 
source so much practical, down-to-earth information about the 
builders’ hardware business. 


Recommended by 


National Builders’ Hardware Association 
and the American Society of 
Architectural Hardware Consultants 


Mail This Coupon Today 





* 


VOUOUEULTLEELIZTULI LE 











Hardware Age, Dept. Al Please send me ...... copies of HARDWARE AGE 
56th & Chestnut Sts BUILDERS' HARDWARE HANDBOOK by Adon H. 
Philadelphia 39, Pa. Brownell, A.H.C. | will send payment upon receipt 


of the invoice in the amount of $8.00 per copy, plus 


7 cents Lending and gelana, 
Name 

Address Sia 3 cS 
eee Zane ........... State 


Check here if sending payment with order, saving you the 45 cents 
handling and postage charge. 











Check this table 
of Contents 


for 9 helpful sections 


Section |—How to use this Handbook 


Suggestions to Students 
Ten Basic Rules of Conduct 


Important Matters Affecting 
Builders’ Hardware 


Section I|—Metals and Finishes 
Section III—The Hinge Side of the Door 
Section |!V—The Lock Side of the Door 


Section V—Other Door Hardware 


Door Closers, Silencers, Stops, 
Holders. Cabinet, Sliding Door 
and Lavatory Hardware. 


Section ViI—Window Hardware 


Double Hung, Casement, Transom, 
Shutter and Screen. 


Section Vil—Hardware for Specific Types of 
Buildings and Other Hardware 
Matters of Interest. 
Specialty Items that Build Plus 
Sales. 


Lock Security and Keying 
Proprietary Key Systems 


Section Vill—Specifications— 
Sales and Service—Blue Prints. 


Quoting, Selling, Servicing, 
Scheduling. 


Section 1X—Management 
(Sales Potential, Gross Profit, 
Turnover, Costs, Compensation for 
Salesmen, Personnel) 
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hardware merchant reports... 
ALCOA LABEL MAKES 


JOB EASIER AT POINT OF SALE 


United Gilsonite Laboratories’ 
new aluminum paint containers 
identify quality, add sales appeal 
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Read what a prominent Easton, Pa., 
hardware dealer has to say about 
U-G-L’s new aluminum paint con- 
tainers. Mr. Philip Miller writes, ““With 
the sales appeal of the colorful can 
and the ALCOA ‘Seal of Quality’ we 
now have a product of quality inside 
and out. Thanks for coupling these 
two fine brand names on the package 
to make our job easier at the point 
of sale.” 

Mr. Miller’s comments make good 
business sense. Brand identification is 
the key to retail sales growth. That’s 
why alert dealers everywhere stock 
brands like U-G-L CL25 and U-G-L 
Gilsalume, made with ALCoA® Alumi- 
num Pigment. Customers recognize 
the ALCOA label immediately. Millions 
of advertising dollars have made it 
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one of today’s best known merchan- 
dising symbols. 

Aluminum paint bearing the ALCOA 
label deserves prominent display on 
your shelves. 

ALCOA does not make paint, but 
ALCOA Pigments are used in more 
aluminum paints than any other brand. 
Special formulas have been developed 
by paint manufacturers like United 
Gilsonite Laboratories to solve indi- 
vidual problems. Paints made to these 
formulas actually cost less, last longer, 
give utmost protection against heat, 
cold, sun, rain, smoke and fumes. 

Send today for our two free book- 
lets, Painting With Aluminum and Alu- 
minum Asphalt Roof Coatings Make 
Time Stand Still. They contain valuable 
information to help you sell. 
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- “ALCOA THEATRE” 


Exciting Adventure 
Alternate Monday Evenings 


PIGMENTED WITH 


ALCOA 4 
ALU AAIN U AA 


StUuMIinu™ COMPANY GF AMERICA 





Saeed 
S dieahenn Company of America, Paint Service Bureau 
| 1735-C Alcoa Building, Pittsburgh 19, Pennsylvania 


| Please send your free booklets: 

| (0 Painting With Aluminum 

| _] Aluminum Asphalt Roof Coatings Make Time Stand Still 
| Name 
{ Company 
j Address 
j City Zone____ State 
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9 OUT OF 10 OF YOUR CUSTOMERS 
WILL HEAR ABOUT IT THIS SPRING! 





PEREETEES 


NEW Bissell | 


EVERY HOME WITH RUGS NEEDS ONE! 


INTRODUCTORY OFFER BREAKING SALES RECORDS EVERYWHERE! 


Retailers order Shampoo Master Applica- 
tors and Concentrated Liquid Rug 
Cleaner 3 and 4 times in first weeks! A top 
Cleveland department store sold out twice the 
first week! A Louisville store owner said, 
“Shampoo Master gave me my biggest week 
this year.’’ T'wo leading Grand Rapids stores 
recorded 720 sales in first three weeks handling 
Shampoo Master. It’s the same everywhere. 
Shampoo Master is a real hit! 





HUGE NATIONAL ADVERTISING CAMPAIGN 


Full-color ads this spring —in LIFE, LOOK, 
READER’S DIGEST, SATURDAY EVENING 
POST, GOOD HOUSEKEEPING, BETTER 
HOMES & GARDENS—and full-page ads in 
many leading newspapers. Shampoo Master 
will also be advertised on the very top night- 
time 'T'V shows. 








Big things are happening at Bissell 












% Bissell puts up $6,000 worth of prizes % First multimillion dollar advertising 
in your name, in Bissell Sweeper-Stakes! campaign in sweeper history! 









% Big push on complete new line of % Complete selling aid for dealers—new 
sweepers! Bissell 24-page ‘“‘Trailblazer’’! 













% First promotional sweeper dream- % Call your Bissell salesman and hear all 
designed by Harley Earl Associates— about it! Big things are happening at 
sells for only $9.95! Bissell! 
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APPLICATOR AND 
CONCENTRATED 


LIQUID RUG CLEANER 





0 








CLEANS A 9x12 RUG PROFESSIONALLY IN 30 MINUTES AT HOME—AT 1/10TH THE COST! 





Lady, get off your knees! Now 
Bissell’s new Shampoo Master Applicator 
does all the hard work for you. No stoop- 
ing. No scrubbing. No messy mop-ups. 
Your hands never touch the liquid or rug! 





Cleans a square foot for 1%4¢. Each 
can of Shampoo Master Concentrated 
Liquid Rug Cleaner cleans one-and-a- 
half 9 x 12 rugs, or 162 square feet of 
carpeting. Applicator is built to last— 
save hundreds of dollars in cleaning bills. 





Removes stains professional cleaning 
removes. Milk, coffee, soft drink and 
greasy food stains disappear with a few 
easy strokes. Shampoo Master Concen- 
trated Liquid Rug Cleaner leaves rugs 
beautifully clean, soft and fluffy. 
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NOW A WOMAN CAN SHAMPOO RUGS 
STANDING UP easy as pushing a carpet sweeper!) 


Just glide the applicator over the rug. A trigger in the 
handle releases liquid rug cleaner to be sponged deep into 
the rug. Soil and stains are removed as though by magic! 


The concentrated liquid rug cleaner is tested and ap- 
proved by Good Housekeeping. Absolutely safe for people 
and pets. One can cleans one-and-a-half 9x12 rugs. Most 
customers buy two—come back for more. 


SAFE FOR ALL TYPES OF RUGS 


even antique Orientals! 


Made and guaranteed by the makers of famous Bissell Carpet Sweepers— 
The Bissell Carpet Sweeper Company, Grand Rapids 2, Michigan 





WESTINGHOUSE MAKES 1998 





free merchandisers...So you sel/l/ more 


SELL FOR *50.16... 
MAKE *15.15° 
OR MORE! 


Beauty Tone™ tinted 
light bulb assortment 


A colorful display of 144 
Beauty Tone bulbs in Beauty 
Tone Pink, Aqua, and 
Candlelight. The eye-catching 
merchandiser moves more 
bulbs ... and they’re premium 
profit bulbs, so you make more 
on every sale. 


Remember, only Westinghouse 
Beauty Tone bulbs give your 
customers soft, subtle light— 
not harsh gaudy color. So 
cash in on the trend to 
fashionable, tinted lighting. 








These premium profit Westinghouse 


Westinghouse 


3 a CREATE MEW BEAUTY IN YOUR nome 
cHoose PINK. AQUA CANDLELIGHT 
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lamps are pre-sold for you by powerful 
advertising in Better Homes and Gar- 
dens, Ladies’ Home Journal, and The 
Saturday Evening Post. And you can 
set up your own store promotions, 
tailor-made to your needs, with the free 
display material that’s available with 
each order. So remember to specify 
Westinghouse on every lamp order. 
For “‘Assured-Profits lamp programs, ” 
call your local authorized Westing- 
house agent, or write— Westinghouse 
Lamp Division, Bloomfield, N. J. 





roe & 
RR 


oS PRR... 
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YOUR EXTRA PROFIT YEAR 


premium profit sales...So you make more 



















SELL FOR *35.40... MAKE *10.62* OR MORE! 


New all-purpose Colortone™ 
floodlight assortment 


This year-round seller is ideal for use indoors and out. 
Brilliant colors won’t fade, chip or peel. Weather Duty™ 
glass won’t crack in rain, snow or sleet. Twelve-lamp 
assortment keyed to customer demand. 





a 





1 
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SELL FOR *63.80...MAKE $19.14" OR MORE! FLUORESCEN er users) 


o . f + % ® = * a | 





New Beauty Tone™ Home-line fluorescent 
lamp assortment 


Display the most popular fluorescent lamps used in the home 
today! Pre-packaged assortment will make your store head- 
quarters for the flattering, warm white light that’s perfect for 
every home need. 


Sell the light that’s best to see by. A new method electrostatically coats 
the inside of the bulb with glare-diffusing white silica for even, more 
restful light that’s much easier on the eyes. 


Remember to request the free floorstand display when you order Eye- 
Saving Bulbs. Suggested assortment: Two cases (120 lamps) of 60-watt, 
one case (60 lamps) of 100-watt, and one case (24 lamps) of 50/150 
Three Lite. 


(ny YOU CAN BE SORE. ts 








Yer ee? 
Ordinary bulb: “Hot New Eye-Saving Bulb 
Spot" in center re- gives all-over bright- 
sults In glare and ness...less glareand 
harsh shadows. shadow. Based on SR discount 30% 
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greatest improvement in the history of bolt action rifles 
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MR. DEALER .. . These great 22 caliber rifles bring the American 
sportsman design and performance that are literally years ahead. 


Look the whole field over and you won’t find comparable rifles 
in which you have so much that’s new and better to sell. You'll 
handle them—and your customers will own them—with pride 
and satisfaction. 


Note the graceful sweep from receiver down to stock—with no 
protruding bolt or striker. For the first time in rifle history, the 
operation of the bolt is entirely within the receiver. The new 
mechanism assures faster, smoother, more uniform performance 
and positive ignition. 

MODEL 346K, a hammerless, tubular repeater, with open sights, 
loads 25 Short, 20 Long or 18 Long Rifle cartridges. Has genuine 
American walnut stock (as do a// Mossberg guns) with Monte 
Carlo, cheek piece and quick-detachable swivels. Receiver is grooved 
for fast, easy scope mounting and tapped and drilled for Mossberg’s 
new, high precision peep, No. $330. 


44 





Better streamlining—greater safety for shooter— better protection 
of mechanism from damage and dirt—clearer vision for aiming. 





\IEODEL 340K ts much like Model 346K except it has 7-shot, clip 
magazine—Mossberg’s new, “‘magic,”’ 3-way clip—which is in- 
stantly adjustable for loading any of the three lengths of 22’s. 


1ODEL 320K is more news! This amazing, new 22 caliber single 
shot features the sleek, new hammerless design, convenient loading 
platform, automatic safety and handles all 22’s. We’ve put every- 
thing into it—genuine American walnut stock (not just walnut 
finish) with Monte Carlo and pistol grip. Has open rear sight with 
complete adjustments, sporting front sight, receiver is grooved for 
easy, quick scope mounting. And, as if that weren’t enough, it’s 
tapped and drilled for new Mossberg No. $330 peep sight and front 
dovetail slot will take new Mossberg No. $320 ramp sight. 


All this—plus a dozen other features on each rifle—at Mossberg’s 
popular Fair Trade prices. 


RETAIL PRICES: 
346K—$34.95 340K—$30.95 320K—$17.95 
$1.00 higher west of Rockies 


*WITH 4M4 SCOPE 
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Ana here are more in Mossberg’s “hit parade”’ of years ahead rifles. 


OEE, 3 , a 7-shot, clip automatic “Sporter,” handles all 
three lengths of 22 cal. cartridges, a first-time-ever feature in clip 
automatics, available on/y in Mossbergs. Action has literally split 
second speed—7 shots in less than 2 seconds. 


are identical with 346K and 340K (see 
opposite page) except they’re fitted with brand new, precision-made 
receiver peep sight, No. S330 and hooded ramp front sight, No. 
$320. The equals of these sights have never before been available on 
modest price rifles. 
$330 peep sight has positive half-minute adjustments and is free of 
back lash. The windage and elevation bracket is easy to remove for 
scope mounting. Just turn coin-slotted screw and lift out. When 
returned, it takes the exact same position. 
$320 hooded ramp front sight has bead and aperture, both con- 
tained within the sight. Shooter sets the one he wants in position by 
means of a lock screw on the side. 
Stock these numbers, Mr. Dealer, and you’re “loaded for bear” with 
sales features—and at down-to-earth, Fair Trade prices. And remem- 
ber, Mossberg is the line with the longer mark-up for the dealer. 
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- Mossberg 























A high quality, precision made 
Receiver Peep Sight especially de- 
signed for accurate target work. 
Easy to remove and return to 


exact same position. 


RETAIL PRICES: 350K —$37.95 


$1.00 higher west of Rockies 


Above “B” Models 
Available April | 


TWITH 1A25 SCOPE 





















for accuracy 


S-320 





New Hooded Ramp Front Sight. 
Has both bead and aperture leafs. 
Change from one to the other 
quickly, easily, without danger of 
losing either leaf. 


346B —$37.95 340B —$33.95 


0.F. MOSSBERG & SONS, INC. 


81603 St. John Street, New Haven 5, Conn. 


BR iding the popularity wave of cutdoor living, 
sales of outing jugs and ice chests are skyrocketing 
... up 40% in the past three years. To get your 
share of this high profit business, feature Little 
Brown. No other line of jugs and chests offers 
better consumer value... bigger sales opportunities. 


LITTLE BROWN JUGS e Smart styling with modern, two- 
toned baked enamel finish e Rugged, two-piece deep-drawn 
steel construction @ Easy-to-clean, white vitreous porcelain 
interior @ All popular sizes . . . spout or faucet models. 


ALSO STAINLESS STEEL MARINE MODELS 


LITTLE BROWN CHESTS e Sculptured, two-toned styling @ 
Rust-proof, hot-dipped galvanized interior @ Slip-in ice 
tray, opener and ice pick @ Outside drain, “Can’t Lose” cap 
e@ Extra-thick insulation e 4 sizes hold up to 85 lbs. of ice. 


NOW IN ALUMINUM, TOO! 


YOUR CUSTOMERS ARE PRE-SOLD BY COLORFUL ADS IN: 


Boats Saturday Evening Post 
Farm Journal Sports Afield 

Field & Stream Sports Afield Boating Annual 
Motor Boating Sports Illustrated 

Outdoor Life Sunset 

Rudder Yachting 























ASK YOUR JOBBER 
ABOUT SPECIAL 
DISPLAY RACKS 


Also, FREE ee 


mats, envelope stuflers 


HEMP AND COMPAN Y, MACOMB, ILLINOIS conlilchigen manera” 


in your own promotion. 


A DIVISION OF THE AMERICAN THERMOS PRODUCTS COMPANY ORDER FROM YOUR JOBBER 


16 
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What a big family of fishing reels Bronson 
has! Makes it a snap to multiple-sell the 
family man with a reel for Pop, Mom, or 
Junior! You name the fisherman... expert, 
experienced, beginner... and Bronson 
names a reel that’s right for him. Name 
the reel... Spinning, bait casting, fly, salt 
water... and Bronson comes up with a 


Our only business is reel business— 


Bronson Reel Company, Bronson, Michigan, Division of Higbie Manufacturing Company 
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MINN the “sellingest” family of reels! 


FISHING REELS 


family-full of answers. Name the price... 
‘“‘sotta have the best’’ or ‘‘good but inex- 
pensive’’...and Bronson offers a reel to 
fit the wallet. Trouble-proof craftsmanship 
—by the world’s largest manufacturer of 
fishing reels—guarantees satisfied cus- 
tomers, triggers trade-ups. Join the family 
for reel impact—profit-sell with Bronson. 


Bronson 


FISHING REELS 





a 





ROYAL NORSEMAN 


Convertible Pushmobile 
For Youngsters From 5 to 50 





America’s Greatest New Sport 













Retail Only $39.95 


ee. 


cassia, 


Specifications 


Length 6 feet, width 

28 inches, height 2 feet, 

wheels 8 x 150. Semi- 
pneumatic tires.Constructed 

of heavy steel tubing. Load 
weight live 250 lbs. Automotive 
type steering, dual brakes. Shipping 


weight 42 lbs. Retail only $39.95. Sailing Thrills 
Motoring Thrills 


Sledding Thrills 
Ski Kit: 4 skis, also fit coaster 
wagons. Retail $7.95. 








Motor Mount Kit: 
_Chain drive, fric- ij Eat ) 
tion clutch, safety f= ha > a” 
guard, gas con- .."'"\> 2 
trols, etc., fits 
most all upright 
motors. 






Sail Kit: 
Sail, cross 


bars, mount- 
Order today from your ing brackets, 


Rocco jobber or write Retail $29.95. Retail $9.95. 


Patents Pending 


ROCCO PRODUCTS, INC. — 2916 - 4th Avenue So., Minneapolis, Minnesota 
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with the 


Savage S40 


You already know the Savage 340. But did vou know you can put 
your customers behind this extremely accurate high power rifle 

and a good quality scope for less than $100? It’s a combination 
priced so that your customers can buy it for less than they 

might expect to pay for the rifle alone. So display, price and sell the 
340 complete with scope and build up the ticket on every sale. 





Here are some more selling features of this rugged bolt action 
repeater: chambered for two outstanding varmint cartridges—.222 
Remington and .22 Hornet—also chambered for .30-30, the 

: world’s most popular deer cartridge... all three drilled and 
tapped for scope mounts...completely new streamlined stock 
with medium-high comb and trim lines for steady holding 
and excellent balance. 


STOCK « DISPLAY « SEL 
The fastest selling rifles and ~ 


in the world—Savage, Stevens and Fox. Savage 


TRADE MARA 
SAVAGE - STEVENS + FOX FIREARMS 
ALL PRICES SUBJECT TO CHANGE... SLIGHTLY HIGHER IN CANADA 












SPORTING ARMG& DIVISION, SAVAGE ARMS CORPORATION, CHICOPEE FALLS, MASS. . 
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U.S.ROYAL 


ws bicycle tire 


PUTS YOU IN THE WINNER’S CIRCLE 


The Whirlaway tire is fleet and sure-footed as its 
racing name-sake! A specially designed safety-first tread 
makes for easy riding, hard-digging starts and non-skid 
road-holding. The 26 x 1% size fits S7 and F12 straight- 
side rims. The 24 x 1% and 20 x 1% fit the S7. 





































There's a U.S. Royal bike tire BB. 
that's right for every cycling 

need — Lightweight, Middle- 

weight, balloon or heavy duty o & 
— every one a winner! 








1 Ne \\ | \ / f 

: ‘\ hs \ A \ \ ' 
& 

Us United States Rubber 


CYCLE TIRE DEPARTMENT . 549 East Georgia Street . Indianapolis 6, Indiana 
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Garcia Sait Water MITCHELL 


Called “The King of the Surf''—and it lives up to 
its name. Under its handsome appearance, it's strong 
and sturdy, yet operates smoothly for bivefish or 
marlin. Has exclusive Planamatic gears. 


Right & Left Hand Models 









Garcia MITCHELL CAP #304 


The light spinning reel at a price everyone can 
afford! It features famous Garcia Planamatic gears, 
fine adjustable drag, hard-chromed full bail and 
Duraloy line guide. Convenientiy located anti- 
reverse, one-spot gear lubrication and all features 
found only in more expensive reels. 


Right & Left Hand Models 


“The 
HEART 
of the 
MITCHELL...” 


A je you first pick up a Garcia Mitchell 
reel you'll recognize and instantly 
admire the majestically balanced feel, its 
impressive smooth functioning and luxurious 
finish — the features you expect to find 

only in Garcia reels with their 
acknowledged leadership. When you open 
these distinctive reels and “get to the 

heart of the Mitchell” you will see 

the care taken to produce each flawlessly \ 
crafted part. And when fishing, you'll 
find all are firmly compatible, 
forming a united and harmoniously 
functioning masterpiece. 









Garcia MITCHELL #300 


The ultimate for all-round fresh and light salt water 
spinning. One of the first and still the finest. It's 
**the’’ reel you'll be proud to own. With two spools 
of different line capacity. 







Right & Left Hand Models 


Le 
























Created for infallible, continuous operation, 
these reels demonstrate Garcia's 

conception of what a spinning reel must be 
... Craftsmanship Without Compromise.” 


ALL GARCIA REELS 
ARE FULLY GUARANTEED 


corporation 


268 FOURTH AVENUE, 
NEW YORK 10, NEW YORK 


KNOWN AND USED THE WORLD OVER 
"GARCIA FISGHING TACKLE 





Send today for new 1958 Garcia Trade Catalog. 
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Now ...there’s a big difference in vacuum bottles— 
and only Universal Pour-Easy has it! It’s a real 
pitcher spout that pours easily ... won’t drip or run. 
Be sure to point it out to your customers. It’s just 
one of the many top features of the new complete 
line of Pour-Easy vacuum bottles, food jars, lunch colors 
kits, outing sets and ice chests and jugs! 


Rugged Easy-On, Easy-Off cup 
Pull-tab flexible stopper 
Non-slip corrugated case 


Bottom loading filler to eliminate 
unsanitary shoulder threads 


Exclusive new market-tested 


10-ounce, pints, quarts, 
some with nested cups. 


NATIONALLY ADVERTISED IN POST « LIFE - ESQUIRE » PARENTS 


OUTING SETS FOOD JARS TWEED-COTE 


Attractive, mod- 
erately-priced. 
Choice of case de- 
signs, combina- 
tions of bottles, 
food jars. 


Easiest to sell be- 
cause they're eas- 
iest to use! Com- 
petitively priced. 
10-0z., pints, 
quarts. 


ICE CHESTS AND JUGS 


Now featuring scuff-resistant 
finish, double-thick insulation 
. new lower prices! 


LANDERS. FRARY & CLARK. NEW GRITAIN, CONN. 
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You.caynot keep this gun in stock! Add the mosh tombs Poneii mi ne WY ist price $28. 75 
name in history to today’s most popular"W'S: caliber and you see why 
our first shipment of Derfiffeer -22's vanished in one week. An 
reproduction in 20th Centu ot! steel of the oricinal Remington#euble Der... 
ringer patented December 12, 1865, Authentic palm size, beautifully made — 
and finished, amazingly socumnl Hold one in your hand, take it cut and 
shoot itt and you'll knew why this pewerful little weapcn.is —_— faster — g 
than any other single handgun in America today! a ’ 
Over 11,500,000 men have received national magazines 
gun. Now. advertised in True, Argosy, Outdoor Life,” | 
Stream, Popular Science, Guns Magazine 
and Sport. An intensive advertising 
out 1958. 

ONE YEAR FREE SERVICE AND PARTS W 


, All Derringer .22 Caliber pistols imported by us ate tally guaranteed for , ; 
one year against defects in materials°er Workmanship. Return 16 The ‘ 
Derringer Corporation for full repair or replacement. Full inventory of ay 
spare paris available. 


* 


, : SPECIFICATIONS 2 
TYPE: Double barrels, over and under. 
Aerating tn Bi HE DERRINGER CORPORATION 
CALIBER: .22 short, long, long rifle 
BARREL LENGTH: 3’ 
OVERALL LENGTH: 4%” 
WEIGHT 13 oz. 
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this ncrea AE ° 
DEALERS "USE “THIS BLANK O 
SAMPLE ORDER 4. 


JOBBERS INQUIRE 







A NEVER FORGOTTEN ERA 
; QF AMERICAN HISTORY 


> 










DOUBLE BARREL 


DERRINGER .22 


fires short, long, long rifle 


List price $28.75 


$21.50 


Dealer Cost F.O.B. Pasadena, Calif. 
































he story of this distinctive Derringer handgun is FIREARMS DEALERS 

woven through the history and literature of those 

vivid decades after the Civil War when Bret Harte and Our initial shipment of Derringer .22’s was 
Mark Twain wrote about gold fields and longhorn offered to established Derringer Corp. dealers 


They were sold out within one week with ¢ 


cattle, the pony express and Wells Fargo, river gam.- 
' wires and phone calls clamoring for more. 


blers, retribution and... the Derringer. Today, with 

| “ We now have a full inventory witn more shipments on the water. 

yimost a century gone DY, the name VerIringer : ~ 

“ll ret RE SEN ei MRR i acelin: ieee This gun, made to our rigid specifications in Europe, is our new and 

- i I ic ‘ ICI 1e 2| og i ist . y | wad DO as Cc . : 
stil retains is tame and ius teige Beare exclusive import, available from no other source. It is an accurate, . 
from the saioon to the locker room, the Derringer 


well-made weapon, ideal for plinking, target-shooting, fishing and 
camping trips, home protection. A new and unusual sales builder with 
a low price and a long profit for you. See it, try it, show it 


HEAVILY ADVERTISED NOW! USE THE COUPON ON REVERSE SIDE FOR YOUR SAMPLE ORDER. 


Over 11,500,000 men have received national maga- 
zines advertising this gun. Now advertised in TRUE, 
ARGOSY, OUTDOOR LIFE, SPORTS AFIELD, FIELD 
& STREAM, GUNS MAGAZINE, ELKS, SAGA, CAVA- 
LIER, POPULAR SCIENCE, ESQUIRE and SPORT. An 
intensive advertising campaign will be carried on 
throughout 1958. 


FUNCTION AND TEST FIRING 
AFFIDAVIT 


Each Derringer .22 is continuously inspected 
during its manufacture and is test fired and 
rechecked for perfect function by us in the 
.S. before shipment from our warehguse 


Ih 5 Cebu THIS BANNER BRINGS IN MEN WHO LOVE GUNS. 
MEN WHO BUY GUNS! 
Walter E. Anderson People want to know ‘‘where can | buy it?’ Display this banner and cash in on 
Vice President increased sales. 


stayed behind, but not so the desire of Americans 
to own one. 
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ne Mushrooming 


SPORTING 
GOODS 
MARKET 


What it can mean to you. 











Sporting goods’ sales have mushroomed up to more than 
$1 billion a year, and the figure's still rising. Here is a real 
opportunity for dealers to reclaim lost sales volume. You'll 


find the ways in the pages of this Guide 





Subject Page 
If your store is tosurvive............ 56 
How to gage yourmarket....-_-.—-.—..._—s 58 
What lines to promote............. 62 
What market is most promising...... 65 
How to lay out better advertising.... 69 
How to save money on displays... .. . 72 
Why layaway is important to you.... 75 
What ad mats can do for you...... _ 79 
How to gage your customers........_ 86 
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How ean a store survive—? 


Will your store survive? It will if you can change 


with the times. Grow or die is a business axiom that never 


changes. Here is a market that is growing. You should grow with it 


by James M. Dixon, associate editor 


The American family is changing. The mer- 
chandise it buys is also changing. A hardware 
store cannot survive unless it changes with the 
times. 

The axiom that you must grow or die applies 
to hardware stores just as it does to Sears Roe- 
buck and other giants of retailing. 

How can you grow? Where can you grow? 

Consider sporting goods as a prime example 
of ways to grow and keep your store profitable. 

This 1958 Sporting Goods Merchandising 
Guide is designed to show you how you can 
profit in the mushrooming sporting goods mar- 
ket. 

This Guide probes the booming market of 50 
million families to show you where you fit into 
the new age of outdoor living. It shows you the 
size of your market. It shows what lines are 
best, and how and when to promote them. 

Growing means changing, and few of us like 
to change. Sporting goods is a perfect example 
of change in the modern American home. 

The American family, particularly the younger 
family, has new ideas. It is living and playing 
out of doors more and more. It has the time for 
it, and the money for it. Most important, the 
mid-20th century family has the desire for it. 

A dealer who ignores sporting goods today 
ignores a prime avenue of growth and profit. 
Because sporting goods are so profitable and 


popular, the line has mushroomed into a giant 
market in a relatively few years. Many retail 
outlets from gasoline stations to super drug 
stores have leaped on the sports bandwagon. 


Unfortunately, these fringe outlets have cut 
prices in a desperate effort to lure traffic. Ser- 
vices and product knowledge are not part of 
their merchandising, but it’s foolish to deny 
that they account for a sizable volume of sales. 

Certainly, price cutting in some few stand- 
out lines like ammunition and fishing reels can- 
not be ignored. But a few items don’t make up 
a full department. 

Team and participation sports equipment, 
most guns, wheel goods, and many top fishing 
items are price maintained in most states. These 
lines will continue to pile up traffic, sales, and 
profits at regular prices. 

Studies have shown in housewares, for in- 
stance, that of several thousands of items in the 
average dealer’s store, only 150 to 200 are the 
type that discounters feature. Yet no dealer 
we know of has thrown out or stopped promot- 
ing housewares. 

Sporting goods fit the same description. Many 
customers, probably a majority, still prefer tr 
buy services, selection, product knowledge, and 
the reputation of an old-line dealer when the: 
buy sporting goods. 

You can’t be timid about wide assortments 
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and back-up stocks because of the discount situ- 
ation. Nor can you be content with last year’s 
lines and sales volume. Your future depends on 
your flexibility to expand with the community. 

The future in sporting goods seems unlimited. 

Population’s up to 173 million. It will grow 
another 25 million before 1968. People have time 
for sports, for the average work week is now 
37% hours. The money’s there, too, for income 
in the average home now stands at well above 
$4,100 a year. 

The combination of high income and abundant 
leisure means boom times for sporting goods. 
The dealer that keeps pace with demand in his 
selling area can now sell more sporting goods 
than was thought possible just a few years ago. 

But this can only occur if the dealer has a 
complete sporting goods department measured 
to all ages and all needs of his community; if 
he has a wide assortment of stock backed up by 
reasonable depth in inventory; if he constantly 
promotes to keep his customers ever aware that 
his store is sporting goods’ headquarters. 

Americans will spend over $3 billion in 1958 
to enjoy themselves out of doors. Nearly half 
of this amount will go into the xinds of sporting 
goods and outdoor living items you sell. That 
comes to about $30,000 per hardware store. 


How much of this amount will fall into your 
till? 


HARDWARE AGE, MARCH 27, 1958 


Yesterday 


Today 


een 


Tomorrow 




















Part depends on the variety of your selection 
of sporting goods. 

Part depends on how much back-up stock you 
carry. 

More depends on services: Credit, layaway, 
repairs, trade-ins, ete. 

Much depends on product knowledge: Know- 
ing what to sell and how to sell it. 

Lots depends on sales promotion and display. 

But most depends on growing and changing 
with the times and the specific needs of your 
area. Remember... when you’re standing still, 
you are falling backwards. 
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How to gage the market 


... in the age of leisure 


Leisure time is sporting goods time. Now is the time for 


you to gage your sales potential and aim for more sales volume 


If you’re gunning for a bigger slice of sport- 
ing goods sales in your market, you have to 
have a pretty clear idea of what that market is. 

Life magazine recently completed a study of 
consumer expenditures. This study shows clear- 
ly what the American household does with its 
income. The study, covering the full year 1956, 
gives these highly accurate facts: 


(1) 49,140,000 households in the U. S. have 
an average income of $4,110 per year. 


(2) Of this $4,110 a year, the average family 
spends $215 a year on recreation and recrea- 
tional equipment. This adds up to more than 
10.5 billion each year in cash outlay for leisure 
time expenses. 


(3) In the broad recreation equipment cate- 
gory an average of $16 a year is spent on sport- 
in goods per family. This means that slightly 


more than 49 million families spend the better 
part of $800 million on sports goods, equip- 
ment. 


(4) When you add sporting accessories which 
are not considered purely athletic equipment to 
sports goods, equipment, and also add travel 
and lodging costs, the total sporting goods out- 
lay is about $3 billion a year. 

The Life figure of $16 per year per family 
average for items of a strictly sporting nature 
gives a sound basis for figuring the market for 
sporting goods in your trading area. 

For the first time you can accurately assess 
sporting goods’ potential by the number of 
families you serve. And you can figure on $16 
as the barest minimum per family, for the study 
does include such items as sports clothing, foot- 
wear, or bicycles in the sports goods, equipment 
category. 
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ALL GOODS AND SERVICES 








$4,363 
























ANNUAL HOUSEHOLD INCOME : 
Average Less $2000 ¥3900 $4000 #5000 #7000 10000 
to 
Howsshold #2000 2999 3999 +4999 695 9999 more 








Based on Life magazine’s Study of Consumer Expenditures 


RECREATION AND RECREATION EQUIPMENT ?513 





ANNUAL HOUSEHOLD INCOME af - 
Average Less $2000 #3000 $4000 $5000 #7000 #10000 
Household $2000 2999 3999 4999 6599 9999 more 








What do your customers spend on s 


Here are figures from the Life magazine study of consumer expenses. 
These figures show consumer income in relation to outlay for recreation. 
‘Note how sporting goods purchases climb in higher income bracke 








Here’s how to roughly gage your yearly sales For example, let’s say you serve a community 
potential in sporting goods, based on Life’s of 500 households. 
report: ® If $16 is the average outlay per household, 
® How many families (households) are on your multiply the number of households by $16. 
mailing list? How many families do you serve Example: 500 x $16 = $8,000 per year, or 
regularly? $667 per month. > 
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How to gage the market 
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Try this example by substituting figures that 


apply to your store: 
(1) How many households? 
(2) Times $16 per household? 


Remember, the figure is a base figure. It will 
be larger if you sell items like sporting clothing 


and shoes. It will also be larger if you sell in 
a community where average household income 
exceeds $4,200 per year. 

Why? 

Life’s study showed that the average house- 
hold outlay for sporting goods climbed con- 
siderably in the $5,000 to $10,000 yearly income 
bracket. Remember, the $16 figure is an aver- 
age of all incomes in all climates. 

There are nearly 30 million boaters; 
than 20 million fishermen; 20 million bowlers; 
nearly 12 million hunters, and 11 million basket- 
ball players putting leisure time to use in sports 


more 


activity. 
Uncounted millions more play baseball, golf, 


and shoot bows and arrows. 
It’s safe to say that more than half our total 





Where do you fit into this picture? 
All of those sportsmen in your neighborhood 
are buying their needs somewhere. 
Doesn’t it make good sense to re-evaluate your 
potential? 
Your geographic location has a lot to do with 
how much potential in sporting goods you have. 
The most recent Dept. of Interior figures for 
hunting and fishing show these facts concerning 


geography and sports: 


FISHING 
® Of the 21 million fishermen, 25.5 percent 


of the total population fishes in the west-north- 
central region (see map); 24.6 percent of total 
West- 


population fishes in the mountain states. 
south-central 21.8 percent and east-south-cen- 
tral, 20.9 percent, are next in order. 


© The best fishing markets are: rural areas. 
towns, small cities and suburbs, in that order. 
Most fishermen are in the under-17 and 35-44 


year age bracket. 


HUNTING 





population has a regular sport. And it’s safe to 
say that most of them make more than one 
major purchase for their sport a year. 


© Of the 12 million hunters, 17.6 percent of 
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WEST SOUTH CENTRAL 





EAST SOUTH CENTRAL 











Grouping 





1956 Weieutepo Unitep States Torta. 


CENSUS GEOGRAPHIC SECTIONS: 
New England. 
Middle Atlantic . ‘ 
Kast North Central . 
West North Central . 
South Atlantic 
Kast South Central 
West South Central . 
Mountain’ : 
Pacific . 


POPULATION-DENSITY GROUPINGS: 
Big cities ; 
Small cities, and suburbs . 
Towns. 
Rural areas 





























Column << Column 2 # 
| Total house- 
holds with 
Total fishermen 
number and/or 
of hunters 
house- 
holds Lo ite A ee 
in U.S. | 
Number! Per- 
cent 
| 
48, 389 : 16, 848 | 34. 8 
3, 125 839 | 26.9 
10, 120 2,540 | 25.1 
10, 656 3,725 | 35.0 
3, 790 1, 841 | 48. 6 
5, 545 2, 223 | 40.1 
3, 043 1, 296 | 42.6 
4, 250 1,644 | 38.7 
1. 871 866 | 46.3 
5, 989 1, 874 | 31.3 
9, 003 1,558 | 17.3 
14, 354 4,116 | 28.7 
8, 995 3,526 | 39.2 
16, 037 7,648 | 47.7 











+ All numbers are in thousands, and percentages 


in colum 2 are percentages of totals shown 


in colum 1, 





What's your hunti 





Where viel near 


fishing lines. Chart is from U. S. Dept. 7 


number of households, by - 
fishermen and hunters. 


Tied 1 


the population of the mountain states hunts 
regularly. Next, in: order, are: west-north-cen- 
tral, 16.7 percent and east-south-central, 12.4 
percent. 
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® The best hunting markets are: 
towns, small cities and suburbs in that order. 
Age-wise, heaviest concentration of hunters 
in the 18-24 and 25-34 year brackets. 
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Promote top lines for traffic 


You’ll sell more sporting goods when you put promotional 
efforts behind proven best sellers. Here they are, as 
averaged from a recent survey of leading wholesalers 








What are your top sporting goods’ lines? Do you know for certain, and do you 
always give them the spotlight in a sales promotion? 

There is always a tendency to promote the items that you especially like. If a 
sales promotion of sporting goods is going to pay off, it’s necessary to push only 
those lines which have the greatest demand. 

In order to find out what lines have this demand, Hardware Age recently sur- 
veyed hardware wholesalers who are big in the sporting goods end of the business. 


We averaged the replies to give you the information that follows. 








Question—What are the key selling months for 
hunting, fishing, and wheel goods? 
Answer—Hunting, September and October. 
Second best month, August. 
Fishing, April and May. 
months, February and March. 
Wheel goods, March and April. Second 
best months, September, May. 


Second best 


Question—What was your outstanding sporting 
line for 1957 in dollar volume? 
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Answer—Three items stood out above all 
others: shotgun ammunition, spinning reels, 
and camping equipment. 


Question—What is a good average inventory 
for a dealer in the $80,000-100,000 retail sales 
range? 

Answer—$3,000 at retail. With an average 
three times stock turnover, this inventory 


adds close to $10,900 to yearly sales volume. 
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Question—What are your top 15 lines in hunting, fishing, other sports? 


Answer— 
Hunting Fishing Other sports 
Shotgun ammunition Rods, glass Bicycles, 26 in. girls, boys 
Rifles, bolt action Reels, spinning Bicycles, 24 in. girls, boys 
Shotguns, pump action Reels, conventional Ice skating equipment 
@. Shotguns, bolt action Line, nylon Baseball equipment 
Camping equipment Line, monofilament Softball equipment 
Rifles, lever action Baits, lures Badminton equipment 
; Shotguns, hand-load Baits, spoons Archery equipment 
Rifles, pump action Baits, preserved Skin diving, swimming 
Pistols Baits, flies Football equipment 
Rifle ammunition Tackle boxes Basketball equipment 
Rifle scopes Nets and traps Roller skating equipment 
Hunters’ clothing Weights, spinners, leaders Golf equipment 
Cleaning kits Bait buckets Tennis equipment 
Knives, decoys, calls Parkas, boots Horseshoes 
Traps Tools (knives, scalers) Outboard motors* 


*Outboard motors wou!d be much nearer the top of the list if they were carried by more wholesalers. 
Those who do stock outboards rank them second only to bicycles under the heading “Other sports.” 


How can you use this information? 

Check the list of best sellers against adver- 
tisements you have run in the past. See if 
you’ve been promoting the right lines for traf- 
fic and sales. 


Then keep this list handy for future promo- 
tions. It serves as a guide to top selling lines. 
Many dealers have their own selection of 
proven sales winners, and probably some of 
them contain items not on this listing. Croquet 





How big should your ad budget be? 











> 


Your sporting goods’ ad budget includes 






all types of promotion from newspaper 





ads to handbills to imprinted wrapping 





paper. Budgets are usually based on 2 






percent of gross retail sales. Check your 





volume against this list to determine if 





you are giving promotion a chance to 





increase sales in your store. Remember, 





regular advertising is a deductible busi- 





ness expense. 








& 
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Year’s Monthly 
Sales ad budget average 
$50,000 $1000 $85 
$60,000 $1200 $100 
$70,000 $1400 $115 
$80,000 $1600 $135 
$90,000 $1800 $150 
$100,000 $2000 $165 
$110,000 $2200 $185 
$120,000 $2400 $200 
$130,000 $2600 $215 
$140,000 $2800 $235 
$150,000 $3000 $250 
$160,000 $3200 $265 
$170,000 $3400 $285 
$180,000 $3600 $300 
$200,000 $4000 $335 
$225,000 $4500 $375 
$250,000 $5000 $415 














Promote top lines for traffic 


sets, water skis, and over-and-under guns are 


(Continued ) 


best sellers in various localities. 


The important thing to remember is that you 


need a guide for items to promote, whether it 


be the HA list or one of your own choosing. 


Hit or miss advertising on untested items can 


drain your ad budget without producing sales. 
It’s always a good idea to quiz your sales 


staff before you pick out items for a promotion. 


They know what is selling, and what would sell 


best in an ad. 


What sporting goods items sell best? 


What are the best months for sales? 


Here are the answers to your questions on what sales volume to expect month by month and 


how sales break up by categories in a sporting goods department. These are actual figures from 


hardware dealers who kept careful, complete sales records. 


The figures are representative of 


sales in various sections of the country. Use these figures in checking sales potentials by categories 
and months in your store. These figures are for stores in the $85,000 to $110,000 total sales volume 
per year, and can be adjusted up or down to your store's volume by using the percentage figure. 












































































































































Guns, 
MonTH accessories Camping needs Fishing Ammunition Other sports Total 
Jan. $135 (38.6%) $70 Gusts $45 (12.99 Jo) | $50 (14.38%) | $50 — Yo) | $350 (3.470) 
Feb. 105 (33.9%) 50 (16.1%) 90 (29.0%) | 25 (8.1%) | 40 ( 12.9%) 310 (3. 0%). 
March 175 (25.0%) | 130 (18.6%) | 250 (35.7% 40 (5.7%) | 105 (15.0%) | 700 (6.8% 
April 120 (23.8%) | 70 (13.9%) | 250 (49.5%) | 20 (3.9%)| 45 (8.9%) | 505 (4. 9%) 

a a Paes: elas here Saal aS 
May 40 (7.1%) | 130 (22.6%) | 300 (52.2%) | 20 (3.5% | 85 (14.8%) | 575 (5.6° 7) 
— Ny ste ae ————— 

June 120 (18.3%) | 120 (18.3%) | 320 (48.9%) | 15 (2.3%) 80 (12.2%) | 655 64%). 
July 70 (14.8%) | 90 (18.9%) | 160 (33.7%) 35 (7.4%) 120 (25.3%) | 475 (4.6%) 
Aug. 430 (42.5%) 120 (11.9%) | 170 (16.8%) 150 (14.9%) 140 (13. 97%) | | 1010 (9.8% 
Sept | 525 (26.3%) 305 (15.38% | 85 (4.3%) | 430 (21.6%) 650 (32.6%) 1995 (19.4%) 
Oct | 345 (37.9%) | 290 (31.9%) 50 (5.5% 180 (19.8%) | 45 (4.9%) 910 (8.8%) 
Nov | 540 (47.9%) | 250 (221%) | 50 (4.4%) 205 (18.1% 85 (7.5%) 1130 (10.9%) 
———Ee — | | | 

} | Oy, , e ) 7 0 ; Zo, : y, S/O 
Dec 960 (56.5%) | 285 (16.9%) | | 140 (8.2%) 210 (12.4%) | 105 (6.1%) 1700 (16.5%) 
eae | | | 
YEAR | $3565 (34.6%) $1910 (18.5%) | $1910 (18.5%) | $1380 (13.4%) | $1550 (15.0%) | $10,315 
04 
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What’s the market for youth? 


More than ever before, the accent is on youth in sporting goods 


sales for 1958. Here are some things you have to know about what 


many experts say is the biggest sports sales market of them all 


Teenage girls get almost $8 a week to spend, and 
they, on the average, nearly $26 a year for sports 


equipment. 
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The facts can’t be denied. Whether you have 
an old-line sports department in your store, or 
are just starting from scratch, your best sales 
potential is likely in the 18-and-under age 
bracket. 


Why? 


® On an average day in 1957, 8200 children 
were born. 


® On an average day in 1957, 8000 children 
reached 14 years of age. 


® On an average day in 1957, 6300 teenagers 
reached 18 years of age. 


® There are more than 15 million children in 
the 12-18 years bracket. That’s about 400 for 
every hardware store in America. 


® There’s a fabulous coming market of nearly 
50 million children 12 years old or under. And 
they will be sports minded. How do we know? 

Recent studies by Gilbert Youth Research 
reveal these facts about what teenagers do with 
their income: 

The average teen-age boy gets or earns $9.76 
a week to spend. 

The average teen girl gets or earns $7.81. 

In brief, 15 million teenage kids are pouring 
between $8-$9 billion into retail purchases a 
year. That’s big volume. It should get your 
attention. 

Teen boys spend more on sports than on any- 
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What’s the market for youth? 
(Continued) 


thing else save schoo] lunches. Each girl spends 
6¢ Of her buying dollar on sports. 

Here are some more facts that emphasize the 
importance of youngsters in your market: 

(1) 22 percent of all teenagers are fishermen. 

(2) 12 percent of all teenagers are hunters. 


(3) More than 4.5 million play baseball. 


(4) More than 10,000 high schools have inter- 
scholastic football teams. 


(5) More than 3000 high schools now have 
tennis programs. 


(6) Almost 100 per cent (23,500) of high 
schools have basketball schedules. 


(7) The number of high schools offering golf 
has doubled in the last 10 years. 


(8) 13,000 schools have inter-scholastic track 
and field teams. 

That covers a lot of sports equipment. 

More children than ever before can afford the 
sports equipment that used to be considered 
semi-luxury merchandise. 

Far fewer children have to spend vacations 
and after-school hours working to help out the 
family. 

What does it all mean? 

More money for them to spend, and more time 
for them to enjoy sporting goods means far big- 
ger sales. ; 

Where will the kids spend their money? 

There are more than 12,000 hardware stores 
whose sporting goods’ sales exceed $11,000 a 
year, who have a major sporting goods depart- 
ment. 

This is the kind of store where youngsters 
will shop. Like adults, they want to shop in a 
store that carries variety in all of their needs. 

A lot of hardware stores cannot claim they 
have a full sporting goods selection. There are 
many thousands of dealers whose stores are toc 
small to stock lines that appeal to youth. Many 
stores have no sporting goods whatever on 
their shelves. 

These dealers are on the short end of the 
profit stick, for sporting goods sales in chil- 
dren’s lines carry bigger margins of profit than 
many lines, such as guns. 

Many other hardware stores that have the 
room for sporting goods have yet to sell their 





Boys 


I nn. niin wine ames ae wa 23¢ 
SPORTS EQUIPMENT ............. 1l¢ 
NE, ates Wace eked ew kk een woke as L0¢ 
Ws So is oe 6 eee eee Hewes 9¢ 
i: I a are iy 9¢ 
RISERS ESN GSE, ERR AS poe ge pn T¢ 
RS cca cau ca kanes. hk eee nen i¢ 
CD COPS Oe eee 6¢ 
DERE. cakiwnsd's GnaXkds 6 kesemeks 16¢ 

$1.00 





What do teenagers buy? 


Girls 


eRe - niin ba 0:3 20a ee 0:8 21¢ 
Cee SO oak 6a ew sa So 19¢ 
Nt WN od 3's Dae wees 9¢ 
ee oe ud Sea 6a be es Oe 9¢ 
ce err oe oe S¢ 
NRE AREER ale a <a T¢ 
igi ye. ° \} y | 4. ¢ ieee 6¢ 
Oe ee oie | ‘a wie Malone «Gb 6¢ 
ee Sa is os RAKE a EPS odo cee 15¢ 

$1.00 
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Teenage boys spend 11¢ out of 
every dollar they get of al- 
lowance or earn for sporting 
goods. Average teenage boy 
has nearly $10 a week to spend. 


first gun or baseball to a boy. Here are some 
figures to show these stores what they may miss 
in the next few years. 


© The ranks of youths under 18 years will be 
increased by nearly 10 million by 1960. In the 
next five years the teenage market will expand 
by 40 percent, at least. 


® More and more children born during the 
war years are piling into high school now. The 
high school teenager is one of your best poten- 
tial sports customers. 


® Little leagues, city and state athletic aid 
programs, and private civic sponsorship of 
sports are booming so fast that it’s hard to 
keep track of them. 


® Youths under 18 years will have about $12.5 
billion a year to spend in stores like vours by 
1962. 


® Surveys have shown beyond doubt that 
teenagers are quality buyers. On the average, 
the young folks buy higher price and higher 
quality sports equipment than adults. 


® Brand identification is important to teen- 
agers. Leading consumer magazine surveys 
have, again and again, shown a tremendous 
brand consciousness among youths. 


e Teenagers are much impressed by group 
preferences. They like to stay with the crowd. 
Where the crowd goes is where the individual 
goes for sports items. 


e Teenagers pay cash. They’re too young for 
credit consideration. 


® Teenagers prefer to buy from dealers who 
identify themselves with schools, youth organi- 





zations, and well-known youth activities of all 
types. 


© Young people don’t ever want to be treated 
like children. They won’t stand for it. They 
won’t tolerate being talked-down to. They will 
flock to dealers who treat them like adults. 


What happens later? 


Besides the fantastic dollar sales being made 
to teenagers, there’s the future to consider. 

Every dealer who cultivates the good will of 
youngsters is protecting his future. 

After high school or college, the average boy’s 
thoughts switch from participation sports like 
football to golf, boating, hunting, deep sea 
fishing. 

As an adult, this person will continue to shop 
in the store he has found to his liking over the 
years. Where will your sports department fit 
into this scheme of things? 

Are the little leaguers in your town shopping 
in your store now? Or does the team parade 
by your store window to buy in another hard- 
ware store or sports shop down the street? 

Little fellows are big business, now .. . and 
10 years from now. 
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} Did you know that... 


An excellent list of films on recreational 
boating has been published by the National 
Assn. of Engine and Boat Mfrs? 

All films listed are 16 mm-size, many 
are available free of charge. You can get 
' this list from the association’s offices at } 
420 Lexington Ave., New York City 17. 
These films would be excellent as a traffic 
builder for a sale in your sporting goods 
department. 
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Display with youth in mind 





A sure way to drum up traffic in youngsters is to pro- 
mote sales of trophies, and profit margins in trophies 
top 50 percent. 


Many dealers locate toys and sporting goods back-to- 
back to stir up extra traffic in teenagers. As youngsters 
get too old for toys, the next logical step is sporting 
goods for their leisure time. 


_ SPORTING 








A traffic idea that works 


You can do more ice skate business than 
you ever dreamed possible with an old 
skate exchange. Mid-western dealers have 
doubled their skate volume in recent years 
with this sales gimmick. 

Old skates, with a little reconditioning, 
have good resale value at fat margins of 
profit. Old skate customers are almost all 
prospects for a brand new pair. Here are 
things to consider: 


(1) Run a small box ad or place a “We 
buy old skates” sign in your window. 


(2) Take in all the skates you can get. 


(3) Examine old skates carefully before 
you make the customer an offer for them. 


(4) Consider these things in your exam- 
ination: 


* Dull runners have to be sharpened, at 
about 75¢. 


* Skates will need new laces, at about 25¢. 


* Scuff marks will have to be worked over 
with neatsfoot oil and polish. 


* Tongues may have to be stitched, and 
loose rivets tightened or replaced. 


(5) Set a fair price based on general 
condition. Here are suggested prices based 
on actual experience of many dealers: 


* Very bad condition. You pay 50¢ a pair, 
spend between $1 and $2 on reconditioning, 
and resell for at least a 50 percent margin 
of profit. 


* Poor condition. You pay 75¢ a pair, 
spend about $1 on repairs, and double your 
money. 


* Average condition. You pay $1.25-2 a 
pair, shine them up and replace laces, and 
retail them for up to $5. 


* Good condition. You pay $2.50-3.50 a 
pair, give them a brushing, and sell them 
for at least $6-7. 
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How to lay out ads that sell 


Good advertising layout is a big factor in successful sales 


promotion, and good layout is never an accident. Sell more 


sporting goods by running better ads. Here’s how 


Readership’s high for sporting goods’ ads 
That is, folks glancing through the newspaper 
are attracted to sports’ ads. Everyone seems 
to be interested in guns, and rods and reels. 

The more readable you make your ads, 
through effective layout and brisk copy, the more 
traffic you build for any sporting goods sales 
promotion. 

A promotion has to be timed in advance of the 
season, and prices must be competitive. These 
are ground rules for successful ads. From here 
on, how well your ads pull depends entirely on 
your skill in arranging ad mats and writing 
copy. 

Many dealers don’t advertise in newspapers, 
country fair bulletins, or other local advertising 
simply because they never have, and they don’t 
know how to begin. 

There’s no mystery to making up advertising. 
If you know a little about ad mats, and own 
scissors, glue pot, and ruler, the rest is easy. 

Manufacturers have simplified your job. 

A majority of manufacturers supply ad mats 
of their key products. You have only to ask for 
them to get a supply. The article beginning on 
page 79 covers the subject of ad mats amply. 

Many of the mats that manufacturers and 
wholesalers have for you contain complete art- 
work and selling copy. All you have to add to 
them is your retail prices and you’re ready to 
lay out your ad. 


Many ad mats are big enough and complete 
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enough to be full ads in themselves. When you 
fit in your store name the job is completed. 
For the hardware dealer who is going to 
advertise regularly, there are many other things 
to remember about ads. Here are the more im- 
portant ones: 
Checklist for more effective advertising 
® Call or write your newspaper for space rate 
cards. Also ask for sample layout sheets that 
show you how big a one-column space is. Know 
how much space your dollars will buy. 
® Ask the newspaper to send around a repre- 
sentative. You'll find the newspaper’s man very 
helpful in suggesting best times to advertise, 
best kind of ad for you, and he'll give you help 
on layouts. Later he will help you with copy 
and promotional ideas. 
® Decide on a logotype for your store. That is, 
design a headline that includes your store name, 
address, phone, and notes on shopping hours 
and credit plan. When you keep using the logo- 
type you build up an identity for your store. 
Customers will instantly recognize your ads, 
regardless of their contents. 
® Be wary of using ridiculous price compari- 
sons, like “Reduced from $39.95 to $19.95.” No- 
body believes them. Don’t try to make a Model T 
sound like a Cadillac. Remember always, cus- 
tomers are a lot smarter than we often give 
them credit for. 
® Plan to advertise consistently. Your budget? 
About 2 percent of gross sales is normal. For 
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How to lay out ads that sell 


(Continued ) 


every $10,000 in retail sales volume, you ought 
to put $200 in the ad kitty. 

Hit or miss ads of varying size do little to 
leave an impression with readers. Allow time. 
maybe months, for your ads to build up a follow- 
ing. Smart dealers regularly use a certain size 
ad on a certain day so customers get in the 
habit of looking for the “Jones Hardware” ad. 
e Try to use a maximum of white space. Don’t 
try to fill every inch of space in your ad with 
copy. Nothing discourages readership like a 
badly cluttered page full of odd type sizes and 
butting pictures. 
© Always write like you talk. Keep copy brief, 
brisk, and to the point. Always type your copy 
to make the printer’s job easier while minimiz- 
ing errors. 
© If you use illustrations, keep them as big as 
possible. One picture is, indeed, worth many 
words. 
® When you have difficulty laying out an ad or 









2 After you select the size of your ad, begin the layout 
by sketching in the store's signature and approximate 


writing selling copy, ask the newspaper man’s 
help. He’ll give it gladly, and he is capable. 
® Use ad mats in place of original copy and art 
whenever possible. It’s hard to improve on the 
professional quality of ad mats. 
© Always request your ad space from the news- 
paper 10 days to two weeks in advance. When 
you do this, you’re certain of getting the space 
and the position ‘you want. Hurry up ads and 
last minute changes cost money and lead to 
errors. 
® When you confirm ad space early, follow 
through. Get ads laid out, copy written, and 
ad mats delivered to the paper at least five days 
in advance of deadline, particularly when pre- 
ferred position has been ordered. 
® What is preferred position? This means that 
you want your ad on a certain page, say facing 
editorials, because you know more people will 
read this page. Preferred position costs you 
more, but it’s worth it. 
® Make sure that every one of your ads has 
these seven elements: 

Store name and address. 

Store phone number and shopping hours. 

A mention of credit, time-pay, or layaway 
policy. 
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3 Paste in proofs of ad mats. Use rubber coment and 


tack proofs down lightly, so you can rearrange layout 
to suit you. If you're using only picture mats, or have 
headlines and other original copy to write, measure the 
amount of space you have to All. 


4 Type copy to fit approximate space. If it runs too 
long or too short, you'll have a chance to make changes 
before final printing. 


5 After copy and paste-up are finished, write instruc- 
tions to printer around borders. Put your comments as 
near as possible to the part of the ad they match. Write 
clearly. Keep changes to a minimum. 


Trade name of item, brief description of what 
item is and does. 

Size, colors, and weight of item. 

Price of item, and reasonable comparison 
prices. 

If quantity of merchandise is limited, say so. 
© Of course, have your store ready for the ad. 
Have signs on displays of advertised items. 
Make sure your salesmen know the ad is run- 
ning. Make sure you have enough stock. Make 
sure all items are price marked. 

In planning your 2 percent ad budget, remem- 
ber that many sporting goods manufacturers 
have cooperative ad monies that will stretch the 
budget. Write to manufacturers and check your 
wholesalers for more information on co-op 
money. It’s there, you have to ask for it. 
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How to build low cost displays 


Here are four displays you can build for less 


than $15 each to center attention on hunting 


and fishing lines in store and windows 





Good display sells merchandise. 

Hunting and fishing lines are usually the 
focal point of sporting goods’ displays. Both 
lines are a little difficult to display well because 
they have to be arranged for easy handling by 
customers. 

Good display pieces usually cost a lot of 
money. HARDWARE AGE asked design consultant 





See what $2 will do? 50¢ worth of plywood and 
$1.50 worth of cup hooks gave this dealer an over- 
head display for 150 assorted fishing rods. This 
unit takes a bare 4 sq ft of out-of-the-way space. 





James Kiley to construct several units that 
dealers could build quickly, and at low cost. 

The result is the four units shown on these 
pages. 

Two of these displays are for windows. Two 
are for interior display. Each costs $15 or less 
for basic materials. Each can be built quickly 
in your spare time. If these units won’t solve 
your display problem, check them for ideas you 
can apply to a design of your own. 
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Fig. 1 


This functional unit is built of a few 
lengths of Ix2 in. lumber for the 
frame; two pieces of !/ in. plywood 
for ends; and perforated paneling 
for side displays. It holds 10 or 12 
Pr g en, VE sample guns. It uses standard hooks 
fi RAZZ. gee for support. Each gun is signed and 
ie priced with a card in a standard 
3!/4x5!/. in. holder. For small added 
cost the unit can be featured on a 
low base built of 54 in. plyscore, sup- 
ported on two lengths of 2x4 in. 
lumber. Grass matting improves 
looks of the base. It's a good idea 
to fit the display with casters for 
movability. 
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This window display will stop traffic. The light-flashing shadow box 
unit is an attention getter. Back of window is faced with sheets of 
heavy perforated hardboard, screwed to a Ix2 in. wood frame. Be 
sure to use toggle bolts or anchors if you mount frame on masonry 
wall. Cross brace (A) is installed to stop sheets from buckling. Heaviest 
e items can be hung on the hardboard. As shown, a pine board shelf 
Fig a can be added to display related items. It's a good idea to cover 
: shelf with green matting for a realistic effect. Hardboard is painted 
a light yellow to complement color of gunstocks. Focal point of this 
setting is flashing shadow box. This glass-fronted box is fitted with a 
150 watt light and standard flasher. Have local sign shop paint out- 
line of hunter or fisherman on plain white paper with black poster 
paint. 
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How to build low cost displays 
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Fig. 4 


This rack is made of |x2 in. 
lumber. It has short lengths 
of |/, in. wood dowels glued 
in holes drilled into the top. 
Small detail shows holes 
countersunk in the base strip 
to support rods in position. 
Assembled rack is sanded, 
coated with thinned shellac, 
and finished in light gray or 
green semi-gloss enamel. If 
the rack is to be used on a 
main traffic aisle, the per- 
forated paneling end sec- 
tion may be constructed as 
a separate unit, at small 
extra cost. It is attached 
to end of display with wood 
screws. The end rack is per- 
fect for displays of plugs, 
lures, and other small re- 
lated items. 





Fig. 3 


Two panels are built of 4x6 
ft sheets of wallboard, 
mounted on I|x2 in. frames. 
Detail A shows a section of 
rod support. Base section 
has holes countersunk to 
support rod handles. Motion 
always adds appeal to dis- 
play. Attention getting 
gimmick used in this trim is 
a papier-maché or card- 
board fish wigaling on end 
of fish line. Rod is fastened 
behind panel with a metal 
clamp. An electric fan or 
vibrator keeps the fish mov- 


ing. 




































1*2 "L UNBiR=___ 


FRANL— path. 2 
4 
4 








HARDWARE AGE, MARCH 27, 1958 











| SPORTING GOODS |- 
MERCHANDISE GUIDE i 





Why you need a lay-away plan 


Lay-away is a proven sales tool for highly seasonal 
lines. Lay-away taps sales that may be otherwise lost, but without 


the need for elaborate credit plans or tied-up capital 


Layaway is a proven sales and traffic builder. 
A layaway program works best for you on sea- 
sonal lines. Because of this, few departments 
have the layaway sales potential of sporting 
goods. 

Months before the hunting, fishing, basketball, 
or football season there begins a steady, swelling 
demand for key items. More than a month in 
advance of new sporting season, aggressive deal- 
ers begin buying and promoting important items. 

This is also the time to perk up customers’ 
interest in layaway. 

A customer who dreams of buying a new high- 
powered rifle for the deer season is a prime 
target for a layaway promotion in late summer. 

A dealer who promotes layaway in August will 
see volume rise at once in hunting supplies. 
Dealers who push fishing merchandise and lay- 
away long before the spring sales rush will see 
volume soar. Heres how to use the HA Lay-A-Way poster. See it in 

But education is necessary. That is, education detail on following pages. 
of the public as well as your sales staff. 

You would be amazed at the large numbers of 
your customers who don’t really know what is 
meant by the layaway or lay-by sign that hangs Want more layaway volume? Turn page 
above your cash register. 

When it comes right down to knowing what > 
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It's easy to start a lay-away program 





























LAY-AWAY =) 
No. 981 ne 
Here's how to do it haar 
Address 
Price Tox Total 
intapees aoe tap eaisiee po ae <-----— 
NO 981 Tox 
Here is how to start a profitable Lay-Away Total 
° Name 
program in your store. nian 
Item Clerk 








@ First, be sure to talk Lay-Away to your cus- 
tomers. front 


@ Second, put signs, like the one on the oppo- 
site page, on the back of your register and in 
various departments of your store. 





@ Third, get a small supply of perforated Lay- 


CUSTOMER'S STUB 
Away tags, such as those shown opposite. 


LAY-AWAY NO. 981 
Keep this stub until you moke final payment. if 





You do all of your bookkeeping on these tags. pradhtes cinanad thauah ome ipeal Gane 
Fill in each line of information, then tape or est 


tack top section to package when you put it 
away. Keep middle part of tag in your files. 
Give the customer the bottom part. It's his 
receipt and payment record. 














Where can you get tags and Lay-Away 
posters? To help you get started in the Lay- 
Away business, HARDWARE AGE has arranged 
to make available to dealers the tags and 
poster shown on these pages. HA specially de- 
signed these tags for you. They are consecu- 
tively numbered in red ink. Tag size is 7x3!/, 
in. They cost you $1.65 for 100, postpaid. 


The Lay-Away signs, same size as illustrated 
on opposite page, and in red and black can be 
had for 5 for 50¢, postpaid. 


Send check with order to HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. Make 
checks payable to "HA Reader Service Dept.” 


You can have the local printer reproduce this 
ticket, or order a supply from HARDWARE 
AGE. 








layaway is and does, the average customer is away. Here are a few observed by listening to 
somewhat ignorant. This ignorance costs you customers’ conversations: 

sales, and it stems from taking for granted that 

everybody knows about layaway. 


There are many misunderstandings about lay- ° “I'd buy it on layaway, but it would take me 
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“Phes ask about our 


| LAY-A-WAY PLAN 


Here’s how it works-— 


1. Pick out any item you want 


. Pay a small deposit 


2 
3. We will store the item for you 
4 





. You make a small payment 
each week, or every other week 





. When the easy payments are 
completed, the merchandise is yours 


You pay no interest or service charges 


Hardware Age—Form No. 9 
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Why you need a law-away plan 


(Continued ) 


longer than a month to finish paying for it.” 

Most layaways exceed a month. Most dealers 
permit customers to take several months to fin- 
ish payments. Only exception to overly long 
contracts is when an item is about to go out of 
season. 


“I'd buy it on layaway, but I can’t afford a 
one-third down payment.” 

There’s no such thing as a down payment in 
layaway. A small (usually 10 percent) good- 
faith deposit is required by some dealers. 
Other dealers will accept as low as $1 to start 
the layaway sale rolling. 

“I'd buy it on layaway, but I’ve heard the 
interest amounts to more than 10 percent be- 
fore I'm through paying for it.” 

Interest? Dealers don’t charge interest or 
service fees for layaway. 


“I'd buy it on layaway, but I'm not sure I 
could afford the $20 every month.” 

Few dealers will cancel a layaway contract 
because a customer misses a regular payment, 
or has to reduce the amount of it. Customers 
set the payment pace and it’s their responsibil- 
ity to pay off the item as quickly as they can. 


° “I'd buy it on layaway, but I’m new in town. 
I haven’t a single credit reference.” 

There’s no need for a credit check. A cus- 
tomer‘s name and address is the only informa- 
tion needed. There is no risk, because the 
dealer owns the item until payment is com- 
pleted. The worst kind of credit risk can be a 
dealer’s best layaway customer. 


“I'd buy it on layaway, but I’m not 21 yet.” 

Even if the customer is not 15 yet, most deal- 
ers are happy to open a layaway account. 
Youngsters are the most avid sports fans. It 
would be foolish to pass this business by. 

If more of your customers knew the simplic- 
ity and freedom of choice of items, terms, and 
general conditions in a layaway transaction, 
more of this business would be yours. 

A layaway sign above your cash register is 
not enough! 

You and your staff have to sell layaway the 
same way you sell merchandise. 

Constant mention of the ease of layaway will 
stop walk outs in your store. 

Remember, many of your walk outs can be 
blamed on not enough cash to buy. Layaway 
levels this problem in a hurry. 

It will help you to think of layaway in the 
same way you think of a new item. Nobody 
knows it’s on your shelves unless you plug it 





steadily. After you arouse a customer’s inter- 
est, you’ve got to know the product to make a 
sale. It is the same with layaway. 

Layaway customers come from every direc- 
tion. 

Poor men and rich men alike use layaway. 
Persons who object to charging merchandise, 
folks with no credit rating or a bad rating see 
layaway as the only way to own the things they 
cannot afford to buy for cash. 

Teenagers, too young for credit or charge 
accounts, are good layaway customers. 

Customers who have already charged mer- 
chandise up their limit find layaway the only 
way to buy without going further into debt. 

Then there are many church and civic groups 
who have to buy items in the sporting goods 
line with very limited funds. There are little 
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Did you know that. 


in sporting goods is outboard motors? 

Nearly 600,000 outboard motors of all 
types were shipped in 1957. That breaks 
down to about 15 per year for each hard- 
ware store in the country. 

In 1957, 35.8 percent of sales was for 
outboards of 20 horsepower and up. Second 
biggest seller was 12 to 20 horsepower. 

These figures are indicative of a big 
change in demand, for in previous recent 
years the 4 to 12 horsepower models were 
the biggest sellers. 
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C One of the biggest sales and profit lines 
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leaguers and sandlot ball clubs who have no 
credit, no formal organization, and very little 
cash. 

The list of prospects for a well organized 
layaway plan is truly endless. 

Who gets this business? The dealer who 
talks-up layaway constantly. He features it in 
his showcards, display windows, broadsides 
and mailers, and in every newspaper ad. 

Layaway can lead to a rush of sales when 
this pattern is followed. And your investment 
is nil. 

You need a few bins for storage. You need 
an alert sales force, who will not let a customer 
leave the store simply because he is short on 
cash. 

You need some HARDWARE AGE Lay-A-Way 
tags to complete your equipment. 

HARDWARE AGE tags and customer-enticing 
layaway posters are offered on these pages as a 
dealer service to get you more sales. They give 
you information and materials for setting up a 
layaway service and a new avenue to profit. 
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Ad mats boost sales, save money 


Are you wasting money on advertising because you’re not taking 


advantage of free ad mats? Here’s how mats help cut your ad costs 


You may be wasting time and money if you’re 
not using ad mats when you make up your ad- 
vertising layouts. 

The mats are free. Manufacturers and whole- 
salers are eager for you to have them. 

Ad mats help you to do a better job of adver- 
tising and sales promotion. And your ads will 
cost you less if you make full use of the many 
free mats that are available. 

When you use ad mats you develop profes- 
sional looking ads. You sell more goods, and ad 
mats make laying out an ad easy. 

Most manufacturers offer you ad mats cover- 
ing important products in their lines. Lots of 
wholesalers stock mats for your use. 

Some dealers use ad mats often. Other dealers 
say they understand the uses and value of mats, 
yet they never use them in advertising. 

There is a bottleneck somewhere. Too few 
dealers are using the ad mats that are available 
to them in abundance. A mere fraction of ad 
mats produced largely for the benefit of dealers 
ever reach their ad pages. 

Why? 

A guess would be that getting, using, and 
knowing the value of ad mats is not nearly so 
well understood as most of us think it is. 

A further guess is that dealers often adver- 





You get free mats of products or full ads to fit tise a secondary item or line because they can- 
almost any space by writing to your wholesaler not immediately put their hands on a mat of the 
and manufacturers. item they want to feature. Time is short, and 
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Ad mats boost sales, save money 


(Continued ) 


original artwork is expensive. So to fill space in 
an ad they throw in the nearest mext-best item. 

Who loses? 

The dealer, wholesaler, and manufacturer. 

A secondary items sells second best. A front- 
line item also sells second best if a spur-of-the- 
moment ad does not get the sales pitch across 
to customers. 

Most ad mats tell a merchandising story de- 
signed to make an impression on consumers. 
These mats create an urge to buy because they 
are polished, tested, and usually superior to any 
original ad a dealer could write in a hurry. 

Let’s examine ad mats more closely. Perhaps 
a fuller understanding of what they are, what 
they do, how they’re gotten, and how they’re 
used would reduce misunderstanding. 


What mats are 


Ad mats are tough paper molds of metal ad- 
vertising plates. These molds are accurate im- 
pressions. They may be of items alone or of 
layouts complete with headline, copy, prices, etc. 

One of the most important considerations of 
ad mats is the cost factor. A dealer who doesn’t 





Did you know that... 


Between 1940 and 1955 the number of 
full-size swimming pools increased from | 
898 to 1813? And that there was an in- 
crease of 8293 in the number of recreation 
centers? Play areas increased by nearly 
9000 in the same era. 
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use mats must pay for artwork, copy, and styl- 
ing. And often the result is not as good as the 
ad mat layout. 

When ad mats are turned over to your news- 
paper as part of your ad, they are set up and 
cast in metal. Unless they have been creased, 
dirtied, or otherwise damaged, they reproduce 
the original engraving precisely. 

Ad mats give your promotions equal quality 
with the finest consumer magazines. Ad mats 
often contain things you might forget to include 
in an original ad: trademarks, well - known 
slogans, colors, special uses for products. 

Mats come in a variety of sizes from one 
column width (most newspapers have seven or 


eight column-width pages) by one inch deep, to 
quarter, half, and full pages. 

Mats are usually used as received, but they 
may be altered to suit your needs when a lay- 
out problem comes up. 

Most popular ad mat sizes are: 1 col. x 3 in.; 
1 col. x 4, 5 or 6 in.; 2 col. x 5 in.; and 2 col. 
x 8 in. 

Many manufacturers offer the same product 
or ad in many sizes to suit the needs of various 
retailers. 

Most ad mats are the result of advertising 
agency research and testing. They usually will 
sell more merchandise than any amateur effort. 

And ad mats present the same message con- 
sistently, so that recognition forms in consum- 
ers’ minds for certain products. If you doubt 
this, think of any key sporting goods or house- 
wares product. At once you visualize a trade- 
mark and image of the product, exactly as you 
have seen it promoted again and again. 

Most ad mats leave space for you to insert 
your own retail prices. Mats with prices already 
built in may be altered to suit your needs. 


What mats do 


Ad mats save you the time and trouble of lay- 
out in advertising. They give your ads a pro- 
fessional finish that is hard to get otherwise. 

Mats show you the exact amount of space 
needed. They leave nothing to chance. They 
feature the important things about product in 
logical order for easy acceptance by the reader: 
trademarks, comparative prices, selling features. 
etc. 


How to get mats 


Every dealer who plans to advertise fairly 
regularly should keep an ad mat library, a back- 
log of mats on key items and lines. When you 
have mats on hand it’s simple to make up an ad 
in a hurry. A few manila folders or small stor- 
age box will hold hundreds of mats. 

If your wholesaler has a dealer service depart- 
ment, he likely has the ad mats you need. Right 
now, many wholesalers report to HARDWARE 
AGE that their ad mats go begging. Not enough 
dealers are using them. 

You can also get ad mats in a hurry by writ- 
ing direct to manufacturers. 

Write to their advertising departments. You 
ean get addresses of all manufacturers out of 
the annual HARDWARE AGE Who Makes It Di- 
rectory that is published every July. 
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Here's what your ad looks 
like when it's ready for the 
printer. Ad mat proofs are 
in position. Headline and 
copy blocks sketched to size. 
Ad mats help you achieve 
good looking arrangement 
like this. 
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A sample letter you can use to solicit mats 
for your next sporting goods promotion is illus- 
trated on these pages. Be sure to specify all of 
the sizes you may need. Also tell manufacturers 
whether you want complete ads or just com- 
ponents. 

Dealers asking for mats usually specify 
whether they want mats of line or tone engrav- 
ings. Most dealers prefer ad mats to be of line 
engravings, rather than tone cuts because line 
gives sharper reproduction than tone on news- 
print. 

Tone engravings (photographic reproduction) 
print better on finer grades of paper, such as 
consumer magazines. 


How to use mats 


The ad mats you get from wholesalers or 
manufacturers should always come with proofs. 
Proofs are same-size samples of the printed ad. 

There is good reason for this. When you 














paste up your ads, you cannot paste up the mats 
. you must paste up proofs of the mats. 
The ad mat goes to the newspaper to be cast 
in metal. 


Here’s what the printer needs from you: 

A fairly accurate layout of the complete ad. 
Store signature. 

An envelope full of ad mats. 

Typed copy to fill space not used by mats. 


When you get ad mats without proofs, here’s 
a simple way to make your own proofs: 


* Lay the mat blank-side down on a flat, hard 
surface. 


* Cover face of mat with a sheet of fresh carbon 
paper, carbon side up. 


* Lay a sheet of white paper on top of carbon 
paper. 
(Continued on Page 84) 
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too! Generator aveliebte. 
ONLY $000.00 
DEALER’S NAME 








Gale Products Div., Outboard Marine Corp. 



























SAVAGE SUPER-CHOKE 
REDUCES RECOIL UP TO 30 
ADJUSTS CHOKE INSTANTI 





Citeee 
Pevgee 





mee 1 1-SC 


Here's your kind of slide 






ond Fiabe, 






















action shotgun at a price 
that's hard to resist. Admire 


ce Tete LAE TT) 














the gracefully ed slide 
handle, for firm 
atip, and the well propor- 
uoned walnut with 


fluted comb. The stream- 
lined receiver houses an ac- 
tion that's smooth and light- 
ning fast. 

Think of the value 
packed into the 
Stevens Model 77- 
SC. You get the 
Savage Super-Choke 
and factory fitted 
recoil pad—worth 
$24.95—for less 
than $10 over the 


ATATATS 





W. J. Voit Rubber Corp. 











THIS YEAR 


Enyoy 
The Great 
Outdoors 


ON YOUR VACATION 








TAKE THE FAMILY 
CAMPING IN A 


Hoosier 


Umbrella Tent 


ONLY ‘00” 


DEALER NAME 





Hoosier Tarpaulin & Canvas Goods Co., Inc. 











low, low price of 
4 () 00 the plain Model 77. 


@ includes Super-Choke and Recoil 
Pad—worth $24.95 

@ safety fire conrrol—cannot 
“double” 

@ made in 12, 16 and 20 gauge 


STORE NAME 

















Langley Corp. 





hanoley, 
REELCAST 


with the famous 
Anti-Inertia Spool 












Burgess Battery Co. 


Savage Arms Corp. 


What kinds of ad 


What kinds of ad mats will you 
need to build up your local adver- 
tising? 

Many manufacturers will supply 
you with whatever type or size of 
mat you request. Some ad mats are 
product ad mats. Others are head- 
lines or trademarks to include in ads. 

The most cornmonly used type of 
ad mat is the complete ad with head- 
line, art, copy, etc. Some dealers 
prefer this type because it greatly 
simplifies ad layout. 

Other dealers prefer mats of com- 
ponent parts of ads so they can 
make up their own layouts, with the 
cooperation of the local newspaper. 





Aladdin Industries, Inc. 











WM90A-110 
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Iver Johnson’s Arms & Cycle Works, Inc. 


























Big Boy Mfg. Co., Inc. 


BROWNIN{; 


mats will you need 


The mats shown here are repre- 
sentative of those available for 
sporting goods ads. To get copies 
of mats write to wholesalers and 
manufacturers. Be sure to specify 
the size and kind of mat you have 
in mind. 

The few mats you see here will 
give you a rough idea of what you 
may expect from the more than 300 
manufacturers of sporting goods. 
The HARDWARE AGE Who Makes 
It Directory contains addresses of 
all of these manufacturers. 


See the next page for examples of 
ads made up by using mats like these. 


Plano Molding Co. 


We have the 
FULL LINE 






Browning Arms Co. 


Cortland Line Co., Inc. 


































oe 


SNO- ee 
SKEETERS 






thrills of skiing 
and skating, the 
safety of sledding 
...@ perfect gift 
for everyone. 


@ Just get on ‘em and go 
... 0 experience or 
lessons needed 


@ Lightweight, 

rugged cadmium 

plated cold rollea 
SS steo' *ort 


Bilwin Co. 


Ithaca Gun Co., Inc. 

















American Tackle and Equipment Co. 
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Morton H. Harris, Inc. 




















Crnaaet th! AGIAN CEE IT TARAVL 


Hunters-Shooters 
Now YOU can HAVE 


The Original 
AMAZING se 


ITHACA ~\ 
RAYBAR SIGHT 





on Your 


Favorite Shotgun 


Helps you get “on target” Faster . . 
and stay on! 


It works on a scientific light-gathering 
principle that is actually amazing . . . 
No more misses because of poor light. 
You can improve your shooting under 
y, outdoor lighting conditions: Dawn, 
usk, Rain, Overcast, Fog, Dense 
woods. 


IT’S THE FIRST MAJOR IMPROVEMENT 
IN SHOTGUN FRONT SIGHTS IN HiS- 
TORY. IT'S YOUR SIGHT THAT NEVER 


FITS ALL MAKES 
AND MODELS 
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Ad mats boost sales, save money 


(Continued ) 
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a suggested /etter j 
you can use to solicit ad 


mats. When you write whole- 


solers or manufacturers for 
free 
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mats, specity items, 
space sizes, and whether you 
need mats of line or tone 
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Ad mats are also used in many other ways: 
* Hold both sheets firmly in place while you rub door-to-door handbills, mailers, and bill-stuffers. 
the mat area with the side of a round pencil or penne 
similar object. 


a Oe 


* Carbon paper will transfer a proof of mat to 
white paper, but will not dirty the mat. 


Always trim proofs to exact size of repro- 


PD PD DPD 


Did you know that... 


eon 


Se 


duction. Paste them on your layout exactly as 
you want them in the finished ad. The printer 
will follow your layout, and you'll get a proof 


Between 1940 and 1955 the number of 
of the entire ad for an accuracy check. 


baseball diamonds in this country increased 
from 3900 to 9350? And that the number 
of golf courses increased to 478 from 387? 


a 


PB PP POLO 
Paha ll 


} 
? 


There are many dealers who would rather not 
be bothered with ad layouts. 


Some feel they 
have no talent for it. Others haven’t the time 
for it. These dealers turn the whole job over 
to the newspaper. 


el cl tg lll el ~ 


Mats here are used the same way as in news- 

papers, but you work with a printer instead of 
the paper. 

In every case, you make the printer’s or news- 

paper’s job easier when you use ad mats. You 

There’s often merit to this, for most news- have the guarantee of a better looking ad, and 

papers do not charge extra for layouts. you’re usually assured of a better response to 


You 
can rely on the newspaper to do a thoroughly the ad when you use mats instead of a hodge- 
professional job for you. 
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podge of original make up. 
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= THURSDAY, MAY th FROM 4:30 TO 5:15 P. Me —— 


Bob Feller 


ONE OF BASEBALL'S 


ALL-TIME GREATS! ma 









ON gE EL AL OG ELIE aes, 


AND MOTOROLA 


Sg AUTOGRAPHED BASEBALL 
“I pees ane BY BOB FELLER Free Book! 


SOc RETAN VALUE 

80 FACT-FLLED PAGES 
INSIDE “PLATING TS” 
(INTERESTING HISTORY 


OVER 369 ACTION Pic. 
TURES 


THE 8O8 FELLER STORY 
@ ALSO ~ AUTOGRAPHED 
PICTURE OF SOB FELLER 


THURSDAY, MAY 9%, 4:30-5:15 P. M. 


























Frag me of every Bob Feller 

































e Leagues’ DONT MISS HIM! 
“ 
Bene tieier E-IN SPECIAL 
Bar “se 
MAKE O01 
SPORT Si Demonstration 
| See the new way... the sure way... the most teste 
YOUR Fix, tempring way ta cook ments, fin or fowl om Weber 


Covered Bar-B4} Kettins j 
Tk, iL MAR ‘ [fn oe ae ~ i: ; Pi 


— 




















Special! 


~~ ae & ved bor buy mm 98 
a _ portatties 


epee “es > 

LONE Stak = BOAT TRAILERS 
¥¢ how! eavwhere trom 
$20 fea. te 1% tons, 


ne ~ 
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FREE 


SAMPLES ON BUNS ,; 
TO ALL VISITORS 
DURING CARNIVAL 


Salles val eek We oe i 
por Rengced : 











ers ae. See 























Good looking sporting goods ads are no ad mats. If you aren t using mats, the odds 
accident. They are usually the result of taste- are that you're paying more than you have 
ful lay out and heavy use of manufacturers to for ads. 
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types of sporting goods customers 
... how you can sell them 








1. The looker 


Just looking, thanks. Attractive displays, descriptive signs, and 
clearly-posted prices lead to impulse sales. Gain the looker's in- 
terest by pointing out important merchandise facts about sports 
items as he inspects. Invite the looker to browse as long as he likes. 
He has something on his mind or he wouldn't be in your store. Some- 
thing will finally catch his eye. 








2. The time killer 


Courteous sales personnel, bright displays, and a neat, well-stocked 
store encourge the time killer to return when he needs sporting 
goods. Do not, however, penalize interested shoppers by wasting 
your time on a customer who is obviously just killing time. 





3. The action shopper 


This customer usually has a good idea of what he needs in sporting 
goods. Show a friendly interest in trying to determine exactly what 
he wants. Show a broad selection of items in his range as you 
quickly point up the advantages of each. Leave an impression that 
you know your merchandise so the action shopper will return to you 
each time he needs advice. 














4. The quick buyer 


He obviously knows just what he wants. He's in a hurry. Wrap or 
bag the merchandise quickly. The quick buyer wants speed, for he 
may be double parked or on the short end of his lunch hour. En- 
courage self service for quick shoppers by posting signs that read: 
For faster service, bring items to cash register. Get reputation for 
quick service when it is needed. 









Caution: time killers and lookers are susceptible to clever displays and sale-priced items. Watch 
them for signs of change of interest. And remember that your store can make a favorable impres- 
sion that leads to return action buying trips. 
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BRIDGEPORT, 


REG. US. pat. OFF. 





Sales depend on salespeople, and... 








Nearly 5,000 retail store managers, owners and sales- 
people have enrolled in NRHA’s “Advanced Course 
in Hardware Retailing” since March, 1957. Especially 
prepared for irba hardware store personnel, this at- 
home correspondence course concentrates better man- 
agement practices and proven sales techniques into a 
textbook form easily digestible by the newcomer or 
old-time hardwareman. 


If someone in your store has not yet enrolled in the 
Advanced Course in Hardware Retailing, he may do 
so simply by filling in and mailing the coupon below. 





THIS EMBLEM ... 


is proudly displayed by Remington 
Arms Company, Inc., to remind irba 
dealers of the sales training oppor- 
tunities available through 
NRHA’s “Advanced Course in Hardware 
Retailing” 





HERE'S WHAT 


IT COSTS: 
Retail Store Employee ...... $20.00 
Wholesaler Salesman ....... 35.00 


Mail this coupon to: 


National Retail Hardware Association 
964 N. Pennsylvania St. 
Indianapolis 4, Indiana 
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RETAIL SALES ARE STRENGTHENED 
BY UNIQUE STUDY COURSE! 


University approved, edited by NRHA’s Research and 
Education department, ACHR provides the informa- 
tion needed by the salesperson in day-to-day customer 
relations. ACHR is practical study—not theoretical— 
gives knowledge that can be applied on the sales floor 
today! Ideas for effective merchandising, display, ad- 
vertising and personal selling are based on proven ex- 
perience. Remington Arms Company, Inc., is one of 25 
sponsoring manufacturers who have helped to build 
this important training program from the beginning. 
We believe it will pay off in increased dealer sales 
and greater dealer profit . as it helps hundreds of 
irha salespeople improve their salesmanship. 








We are an industry Sponsor 


® Advanced Course In 
Hardware Retailing 





— Tr tr nr er et es LL CL CT TL CT CL CCE ee eS As | 


Send me application form for enrollment in 
NRHA’s “Advanced Course in Hardware Re- 














tailing” 

Name Title 
Firm Owner 
City LO 





Association Member 









D & M Sports Equipment 


a 






























































Everything you 
need to win... 
the selling game 


Why “roll-your-own” trying to assemble a complete line of 
sports equipment that will sell? Eliminate brand confusion, 
inventory probems and duplication with the fast selling Draper- 
Maynard high-quality line. 





* A complete line of sports equipment 
High-quality insures repeat sales 

Nationally famous brand name 

All price ranges 

Approved Youth League equipment 
MacGregor golf balls and tennis equipment 
Complete catalog presentation of line 
Quick delivery from wholesaler 


2 ee bb > Oe 


Faster turnover — higher profits 


Like to have the full story? Write today for complete informa- | 
tion, catalogs and name of your nearest Draper-Maynard 
wholesaler. 


DRAPER-MAYNARD 
Sports Equipment 


4861 Spring Grove Ave. + Cincinnati 32, Ohio 




















- ReY-2 Picnic noms 

Finished in copper pigs aestil 
with grid of nickel plate. 

retail only $9.95° 


ae ; . 
4 ’ — Ss Boies aes : 
’ . ‘ ms 
= , ~_ 
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now for 1958 
ROYAL CHEF GRILLS 


Get facts today on complete line Royal Chef 
Grills that will send your outdoor cooking 
sales aroaring! Greater profits on every 
model . . . from $4.95 

to $300.00! 


ae 
ee 


s Bei os ‘ at ee 
% * a a - 
e + x a a e a 5 
3 ri ~ e ws “ 
4 ae ee & “ a ar — 
. ? « ~~ 4 A 
a >. S ec a Ae aa ae ad 
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: a dsome chrome | | 
Brazier. Han ) ; 
so pret oe ey ara be 
- Complete wi . 
een steel windeiet Sug 
gested retail only $29.95:> 


—— 


NATIONALLY ADVERTISED 


Chattanooga Royal Company « Chattanooga 6, Tenn. 


HARDWARE AGE, MARCH 27, 1958 








oscillating 





NEW! cross-wind 

















spool 


ELDORADO 
e CLOSED-FACE REEL 
$19.95 


The simplest reel in the world to use! The only 
closed face spinning reel with new cross-wind 
oscillating spool. A perfectly balanced 7% oz. 
bait-caster. Gold Expoxolite finish. Snap-on, 
snap-off gathering face. 100 yards 8 lb. Monofilament 
line prewound on spool, multiple disc drag. 

Extra spools $1.50 each. 





















ALL NEW! 

all metal construction! 
SPINSTER NY ee 
MARK VI A \\\>i & 


$15.95 ' Ay uk [AT MARKY © / 


The famous Spinster, completely restyled. 
Color-keynoted for 1958 in three 
beautiful Epoxolite finishes: new Bronzine, 
Pastel Pink or Aqua Blue, to bring color 
to stream or surf for sportsmen and 
sportswomen alike. 








THE WORLD‘’S LARGEST MAKERS OF FINE §S 





























a oem cee 
ee <a, 
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FRESH WATER LURES 


A.NEW AIREX PRESKA TOFF. 3/16 oz. Natural rubber body. Scaled 
brass blade with red stripes. Treble hook. For all game fish. 


B. AIREX PRESKA® PERCHE. 1/5 oz. Natural rubber body. Brass 
blade. Treble hook. For game and pan fish. 


C. AIREX BABALU. Yellow and black head. Yellow body. Yellow and 
red bucktail. 1/4 0z. Swivelled head and body. For all game fish. 


a 
$.75 
AIREX CORPORATION (Division of The Lionel Corporation) * 411 FOURTH AVENUE * NEW YORK 16, N. Y. 
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PINNING TACKLE 


TUBULAR GLASS SPINNING RODS 
6 6” long, medium action. Gold 
color, hard durable finish....$14.95 
Color-Keyed to the Spinster Mark 
VI! 2-Piece, 6° 6.” Blue and pink 

$12.95 





a C 
$65 $.85 


69 








For the most complete 
Oe tltom oceyanteyiteye 
feature the | 
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THE MOST COMPLETE LINE 





VACUUM BOTTLES OUTING KITS OUTING JUGS ICE CHESTS OVAL COOLERS 


For highest unit profits, trade up to the THERMOS® brand. 
For promotions, feature ICY-HOT°®, KEAPSIT°, HOLTEMP® or HOLIDAY®. . . Now, all 
clearly identified as products “by THERMOS°” on NEW packages and sleeve labels. 


THE MOST COMPLETE ADVERTISING COVERAGE 


ROA \ivo Rudde; LES 








Fone: 5a 


aera oe 





In General Magazines: In Outdoor Magazines: In Boating Magazines: 


SATURDAY EVENING POST FIELD & STREAM BOATS + RUDDER 

(year-round continuity of OUTDOOR LIFE MOTOR BOATING 

big-space insertions) SPORTS AFIELD SPORTS AFIELD BOATING ANNUAL 
YACHTING 





Colorful point-of-sale materials make your 
store headquarters for picnic and vacation 
needs... clearly identify your vacuum and 
insulated ware as THERMOS® products, 





THE AMERICAN THERMOS PRODUCTS COMPANY, NORWICH, CONNECTICUT 
CANADIAN THERMOS PRODUCTS, LTD., TORONTO — THERMOS, LTD., LONDON 


1T ISN'T A THERMOS PRODUCT WITHOUT THE THERMOS TRADEMARK 
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1 Sy _ our list to receive various merchandising announcements from 
ee 


¥ KINGEISH: 
\\ FISHING TACKLE 


ee 


FOR SERVICE ¢e SATISFACTION * PROFIT-SELL... 






When you buy from TRYON you are ordering from huge stocks of practically every 
worthwhile nationally-advertised brand of fishing tackle and fishing accessories. 
When you combine your various purchases and confine them to Tryon, you’ll 
have less orders to write and less bookkeeping to do. 
Combined shipments save you shipping costs, too. 
Make TRYON your complete source of supply. 


The name KINGFISHER on fishing tackle is a guarantee of quality... 
customer-making quality... products made right and priced right for 
satisfactory profit and fast turnover. 

Make certain your stocks are in readiness for the big spring busi- 
ness — with season opening dates coming nearer and nearer. 


Spinning Rods e Fly Rods e Casting Rods e Surf and Salt-Water Rods e« 
Spinning Reels e Bait and Fly-Casting Reels « Fly Reels « Salt-Water and 
Surf Reels « Lines « Lures « Leaders and every kind of accessory a fisher- 


man needs. 
TRYON is Exclusively Wholesale 
Write us on your business stationery to put your firm name on 


time to time...or if you want a Tryon salesman to call upon you. 


2) Ae eA) mae 


815-819 ARCH ST., PHILADELPHIA 5, PA. 








EST. 1811 














known, 





Hoppe s Products Bring | vas covering, white or olive drab. Legs reinforced | 
Customers to You 


because these efficient gun cleaning essentials are well 
widely used and continually advertised. Ask your 
jobber about Hoppe’s No. 9 Solvent, Patches, Oil, Gun 
Grease, Gun Cleaning Rods, Packs and Gun Cleaning Outfits. 


FRANK A. HOPPE, INC. DIRECTOR’S CHAIR 


2314A North 8th St. Attractive, high quality utility chair for 











' TUCKER | 


ae Porte 4 AT HOME, AT CAMP 


mm 
> 









“— 
FOLDING COTS 


Sturdy, compact cots available in five sizes. Hard- | 
wood frames, painted hardware and extra heavy can- 





with “‘S” iron braces. 


CAMP STOOLS 


Hardwood frame reinforced with metal 
braces. 








indoor or outdoor use. Hardwood frame 
finished in natural varnish or white lac- 
quer. Seat and back made from 18 oz. 
| double filled duck in olive drab, khaki 
or bright colors. Write for catalog and 
prices. 


Philadelphia 33, Pa. 








Tucker Duck & RusserR Co. 


Ft. Smith, Ark. 
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rea for TOP PROATS 









Ultra 


“SIDE KICK" ® 


.22 Cal. 9-Shot Swing-Out 


The aristocrat of value...unmatched by 
any gun at any price for exclusive features 
and performance! Swing-out cylinder target 
Model 939 has new adjustable rear sight 
for windage ...and ventilated rib on target weight 6-inch 
barrel. Checkered walnut side grips with full thumb rest. 






Swing-Out 
The only low-priced .32 cal. swing-out 
on the market! You'll rack up business with 
this one! Six-shot Model 732 with easy- 
loading swing-out cylinder. Depress rod and empties 





pop oul Crown lustre blue finish . . . checkered grips. Convenient new cylinder release button in hammer... unload 
2%" (also in chrome ... $41.95) and 4 a sense with one short thrust of thumb on shooting hand. Retail $49.95 
etai . 


Grip with left hand thumb rest also available — slight additional cost. 








New Semi-Automatic “Ta ° 22 


Features exclusive non-jamming action. Satin-lacquer walnut stock. Adjustable open rear and bead 
front sight. Receiver grooved for tip-off scope mount. 10-shot box magazine. Retail $43.75 


The Improved ‘TOPPER’ Model 148 


Now the world's largest selling single barrel shotgun features an improved release lever. This new 
side thumb lever is conveniently positioned snugly beside the hammer, rather than on top of frame. Recoil pad, 


gleaming satin lacquer finish stock. In all gauges and barrel lengths, retail $30.50, including a new 36” barrel in 12 gauge. 


Retail $32.50 





449 Park Avenue, Worcester 10, Massachusetts — Established 1871 
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Don't Miss the BOAT!* | 


*OUTBOARDSMAN 
INFLATABLE BOAT 















ri. astrices 
**. > <enars 











Accommodates two men 
---has attachment for 
outboard motor 

A sturdy two-man boat, fabricated of super heavy-duty 
(22-ga.) laminated virgin vinyl. Has outer and inner 
tubes Ceach separately inflated) for double safety, 
and four oversize metal valves for rapid inflation and 
deflation, seat and attachment for use of an outboard 
motor up through 3 HP, specially designed bottom for 
inserting air mattress. Comes complete with lifeline, 
sea anchor, and special Dapco Inflato-Bag Air Pump. 


Don't be Caught Napping 


on anything but this fast-selling mattress 


Py. e-1e1e> 


AIR MATTRESS 





















DAPCO INFLATO-BAG 
AIR PUMP 


included without charge 





NEW COLORS—NEW PATTERNS! 


Exciting new models, designs and exclusive patterns 
that revolutionize all previous concepts in air 
mattresses. 


PLUS EQUA-FILL CONSTRUCTION 


Equal amount of air flows through each tube, spreads 
air strain over wide area for longer life. Inflates and 
deflates faster, without effort. 


DAVIS PRODUCTS, INC. 


Dept. H-2 
1631 Tenth Street - Santa Monica, Calif. 
SEND FOR NEW FREE Frutt cotorn CATALOG 
Wading Pools, Beach Balls, Etc. 
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The BIG Name for BIG PROFITS 
21 
Great Calls 


Pt 


The Big Name in 
Game & Bird Calls 





E-1 Regular Crow Call . . . $2.75 1-20 Fox-Coyote Call . . . $2.75 


=e SE ae 


V-16 Crow Coll . . . $1.95 


S-8 Perfect Squirrel Call. . . $3.95 





M-9 Perfect Crow Call. . . $3.95 G-7 Reguiar Hawk Call . . . $2.95 


POPULAR OLT CALLING INSTRUCTION RECORDS 
78 and 45 r.p.m. 
Crow Calling . . . $2.00 Fox-Coyote Calling . . . $2.00 


OLT'S NEW RECOIL PAD 


New design spreads and cushions shock over 
entire shoulder. List price is $3.50! 
Nationally Distributed Through Jobbers! 


PHILIP S. OLT CO. 


PEKIN, ILLINOIS © Dept. HA-3 








YEARS 





OF SERVING THE NATION'S HUNTERS 


pin TWO GREAT AIDS 


TO FISHERMEN 







The 








( 
* 


WORLD’S . 
LARGEST SELLING PLUG 
OVER 20,000,000 SOLD 


MeHishoake 


WATER 
LURE 
















Sensational ! 
HELIN TACKLE COMPANY 


4099 Beaufait Detroit 7, Mich. 
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Kownd Profit Makers 


I dage E.R. ELLISOR 


Ellisor Sporting Goods — Pasadena, Texas 


For Top Profits—Sell the Complete Coleman Line 


*. 
wee 


“Year ‘round promotion of Coleman Outing Pals gives 
us year ‘round sales and profits in our sporting goods store,” 
says E. R. Ellisor of Pasadena, Texas. 

“In the five years we’ve handled Coleman, we've shown 
sales increases every year. Coleman national advertising has 

been a great help. We know because our customers know the 
at Speer tte LANTERNS — 1 and 2 Coleman name. The result is that one Coleman product sells 
models. mantic models. another — a real bonus in our business.” 

Ellisor finds that Coleman Outing Products never fail 
to attract attention in his hunting, fishing and outdoor dis- 
plays. He follows through with sales-making demonstrations 
that point up Coleman quality, sturdiness, and convenience. 
Prominently displayed Coleman repair parts build customer 
confidence in his store’s service. 








COLEMAN FOLDING PAK- COLEMAN PICNIC STOVE Ellisor is one of thousands of dealers who know that 
“ee eee Coleman is the profit line. Proof? More people want, buy, 
ss and use Coleman outing equipment than all similar makes 
combined. 
COLEMAN SNOWLITE Like to sell this money-making line yourself? Then write 
COOLERS—Feather light, to the Coleman Company for the 1958 Coleman Outing 
snow white inside. 


Products catalog or send your order to your wholesaler. 








THE COLEMAN COMPANY, INC., WICHITA 1, KANSAS 
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Celebrating /0 vaisy 


iTS A 


BIRTHDAYS 




































Here's HOW: Daisy’s Double 
Page Ads in 25 MILLION comic 
books show 4 “Birthday Daisy 
Reminders’’—sales messages. 
Boy clips from ad, signs, writes 
name of Daisy Dealer on all 4. 
Boy gives m to Dad in 
sequence before his birthday. 

is Program reaches all air- 
rifle-age kids in your sales area; 
runs May 10 through Nov. 15— 
six profit-making months! 


Plus Ads in POST 


and FARM JOURNAL 


Daisy also runs air rifle, BB 
pistol ads in IRHA ad sections 
of April 26 Post, May Farm 
JOURNAL during Hardware 
Week April 24 through May 3. 
Stock heavy for this big Daisy 
selling push! 


Lititeybrmoen kit 


Contains 1 robber Pyramid 
Gun Stand, 1 colored Display 
Card, 1 Ad Mat, 5 Daisy Air 
Rifle ‘Catalogs. Mailed free and 

tpaid. (Use with or without 
TRE A Promotion Kit!) Mail the 
coupon for your Daisy Kit now! 


MAll NOW! 


DAISY MANUFACTURING COMPANY 
DEPT. 3338, PLYMOUTH, MICHIGAN, U. S. A. 


Send Birthday Promotion Kit POSTPAID. 


Daisy will help every kid in your trade area get 


A BIRTHDAY DAISY! 






No. 98 Daisy 
Eagle—2X Scope Mounted 


1000-shot type 37” repeater; real 2X scope 
mounted. With top grain leather sling. 










Retail: 


= ee 
a ™>, > ‘ 
poe on - # " a4 ; 
: LES 


No. 25 Daisy Pump Gun XS 


Famous forced-feed pump action 50-shot 

repeater. 37”. Gold “‘engraved’”’ jacket. Retail: 

- | Sil 
~ 


















——— 
“No. 94 Daisy Western Carbine 


Lever-action 1000-shot type repeater. 35”. 
Leather boot; carbine ring. 


No. 177 

Bulls © Eye BB Target Pistol B= -Retails: 

Sensational 150-shot repeater KG Pack Tube Py he ws 
shoots Daisy air rifle BBs ac- 1 5¢ S¢ W. Coast. 
curately at 9 foot range. Fast- emt 10¢ Canada. 





loader; all steel; 1014". With $ 5 
25 Targets, 2 tubes Daisy BBs. 


Prices higher Canada and subject to change without notice. 
* “Gold Medal”’ indicates these models are 
proven profit-makers and will be advertised 
nationally all during 1958. 





Retail 


















STATE 


fy MANUFACTURING COMPANY, DEPT. 3338, PLYMOUTH, MICHIGAN, U. S. A. 








Since 1888 ...cun ano couipment nEAvauarters FoR YOUNG sHooteRS 
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Sell More - Sell Faster 


- with 


JACKSON 
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JACKSON ‘Svp4r ture ROPE 


ROPE BAR 


— an attractive per- 
manent way to dis- 
play all your rope 
products — Nylon, 
Polyethylene and 
Manila. Increases 
rope sales — cuts 
down selling time. 


*,5 7 
$3 
a2 


‘be 
- 
F 4 .% 
se , > 33 
7 . 2 S&S : ¥ 


: 
7 
7 


23 Pe 58 
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; * 
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JUNIOR SPOOLS, 


approximately ten lbs., 
of the wanted synthet- 
ics are available in 
popular sizes for aj for faster sales 
minimum investment. 


CONNECTED COILS 
— PRE-PACKAGED, SELF- 
SERVICE COILS — famous 
Jackson Super-Tuff, packaged 
and bigger 
profits, available in 50 ft. and 
100 ft. lengths. 





Write today for information and 
prices on these profitable items or 
ask to have our representative call. 














Practical, durable rope — 
NYLON — POLYETHYLENE — MANILA 
packaged for 
BOATING « INDUSTRY * HOME 
RECREATION 
Manufacturers >" G3 pPam—*k Since 1829 
THE THOMAS JACKSON & SON CO., READING, PENNSYLVANIA 
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sell the Leader 
and sell More 





#325 VINYL LEATHERETTE CUSHIONS 
(U. S. Coast Guerd Approved) 












* 1914 “NAUTLTOG” BLOUSE 
B & #1932 SHORTS 





#119 STAY-A-FLOAT 


#214 ADULT MOTOR BOAT JACKET 
(U. S. Coast Guerd Approved) 


#465 SLEEPING BAG 
—100% DOWN FILLED 


#326 DESIGNED LEATHERETTE CUSHION 
(U. S$. Coast Guerd Approved) 











Write for Pak 


' hettet.-- 
"You ean't buy free literature 
ee 


7 
to save yout life 
THE AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 
Fairfield, Calif. 









Trenton, N. J. New Orleans, La. 


In Canada: Tapatco, Lid., Magog, Quebec 
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SOUTH BEND 
CROQUET 

















e Exclusive features! 
° Top quality! 
¢ Smart styling! 
¢ Twelve models! 


The popularity of South Bend 
Croquet is snowballing. Dealers 
everywhere are reporting record 
sales—and our books prove 

it. South Bend’s superior 
quality... grooved and 
knurled balls . . . exclusive 
automatic arch... smart, 
up-to-the-minute styling, 
are the reasons. Get your 
share of this big market in 
your territory. Tie in with South 
Bend Croquet this year. 


WRITE TODAY FOR FREE CATALOG! 


SALES OFFICES 


East —8th Floor, 1107 Broadway, New York. 

Midwest — South Bend, Indiana. 

South — 633-3rd National Bank Building, Nashville 3, Tenn. 
Denver & Pacific N.W.— 2840 West 93rd St., Seattle 7, Wash. 
Calif. & S.W.— 2330 W. 3rd St., Los Angeles 57, Calif. 
Canada — Toronto, Ontario. 


Sold by the most successful stores everywhere for 84 years! 








SOUTH BEND TOY 
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More fishing fun means 
MORE PROFITS FOR YOU! 










See it 
advertised 
in 

SPORTS AFIELD, 
OUTDOOR LIFE, 
FIELD & STREAM 


A TOP PRODUCT BACKED BY 
NATIONAL ADVERTISING 


plus a sales-closing 


FREE OFFER! 


Boxed with each Lantern pur- 
. chased before Dec. 31, 1958, will 

be a Fisherman’s Waterproof 
.( ~<=wEa — «., Case—just the thing for licenses, 


 FISHERMANS, matches and currency — it floats 
es 4 — IT’S FREE! 
. mo 

A REAL GIFT ITEM! 


| The perfect $ 95 (Suggested 
present for 4 retail price — 
a fisherman! less battery) 












The Lantern Every Fisherman Wants 


Because it’s easy to carry! Fits in a tackle box! Square 
case can’t roll away from you-—and the. long-life 
lantern battery is good for weeks, not just hours! 


e Powerful spot beam! e Adjustable head! 
@ Rustproofed finish! e Pre-focused bulb! 
® Trim, tu-tone color! e Fully guaranteed! 


ORDER FROM YOUR JOBBER OR WRITE 


oesernrete Me, “AR 
: oa : 3 
he. ae oa 

* . le Ne 2 . ~~ 









2 the brightest name in lights “ — 
JUSTRITE MFG. CO. Chicago 14, Illinois Dept. AD-11 





EIR 
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MCLE 


_ = __ AIR PISTOL 
a. ~<a "KS ! ee 





ONLY Dayton Floats 
have the GREEN 









the 
fastest 
selling 





The extra 
powerful, extra 
accurate air pistol 
with “big-gun" feel 
and performance. 


© GUARANTEE WITH EACH PISTOL 











= Our National Advertising tells 


millions of fishermen to... 


Look for the float with 
® STURDY, ALL-METAL CONSTRUCTION the GREEN CAP! 


. SHOOTS ALL THREE ZA Be sure it is on your counter when they look! 


See your jobber, or write for information — 
Ziegylon BAIT CO. 








and the name of your jobber. P 
Ask your Jobber 











@ 88's about Dayton’s full 
(D7 ~PELLETS | Ranch Qi 2701 S$. Dixie Drive 
DARTS | Dayton 9, Ohio 
Manufactured by 
MORTON H. HARRIS, INC. | 
2101 S. Barrington — Los Angeles 25, Calif. | In Canada: Dayton Bait Reg., 11580 Poincare St., Montreal 12, Quebec 





GENUINE AMERICAN MADE 


A 
\\ *\ WRIGHT & MCGILL veneers 


7 bre CECLAW .- 


< a 


_ Books - 


THEY HOOK AND HOLD 





Rotary Rack 
with the 
purchase of 6 
gross of 
“Eagle Claw” 
Snelled Hooks 





No. 31 “EAGLE CLAW” Plain Shank Snelled Hooks—2/3 actual size 


IIDILG? 


No. 139 ‘ ~~ CLAW” “BAITHOLDER” Snelled Hooks— 2/3 actual size 
~ 4S eile A aa is 


we nee & McGILL CO. 1463 YORK DENVER, COLO. 





SEND FOR 1958 CATALOG 


7-E 






§ NAME 





eet eeeee 





ADDRESS....... 
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Se i a call 
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BRAND NEW 


numbers in the 


LOVELL LINE 


for 58 


®@ Lovell breaks into the spotlight this year. More 





10 value-packed models 
each with special features 
. the Buy-Line for ‘58. 





new numbers, by far ... more wanted features... 
more distinctive finishes and greatly improved 
designs—all insuring the dealer more sales, faster 


turnover, greater profits. 


Lovell is the Buy-Line for ‘58. Dealers who 
have seen it are specifying Lovell as the line 
they will feature this season . . . the line most 

certain to catch public eye and preference 


—the line that’s destined for success. 





4 sizes— from 1200 to 3600 
cubic-inch capacity. Each 
in enameled steel 

or rigidized aluminum. 3 e> 








~ fit 








ZS 


oat 4 models——Three 1-gal. capacity , = TO DAY 





in choice of plain, faucet ; . 
or pour spout. 2-gal. for illustrated circulars 


\ 
\ \ \ ae ee giving full specifications 


of this all star line 


LOVELL MANUFACTURING COMPANY 
ERIE + PENNSYLVANIA 


HARDWARE AGE, MARCH 27, 1958 






Every dealer needs it 
Dear Editor: 

The Spring Merchandising 
Guide in your Feb. 13 issue con- 
tains such sensible, down to 
earth articles that we hope you 
reprint it. Every dealer needs 
this for a constant handbook. 

Will you let us know if re- 
prints are available, as we would 
like to have a supply for our 
salesmen ? 

Cordially yours, 
H. M. Davis 
C. M. McClung & Co., Inc., 
Knoxville, Tenn. 





Editor’s Note: Thank you Mr. 
Davis. We've had a number of 
requests for extra copies of this 
82-page Guide and we'll be glad 
to send them, while the supply 
lasts. Copies may be had by 
writing HA Reader Service De- 
partment, Hardware Age, Chest- 
nut & 56th Sts., Philadelphia 39, 
Pa. Prices, prepaid, are: Up to 
10 copies 25¢ each; 10 to 100 
copies, 20¢ each; over 100 
copies, 15¢ each. 


Handicapped sales help 


Dear Editor: 

I want to congratulate you on 
the excellent article, “Looking 
for store help? Consider the 
handicapped,” which appeared in 
your Jan. 16 issue. 

This factual, logical presenta- 
tion was a most refreshing con- 
trast to the all too frequent over 
sentimentalizing in the articles 
we see on similar subjects. 

We would appreciate permis- 
sion to reprint this article in our 
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- Dear Editor/ 


Bulletin. The blinded veteran 
mentioned in the article, Jesse 
Castillo, is a life member of our 
organization. 
Sincerely yours, 

Irvin P. Schloss 

Executive director 
Blinded Veterans Assn., Inc. 
Washington, D. C. 





Editor’s Note: Glad to extend 
you permission. 


A tough decision 


Dear Editor: 

An editorial entitled, “A tough 
decision,” appeared in HARD- 
WARE AGE in the issue of Dec. 
5, 1957. I would appreciate a re- 
print of this article and permis- 
sion to quote from it at group 
meetings of Indiana hardware 
dealers this year. 

Yours very truly, 
J. W. Adams, Jr. 
President 
Indiana Retail Hardware Assn. 
Princeton, Ind. 





Editor’s Note: A reprint has 
been sent you. Please feel per- 
fectly free to quote it any time 
you like. 


What’s that you say? 


Dear Editor: 

I have read the editorials in 
HARDWARE AGE for several years 
and most of the time they cover 
problems I face in my own busi- 
ness. I find your comments very 
helpful. 

I am enclosing a little piece I 
wrote recently for a wholesale 
hardware firm. I believe this ar- 


ticle reflects the problem of 
many wholesalers and dealers 
and is in keeping with some of 
your recent editorials. 

This is a copyrighted article 
and is written in the form of a 
phone conversation. If you'd 
like to reproduce this in HARD- 
WARE AGE, feel free to do so. 

Yours truly, 
C. R. Huffman 
Cottage Home Furnishing Co., 
Fort Worth, Texas 





Editor’s Note: Here is reader 
Huffman’s article. When you 
read this, remember it is in the 
form of a telephone conversa- 
tion: 


“What’s that you say, John?” 


You say your friend is wide 
awake, he must make changes, 
there’s lots at stake. He’s fight- 
ing the chains, with capital on 
end, They’re buying direct, 
squeezing your friend. Salesmen 
want everything, which to sell, 
but sometimes their ideas just 
don’t jell. The house gets loaded 
when goods don’t move, his capi- 
tal’s tied up, and not in the 
groove. Costs have gone up as 
to handling and freight, He ab- 
sorbs a part, and his profits de- 
flate. Now it’s proposed to cut 
slow movers, and replace with 
goods, known to be provers. It 
will take time to sell off the old, 
to get new capital, to increase 
the hold. You have a stake, just 
as your boss, if he doesn’t make 
it, your job’s a loss. You must 
be patient, abide, and in time, 
the boss will recover, and patient 
be fine. 











Above: Main entrance to 
new warehouse of Allison- 
Erwin Co. in Charlotte, 
N. C., off a major high- 


way to north end of city. 


New All 


ison-Erwin warehouse... 





Kor faster filling of will call orders 


More economical storage of merchandise 


A warehouse with the economies 
of direct handling from receiving 
through shipping plus speed and 
convenience in filling will call 
orders. That is what the Allison- 
Erwin Co. wanted. 

Allison-Erwin got these advan- 
tages in its new building in Char- 
lotte, N. C. This building houses 
the main offices and main ware- 
house for hardware and floor cov- 
ering distribution through six 


102 


branches throughout the Caro- 
linas. 

Another big advantage in the 
move was ample parking facilities. 
The new warehouse is on the far 
north end of Charlotte’s main 
street. The approach is over broad, 
main streets. Will-call customers, 
employees, salesmen, and delivery 
men have ample place to park their 
cars and trucks. 


The new warehouse represents a 





major advancement for Allison- 
Erwin. In 1925 the company moved 
into warehouse space near the main 
retail district of Charlotte. Soon it 
was plagued with the usual prob- 
lems of warehousing: more space 
was needed, traffic kept increasing 
and will-call customers and deliv- 
ery trucks found it more difficult 
to find nearby parking space. 
The move actually began 10 
years ago with the purchase of the 
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site. The company officials began 
planning the buildings. An indus- 
trial consulting firm was employed. 

Incidentally, all recommenda- 
tions of the consultant were ac- 
cepted, with one exception. That 
was in the location of display 
rooms. 

The consultants suggested one 
big display area for all lines. 

The company broke this into 
three separate display rooms. The 
point is to keep traffic in proper 
channels. If a floor covering dealer 
comes in, he visits the floor cover- 
ing display, does not get into house- 
wares or hardware and ask if he 
can “buy it at wholesale.” 

The warehouse is a _ two-story 
building. It takes up about five of 
the 9% acres of the site. That left 
space for a 140-car parking lot, 
plus land for expansion. The 


framework of the building is of 
prestressed and precast concrete. 
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Floors are 17 in. thick, including 
ribs and can support 250 lb per 
square foot. Exterior walls are a 
pleasant, oversize red brick. 

The first floor of the warehouse 
is at the level of the main street. 


Left: Two-level warehouse keeps 
storage areas compact for fast 
picking of will call orders. Dealers 
pick up their orders at upper level. 


Below: Towline, fork lift trucks 
handle merchandise in and out of 
storage. 





The lower floor is at ground level 
at the rear of the building. 
Merchandise can be moved by 
conveyor from the upper to the 
lower floor, at the truck loading 
dock. Provision was made for a 
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ELECTRIC 
GENERATING 
PLANTS 
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GASOLINE 
ENGINES 












39. Illinois 


ELECTRIC 
PORTABLE 
POWER 
TOOLS 
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made by PIONEER GEN-E-MOTOR one} 1.20). 7: Bele), | 


5841 W: 


YOU’LL PROFIT MORE WITH 


LAWN 
MOWERS 














similar conveyor, when needed, at 
the railroad dock. Another con- 
veyor connects the lower with the 
upper floor for sending up orders 
picked for will calls. There is an 
overhead conveyor on the second 
floor to take will-call orders to the 
staging area. 

The upper warehouse floor is for 
carpet, linoleum and appliance stor- 
age. 

The lower warehouse floor is for 
general hardware lines. A towline 
handles goods on this lower floor. 
All storage areas are within 50 ft 
of the towline. 


Colors guide tow trucks 


Trucks on the towline have a 
bulletin board. 

Yellow numbers on the board in- 
dicate the number of the storage 
area for incoming merchandise. 

White numbers indicate area 
from which packaged merchandise 
_is to be taken. The number is 
| crossed off when the order is filled, 
and the truck then taken off at the 
staging area. The shipping office 
is located on the towline, to dis- 
patch orders. 

Now that Allison-Erwin has a 
new, modern warehouse equipped 
with the necessary conveyors, 
chutes, and towlines, the handling 
of merchandise in and out of 
storage is geared to these facili- 
ties. 


Placing incoming orders 


Buyers specify on orders the re- 
ceiving door for spotting trucks 
and freight cars. That brings in- 
coming merchandise directly the 
entrance nearest the storage area 
for that merchandise. 

The warehouse engineer is noti- 
fied of all purchases, and knows 
what storage requirements will be 
required, 

Orders come into a central desk. 
Orders are checked for credit, or 
cash is recorded. Information is 
taken off for inventory records. 

The order then is duplicated by 
Ozalid methods. Space in the stag- 
ing area is assigned to the order. 


New Allison-Erwin warehouse 




















(Continued ) 


Duplicate copies go by pneumatic 
tube to the various order pickling 
areas. Packing slips showing ship- 
ping method go with the order. 
The order shows what is shipped, 
what items are put on back order, 
and the price extensions. Invoices 
are sent the day following ship- 
ping of the order. 

The will-call department has an 
entrance on the upper level direct- 
ly off the customer parking lots. 
Dealers can place their orders, and 
have a room where they can wait 
until merchandise is delivered to 
the dock. 

The parts and service depart- 
ment are on the upper level. These 
facilities include a sound-proofed 
room for testing hi-fi equipment. 


Auditorium light control 


The warehouse also includes an 
auditorium for staff and dealer 
meetings. There is a stage for 
demonstrations and presentations, 
with a ramp for easy access of 
merchandise. The auditorium also 
is wired so the operator of the 
projection equipment controls light- 
ing, to avoid interruptions and de- 
lays in turning out lights for slide 
films or motion pictures. 

Directly back of the auditorium 
is a company lunch room with fa- 

(Continued on page 108) 
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GERBER HARDWOOD 
UNFINISHED LEGS 






REVERSIBLE 2-WAY TOP PLATE 
for STRAIGHT or FLARED position! 


A high quality, low priced 

leg made of kiln dried hard 

wood .. . smoothly sanded 
° and ready for finishing. 


@® BRASS ACCENTED 
SELF-LEVELING FERRULES 


in tempo with the latest trends 


@ EXTRA HEAVY TOP PLATE 
holds leg securely, 
prevents wobbling. 


@® A SALES BOOSTER 
for paints, stains, brushes .. . 
all related items. 








GERBER ALSO MAKES HAIRPIN, 


TAPERED STEEL AND FOLDING LEGS RSS 























— 
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SIZE & STYLE | WD6”| WD 8”] WD 12”[ wo 16” 











Retail (Set of 4)] $2.98 











$3.49 | $3.98 | $4.49 


wD 22°] WO 26” | (2) Vinyl-Nylon 


$4.98 | $5.49 









CONTACT YOUR DISTRIBUTOR OR 





WRITE: 


GERBER -for all your leg needs. 


WROUGHT IRON PRODUCTS INC. 2540 FARRAR ST. ST 


LOUIS 7, MO 






























T 
COIMMBIAN advertises COMMERIAN 
a 
to help you sell! =! ss inakes 
This ad in POPULAR MECHANICS ; “YP 
is seen by 1,620,662 vise prospects.; LEVELS 
Datei * 
CARPENTERS’ 
Good LEVELS 
* Aluminum 
Craftsmanship | sycar Pine 
starts with a * 
MASONS’ 
LEVELS 
Magnesium 
Mahogany 
Sugar Pine 
You can’t really ° 
do any job well with- 
out a dependable TORPEDO 
vise. Columbian D433, LEVELS 
Workshop Vise is | Aluminum 
guaranteed by the world’s largest Wood 
vise builder. Channel steel beam, cold-rolled steel 
screw, replaceable heat-treated steel jaw faces, . 
permanent pipe jaws... many more features. LINE AND 
Jaw Width . . . 3 in. Pipe Capacity . . . Ve- 1% in. 
eine... Weight. . . 16 the. *™ | SURFACE 
a-inch jaws (D44) and Svinch LEVELS 
jaws (D45). See your Dealer. e 
WRITE FOR FREE CATALOG 
*add $1 west of Rockies. Eenvered POCKET 
& MFG. CO.| LEVELS 
CLEVELAND 4, OHIO 











New Plus Tools 


Your Customers Want 


~~ oe : 





‘ 


UNBREAKABLE 
s 
“3 in One” 


oe Forged One-Piece 
Head-Handle 


Strongest Construction Known 





Everlasting 
Cushion Grip 


Smooth, non-slip feel. Bonded on 
inseparably to handle. Can't 

loosen, stretch, come off or 

wear out during life of head. 


Whip that gives smooth, effective 
drive and Unbreakable strength for all 
proper pounding, pulling, ripping. 


Perfect, Permanent Balance 





Consumer List Prices 
Curved Claw Straight Claw 








12 oz. E3-12C $5.25 12 oz. E3-12S $5.25 
16 oz. E3-16C $5.35 16 oz. E3-16S $5.35 
20 oz. E3-20C $5.45 20 oz. E3-20S $5.45 





yr 4 
ail \ 





Carpenter's Mason’s and Prospector’s 
Hatchet Tile Setter’s Picks 
No. 1 No. 2 12 oz. 20 oz. 14 oz. 22 oz. 
Edge 3%” 3%” E3-12BL £3-20BL E3-14P E3-22P 
E3-1H £3-2H $4.98 $5.25 $4.85 $4.98 
$5.90 $6.25 


Sportsman’s Axe — Leather Grip 


ey, 


$5.85 









Free — 
Sheath 


a E24A 
al? 


Estwing Mfg. Co., Rockford, Ill. 





wor 
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Inventors and World’s Only Specialists in Unbreakable Hammers & Hatchets 














The most profitable deals 
in electric clock history ! 


) 3: 











Sn graham 
‘er 





announces two ‘Baker's Dozen” 
deals that give you a gross 
profit of more than 50%! 

















oO dealers who have not enjoyed the sales 

benefits of Ingraham’s fast-moving, new 
line of electric clocks, here’s a golden oppor- 
tunity to really cash in on extra profits. 


Until April 30, Ingraham offers two “Baker’s 
Dozen” deals—you pay for twelve clocks, you 
get FREE a clock retailing for $9.50—and 
either deal gives you a gross profit margin of 
more than 50%! 


All of the models comprising these two spe- 


* 
*Baker’s Dozen Deal (A-6) 


You buy 12 fast-moving Ingraham electric alarm 
clocks, retailing from $3.98 to $7.98. 


Your Cost: $45.86 


cial deals have been selected on the basis of 
nation-wide sales demand. All of them have 
the smart, trim-line styling that has put the 
new Ingraham electric line in a class by itself, 
all of them are powered with Ingraham’s ex- 
clusive super-silent, dependable Synchro-Dyne 
Motor. 

Choose the deal that suits your customer 
wants best—call your Ingraham distributor 
(or write us for his name)—and you're in 
business! 


* 
*Baker’s Dozen Deal (KA-5) 


You buy an assortment of 8 popular Ingraham 
electric alarms (retailing from $3.98 to $6.98) 
and 4 Ingraham kitchen wall clocks (retailing 


from $3.98 to $8.98). 
Your Cost: $42.88 





“FREE 
with either deal, this beautiful 


Ingraham “Empress” electric alarm, sell- 
ing for $9.50. It will be shipped direct to 
you upon receipt of the postage-paid re- 
quest card included with each assortment. 





— — — 
iii i. | 
yA 


yf 
if 
mR IN 


\ | | | 
ae 
eet 

\ \ —— 

~~ \ y 

: ™~ ~ “ 
» ~. - <a 
~ ee . _ . as eS 
a ae ipeeempesamnane pe ike SS SRS 
. tr eee: pete 
. Ya cS ae mn Se Sa 
SF so 


x 





or 


YOUR GROSS PROFIT = 


Remember, too, the four profitable In- 
graham display deals that include FREE, 
COLORFUL wall or counter units that 
help build fast impulse sales. 


[RO] 07S Me loli mist maeltlolels 


THE E. INGRAHAM CO., BRISTOL, CONNECTICUT 


Please ship the following through my Ingraham Distributor 


STORE NAME 
INDIVIDUAL 
ST. & NO. 
CITY 
STATE 
MY INGRAHAM DISTRIBUTOR IS 


once em 


CONNECTICUT 


Baker’s Dozen Deals A-6 Baker’s Dozen Deals KA-5 
































Jhal-w keto) A47:04e)) | - Wants? 


Ne 
-..cir> nce 
Electieh. Nainte epait MOT ome 
jan! 


ors . aie oe 
mech" and | ppyists 


They all WANT and NEED 
the NEW No. 1902 





BOLT CUTTER 






Individually Boxed in 
Special Hang-Up Display 
Carton... 


Dealers’ Net, each, $2.63 





In addition to the 1902 Tool, 
VACO offers an exciting mer- 
chandising display of solder- 
less terminals in popular 69¢ 


Shears 5 sizes of machine screws 
or bolts e Cuts and strips wire 


e Crimps solderless terminals! Paks . . . Everything you need 


.. . beautifully packaged, per- 
fectly displayed and pre- 
priced to help you profit from 
the ever-growing solderless 
terminal market. 


Cash in on the demand for this new 
bolt-cutting crimping tool with 
VACO’S exclusive merchandising pro- 
gram for the retail hardware dealer. 


V LINE SELF-SERVICE TERMINAL DIS- 
PLAY — Steps Up Companion Sales for 
Solderless Terminals! Contains fifty 69¢ 
Paks of the 10 most popular terminal 
numbers plus 3 No. 1902 tools. Only 
$30.90 complete. No charge for display. 


JOBBER INQUIRIES INVITED! 
Write NOW for complete details to: 








VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago 11, lil. 
in Canada: Vaco Lynn Products Lid., Montreal 1, Que. 
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Allison-Erwin warehouse 
(Continued from page 104) 


cilities for employees to have 


snacks or lunch. 

The lunch room and auditorium 
adjoin, so they can be opened into 
one large room. Another feature of 
this area is a chute to the furnace 
room on the lower floor for getting 
rid of refuse. 


6 branches in Carolinas 

The general offices include offices 
for company officials, also for de- 
partment heads and buyers, plus a 
conference and a board room. Di- 
rectly back of the private office 
area is the general office, with 
separate rooms for IBM equip- 
ment, printing department, records 
room, and vault. 

Allison-Erwin has branch ware- 
houses in Asheville, Goldsboro and 
High Point, N. C.; and Charleston, 
Columbia and Greenville, S. C. 

The company was founded in 
1906, incorporated as the Charlotte 
Hardware Co., taking over the 
charter of a wholesale and retail 
hardware company operated by the 
Carson family under that name 
since about 1875. 


Name changed in 1943 


John C. Erwin, president, and 
Henry J. Allison, board chairman, 
were placed in charge of the com- 
pany in 1922, because of the ex- 
tended illness of Robert Glasgow, 
president from 1912 to 1929. The 
name of the parent company was 
changed to Glasgow- Allison in 
1923 and the retail business con- 
tinued as Charlotte Hardware. The 
wholesale and retail businesses had 
been separated in 1910. 


Mr. Allison and Mr. Erwin 
bought the interest of the late 
Robert Glasgow’s estate in 1930 
and controlling interest in 1987. 
The company name was changed to 
Allison-Erwin in 1943. In 1946 the 
company got out of the retail busi- 
ness, and became exclusively whole- 
sale. 


The company serves Nerth and 


South Carolina and has more than 
6000 retail customers. End 
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YOU MAKE *529* 
ON EVERY SALE... 
AND THEY'RE SELLING 
FAST AT #1995]! 


COMET 
QUICK-SET 
DADO TOOL 


THE FAMOUS “DIAL-A-CUT” precision tool cuts 

perfect dados, rabbets, panels, bevels, miters, and 

ploughs, with unsurpassed accuracy, smoothness and 

speed. No wobble. No vibration. It fits any table saw 

or radial arm saw, and can be set for any width cut 

14” to 134,” without removing from arbor! Self- 

cooling tool-steel blades stay sharp 5 times longer 

ot than ordinary dados. Big increases in sales to profes- 

The only . = sional and home woodworkers have made possible 
“DIAL-A-CUT” i 20% reduction in selling price! Now only $19.95. 


multi-tool in the WRITE NOW for information about the COMET 
world that can be 


set for any width | | agar soo Reiss ..self-selling displays... 
cut 1/4” to 13/16” and national advertising. 


without removing *You make $5.99 and UP. ..depending on quantity. 
from arbor. 


CONSOLIDATED MACHINERY & SUPPLY CO., LTD., DEPT. 3A 
2033 Santa Fe Ave., Los Angeles 21, Calif. 
A DIVISION OF THE SIEGLER CORPORATION 


Send me complete information about the COMET QUICK-SET 
DADO and COMET QUICK-PROFIT PLAN 

NAME 
COMPANY 
ADDRESS 
CITY bats 
YOUR WHOLESALER. 
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A wholesaler speaks out... 


How factory salesmen 


can help wholesalers 


Editor’s Note: A New England wholesaler speaks out on how 


manufacturers’ salesmen can do a better job for themselves and 


for their wholesaler customers. 


His suggestions come down to 


this: A salesman should have a purpose in making a ¢all, should 


have information to pass on about his products, the market, or 


how the wholesaler’s salesmen can sell more. His barbs are 


directed at sales calls that are routine, or just a visit with the 


buyers. 


If I were a manufacturer's 
salesman I would have a good 
reason for every call I make on a 
wholesaler. 

For instance, I would: 

Suggest letters the wholesaler 
could send to his salesmen to pro- 
mote the sale of my lines. 

Discuss sales records for the 
territory to show the wholesaler 
how he could get more of the 
potential. 

Make recommendations on num- 
bers in my lines the wholesaler 
is not handling, and show him 
how other wholesalers are selling 
these numbers. 

Have a quantity of catalog pages 
so when a number is purchased 
the buyer would have pages im- 
mediately available, along with a 
letter, to send out to his salesmen. 


These are just a few sugges- 
tions. Certainly, there are many 
more. Manufacturers’ salesmen 
certainly could leave some con- 
structive thought on a call. 

The subject of better calls by 
manufacturers’ salesmen has been 
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a pet of mine for some time. I do 
not feel a factory representative 
should be brushed off without 
some consideration. In fact, | feel 
that a buyer makes no mistake 
perhaps in wasting some time dis- 
cussing personal matters along 
with business. 

The hard fact is that many fac- 
tory representatives have little or 
no program when they start out 
Monday morning. They drift in, 
float out. The only thing they 
leave is a lot of wasted time, their 
own and that of the buyer. 

The list of factory representa- 
tives should be divided and I make 
an exception of the salesman ¢all- 
ing for the first time. This sales- 
man, in many Cases, is unknown 
to the buyer. His company may 
or may not be a familiar one. The 
factory representative has a job 
to do, and his sales depend on his 
abilities as well as the merits of 
the product. 

The representative I’m speaking 
about is the factory representa- 
tive who has been calling on a 
wholesaler for a period of time, 
and his calls have reached the 


level of routine visits. You won- 
der why they bother to call, ex- 
cept to have a list of calls to 
submit to their sales managers to 
account for their time during the 
week. 

More and more wholesalers are 
setting up buying hours. 

We have been reluctant to pre- 
vent salesmen from seeing our 
buyers but we have to put in a 
rule limiting the hours. 

A couple of years ago we lim- 
ited salesmen’s visiting periods to 
9 a. m. to 4:30 p. m. Monday 
through Thursday, and 9 a. m. to 
noon on Friday. 

Recently we revised the hours. 
Now calling hours are Monday 
through Thursday, 8:30 a. m. to 
12 noon. No calls are allowed on 
Friday, except by appointment 
and mutual agreement with the 
buyer. 

We make exceptions for sales- 
men coming in for the first time. 
If time permits, buyers can see 
these salesmen during the after- 
noon. 

We have made these calling 
hour limitations because too much 
time was wasted and not enough 
time was being given by buyers 
to maintaining stocks of regular 
merchandise and keeping ahead 
of their desk work. 

There are many things factory 
representatives can do to help 
their accounts. The suggestions 
made above, and others, will let 
them stand in better with buyers 
than spending 30 to 45 minutes 
discussing everyday subjects. 

© End 
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You'll only sella “BAIGAINI’’once 


illustrated 
P&C 150 Nothing makes a man as mad as being gypped. He’ll cuss you, 


pian cectstase the tool you sold him and your store. He’ll tell his friends what 
a lousy deal he got. Not only will you lose his repeat business, 
you will lose business from his friends. But this won’t happen 
when you sell P&C, the best tools money can buy. 
















Protect yourself and your customers 








WITH 





PROVED QUALITY «+ FULL PROFIT + CONTINUING TURNOVER 
Only P&C's Self-Selling Merchandisers give you all three. 


] You sell PROVED QUALITY. Every P&C Too! the BEST money can buy. The best material, the 
* best workmanship and backed by a written guarantee! 


rt You are assured FULL PROFIT. Every unit sale gives you higher profit. Each P&C Toot you 
y “sell is pre-priced for full dealer margin. 
" 74 You are GUARANTEED CONTINUING TURNOVER. Each dealer is assured more impulse sales 
1 . 


--- and more turnover per year with P&C’s proved merchandisers. Get the facts on P&C’s 
merchandising program from your wholesaler. 
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Box 5826, Portland 22, Oregon 
Chicago Warehouse and Sales Office: Box 87, Schiller Park, Illinois 


sl 


HARDWARE AGE, MARCH 27, 1958 lll 








TAYLOR NIADE CHAIN is 





tape-measured 


and COlor-coded 


w 


en ot - 0-2 Oe Coloteha-ba— ® Positive 
Measurements feol-saneahaleor-aarels 





MPEP wc ese eeececs color coded RED 
PROOF COIL... color coded GREEN 
HIi-TEST......-. color coded BLUE 
MEASOV sc ccces color coded ORANGE 


Taylor’s color-coding and tape-measuring help you and 
protect you three ways. Chain is color-coded for grade. 
Taylor’s famous brand name and the grade is clearly 
printed on each tape. Colored tapes are located at five-foot 
intervals. The obvious result is more satisfied customers, 
fewer costly mistakes in grade and length... faster sales 
and more chain profits for you! 


BBB, PROOF COIL packed 
in handy metal TAYPAILS 


TM Taypails with Color-coded and 
Tape-measured BBB and Proof 
Coil Chain are best sellers with 
jobbers and dealers everywhere. 
Stack easily for effective mass 
displays—hold approximately 100 
pounds of 3/16”, 1/4”, 5/16” or 
3/8” TM BBB or Proof Coil Chain. 





Advertised in Business Week, Stee/ and 
other /Jeading business publications. 





CX Bin tS OGP specialty, not our sideline! 


Box 509, Hamn a 


TaviOR MADE = yoscg ounce 


A GREAT NAME IN 


3505 Smaliman St.. Pitts! 
. 
SINCE 1873 
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(Continued from page 10) 


Construction picks up, sets 
record in January, February 


The value of new construction 
put in place during February set 
a new record high, the Commerce 
and Labor Depts. report. 

Some $3.1 billion worth of con- 
struction was put in place during 
the month. 

Coupled with January outlays 
for construction, work put in place 
had an all-time high value for the 
period, $6.3 billion. This repre- 
sents a $142 million gain over the 
first two months of 1957. 

A continued upturn in construc- 
tion is expected. This will lead to 
higher sales of builders’ hardware, 
paints, tools, etc., building experts 
predict. 


New publication summarizes 
successful business methods 

If you’re looking for ways to in- 
crease your sales and profits, you 
will be interested in a new book 
published by the government. 

The book is “Proceedings of the 
President’s Conference on Techni- 
cal and Distribution Research for 
the Benefit of Small Business.” 

At that conference small busi- 
nessmen pointed out methods they 
have used to be successful in their 
fields. 

The book is a complete record of 
what they said and discussed. 

Copies are available at $2.50 
each from any Commerce Dept. 
field office. 


More businesses than ever 
are currently in operation 

There are more businesses than 
ever operating in the nation today. 
That’s what the Commerce Dept. 
reports. 

The last business census, taken 
in the middle of 1957, shows 4.3 
million businesses. 

There were 1,897,000 firms in re- 
tailing. This represents an increase 
of 23,000 in one year. 


(Resume reading on page 11) 
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the new well cap 
made to well drillers’ 
own specifications 





DESIGNED BY WELL DRILLERS 


This improved well cap answers the well driller’s 
demand for a cap that fits easily and seals tight 
every time. No time wasted in assembly or in 
fitting pipes into well casing. 


Only CAP-TITE has the new BONDTITE - BEAD 
to assure positive sanitary seal 
Fast installation plus assured long life make CAP-TITE the 


answer to every well driller’s problem. This cap is easy to 
fit on the job every time, thanks to careful machining of 
each part and clearly-marked sizes of pipe holes and casing. 
No wasted effort to juggle or fight the seal into place. The 
Bondtite—Bead gasket assures a water-tight seal. This 
weather and water-resistant seal of special rubber lasts in- 
definitely, provides safe, sanitary use. 


ASK YOUR WHOLESALER FOR CAPTITE WELL CAPS 


to be sure of easy installation and positive sanitary seal on 
every well. 
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This new-type rubber gasket with Bondtite—Bead makes 
a positive seal. It is a special compound designed for 
maximum resistance to weather, water or aging. The 
bead on the outside adds pliability that makes a water- 
tight seal against the casing, fills in all irregular surfaces 
like weld ridges, pits or rough spots. Even seals perfectly 
if pipe is out-of-round or bent. The beads on the inside 
surfaces seal the drop pipes the same way. 


EVERY PART of the CAP-TITE is pre- 


cision machined for perfect align- 
ment. This reduces assembly time. 
The drop pipes slide through easily. 
Smooth outside surfaces fit the well 
casing. Rounded edges, that are safe 
to handle and easier to use, prevent 
breakage. 


EACH PART is tumblasted and in- 
spected to assure a perfect casting— 
no cracks to allow leaks, no chance 
for breakage on the job. 


FINISHED IN RED ENAMEL, each CAP- 
TITE cap is carefully assembled 
and inspected before packing. Sizes 
are moulded into the various parts 
including the Bondtite—Bead gas- 
ket to assure correct assembly. 


VENT HOLE is tapped for 14” pipe 
which allows use of depth gauge for 
checking water level without re- 
moving well cap. 


SAFETY WIRED to prevent loss of 
parts, cannot be sheered. 










PRODUCERS OF QUALITY FITTINGS FOR MORE THAN 30 YEARS 
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SOLD ONLY 
THROUGH RECOGNIZED 
WHOLESALERS 






ZA NIPPLES — UNI 
Oz BUSHINGS — PLUGS —C 
~— REDUCERS = WELL POINTS~CAPADA 





‘CAPITOL 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 








for 
over 
75 years 


McGill 


Mo ae TRAPS 


and RAT 


So. 





>K PREFERRED 


the Mccil OP C 


Over 75 years of customer preference 
attractively packed in this convenient, 
self-service 2-PAC. Eye-appealing, buy- 
appealing, pre-priced two for fifteen cents, 
and transparent package are proven traffic 
stopper features. Easy dependable, four-way 
trigger action build customer satisfaction. 


ALSTEEL 2-PAC 


This attractive, nickel- 
plated Alsteel 2-PAC 
sells itself. Easy and safe 
to set, sanitary ejection 
plus fast, dependable 
action features trap 
more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


McGIL 


MARENGO e 








METAL PRODUCTS 
COMPANY 
ILLINOIS 
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Convention Calendar 

















conventions shows conferences 
cS - 
onvention Check List 
For complete details about the conventions and shows listed below, see the , 


alphabetical listing starting on page 140, March 13 issue. The next 
complete listing will be in the April 10 issue. 


1958 
April 
13-17 Southern Hardware Convention, 
New Orleans 


July 
7-11 Nationo Housewores 
Atlantic City 


Exhibit 


27-30 Associated Fishing Tackle Mfrs. 


May Trade Show, Chicago 
26-28 Triple Industrial Supply Conven- 
tion, New York 27-31 National Retail Hardware Assn.., 
Congress, Chicago 
June 
12-14 Texas Wholesale Hardware 28-30 Our Own Hardware Co. Sum- 


mer Convention & Stockholders 
Meetina 


Assn. & Texas Hardware Boosters 


Club, Galveston Minneapolis 


ne 


For complete deta about conventions and shows listed above, see the March 13 


issue of Hardware Aae. 

















$595 Retail 





HERE’S A GREAT NEW ITEM to intrigue every 
homeowner—the HAWS Fountainette— a com- 


bination smooth-flow tip and drinking foun- a 

tain. Flip the lever, and up spurts a handy 

drinking bubbler stream. Flip it again, and it 

acts as a smooth-flow tip. Screws easily onto J . 


most standard aerator home faucets.* An at- 
tractive display carton catches the shopper's 
eye — a short message sells the Fountainette. 
And, best of all, it’s made by HAWS. . . recog- 
nized leader in drinking facilities since 1909. 








* by American Standard, Chicago, Crane, 
Price-Pfister, Repcal, etc. 


Flip the lever... and drink! 





Write for 
illustrated 
information sheets. 





DRINKING FAUCET COMPANY 
1439 FOURTH STREET * BERKELEY 10, CALIFORNIA 
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LOOK FOR THIS ¥ 
AD IN... 


Farm Journal 
Progressive Farmer 
National Future Farmer 
The Timberman 
Southern Lumberman 
American Forests 
Journal of Forestry 


+ 


(and others) ; os ee 


fF . 


Here’s more advertising power to help you set 


Now another hard-hitting advertisement featuring 
the extra chain power of Remington saws. Your cus- 
tomers will read about the original Roller-Bearing 
nose that cuts friction . . . delivers up to 20% more 
usable horsepower—an unbeatable sales story for 
you! Product quality, advertising support and com- 
plete local service .. . Remington chain saws have all 
three. Mail the coupon for complete information and 
names of wholesalers near you! 


SEND FOR FREE CATALOG designed to be given to pros- 
pects. Includes specifications and recommended retail 
prices on the complete Remington line of chain saws. 








MORE CHAIN POWER IN 5-HP 
CLASS. New Golden “‘Logmaster” has 
Roller-Bearing nose, direct drive, 18”, 24” 
and 30” bar sizes. Engine weight 22 Ibs. 
Retail price from $285.00* complete. 


MORE CHAIN POWER IN 3-HP 
CLASS. New Silver “Logmaster” has 
Roller-Bearing nose, direct drive, 18”, 24” 
and 30” bar sizes. Engine weight 21 Ibs. 
Retail price from $229.00* complete. 


Remington 





MALL TOOL COMPANY 
Division of Remington Arms Company, Inc., Bridgeport, Conn. 
In Canada: Mail! Tool, Ltd., 36 Queen Elizabeth Bivd., Toronto, Ontario 


*Specifications and recommended retail prices subject to change without notice. 
Canadian prices slightly higher. 
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MALL TOOL COMPANY HA-3 
Division of Remington Arms Company, Inc. 
Bridgeport 2, Connecticut 


OC) Please send names of my nearest chain-saw 
wholesalers. 

CO Please send copies of FREE chain-saw cata- 
log with prices. 

Name 

Store Name 

Address 

City Zone State 
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WHAT'S NEW 











(Continued from page 15) 


in the line include 12, 14, 16, 17, 
18, and 19-in. mowing widths. A 
6-in. width trimmer and edger is 
part of the new line. Pennsyl- 
vania Lawn Mower Div., Ameri- 
can Chain & Cable Co., Inc. 


For more data circle No. 12 on postcard, p. 119 





Portable jig saw special 
Black & Decker’s U-10 portable 
electric jig saw is available at 





$44.50 for Hardware Week. The 
saw is normally priced at $54.50. 
Do-it-yourselfers and professionals 
will be customers for the versatile 
tool. It will make pocket cuts in 
baseboards and so on without the 
need for a lead hole and it will cut 
almost any building material. The 
U-10 can also be used as a bench 
saw with an accessory table which 
includes a mitre gage and rip fence. 
Black & Decker Mfg. Co. 


For more data circle No. 13 on postcard, p. 119 


Season special on hammers 
Do-it-yourself fans and profes- 

sional carpenters will want these 

two Hardware Week specials. 
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Called season specials, these stand- 
ard quality Plumb tools are offered 
at reduced prices in new color com- 
binations. Handles are two-tone, 
green with gray grip sections in- 
stead of usual Plumb red handles. 
F16-S, a $4.25 value with sug- 
gested retail price of $3.75, has 
polished head with non-breakable 
fiber-glass handle. Grip section has 
neoprene cover to prevent slipping. 
The 145-S, $2.60 value offered to 
sell for $2.19, has lustre black strik- 
ing head with handle of selected 
hickory. Fayette R. Plumb, Ine. 


For more data circle No. 14 on postcard, p. 119 


Insulation stripping tool 


Linemen, installation men and 
electricians will want this tool for 
stripping insulation from all types 
of control cable, fiexible cords, 





PWC, telephone cable with vinyl or 
polyethylene jackets and bus drop. 
It has cast aluminum handle with 
convenient grip. Tempered tool 
steel knife may be sharpened and 
easily removed for replacement. It 
will not damage conductors inside 
weatherproof sheath. Mathias 
Klein & Sons. 


For more data circle No. 15 on postcard, p. 119 


Portable food cooler 


Fishermen, campers and those 
who like picnics will want this port- 
able Snow-Lite food and beverage 
cooler lined with high impact 
plastic. Offered in patio pink, 
charcoal gray, and hunter green 
finish. One-piece plastic lining will 
withstand pressure from  sharp- 


cornered objects. High impact 
styrene plastic forms one - piece 
liner for lid. Two larger models 
have adjustable tray of same mate- 
rial to divide compartment for wet 
and dry storage. Outer casing is 
bonderized steel finished in baked 
enamel. Base is of zine coated 
steel to resist corrosion. Offered 
in three sizes listing at $11.95, 
$17.95, and $24.95. Coleman Co., 
Ine. 


For more data circle No. 16 on postcard, p. 119 


Double-purpose pan brush 


Homemakers will want the No. 
660 Speedy-Clean double-purpose 
pan brush. It has a regular filling 
in the face of bleached white tam- 
pico fibre for scrubbing, plus a top 
row of crimped brass wire for 
scouring pots and pans. Solid plas- 
tic handle, in pink or yellow, has 
attractive wheat design and sure 
grip. Carded for rack or bin dis- 


ein fe 


| PAN BRUSH 





play, they are price marked at 59¢. 
Ox Fibre Brush Co. 


For more data circle Ne. 17 on postcard, p. 119 


Sliding door demonstrator 
Here’s a scale model Thriftee 
Pak 400 series sliding door set for 
demonstration use. It has two %- 
in. by-passing wood doors mounted 
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Now! In 2 sizes to fit almost 
any air conditioning unit 


air conditioner filter pads 











do-it-yourself item for spring and summer sales! 


PPG Glasfloss Air Conditioner Filter Pads, made of 
top quality fiber glass, can be cut easily with scissors 
or knife to make a replacement filter the right size 
for almost any unit. Pads come in 16” x 24” x %” 
and 14” x 18” x 4%”. Pad makes one or more filters, 
depending on size of unit. 





no more inventory problems for you! 


Pads come in a handy, imprinted plastic bag, com- 
plete with instructions. Easily handled and stored. 
You don’t have to stock dozens of filter sizes! 


efficient—safe! 


Glasfloss Air Conditioner Filter Pads are made of 
fine, silky glass fibers that filter out more dirt, dust 
and pollen. They’re fire-resistant and moisture-proof. 


free! Glasfloss sales aids! 


Window banner to attract street traffic. Can be used 
as a wall banner, too! 


Mobile display to hang up inside your store and draw 
customers to the Glasfloss counter! 


Envelope Stuffers with space for your imprint. Mail 
them to customers... use them as counter pieces! 





Ad Mats for your local newspapers . . . space for your 
name and address! 


Stock up now! 


Your nearest Glasfloss Distributor or PPG Ware- 
house has Glasfloss Air Conditioner Pads available 
and your sales aids, too! Call them right away! Get 
ready for the air conditioning season with Glasfloss! 


ceatenmameninitie Glasfloss Air Conditioning 
, Filter Pads are a product 
of the Fiber Glass 
Division of Pittsburgh 
Plate Glass Company 


Pee §t Oo UR G Fr yl Ait. €& oe COMPANY 


- SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 
Ip. 


ANNIVERSARY 
1883-1958 








WHAT'S NEW 








on Thriftee Pak 400 hardware, in- 
cluding aluminum fascia track. 
nylon-wheeled steel hangers and 





nylon-steel door guide. This 11x- 
111%x3%%-in. demonstrator has cut- 
out on side to allow customers to 
see both doors as they slide on the 
track. Demonstrator is finished in 
red and gray. One of the doors 
has black lettering to list important 
features of the hardware. John 
Sterling Corp. 


For more data circle No. 18 on postcard, p. 119 


Plastic all-purpose cover 
Painters, sportsmen, and house- 
wives will be customers for this 











9x12-ft packaged plastic general 
purpose cover. The Jiffy-Cover, 
list 79¢, is packaged in attractive 
two-color box, 12 units in counter 
merchandiser. Designed primarily 
as a painter’s drop cloth, this cover 
may be used for rain capes, appli- 
ance cover, furniture dust cover, 
frost protector, garment cover or 
motor cover. Warp Bros. 


For more data circle No. 19 on postcard, p. 119 
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Sink spray replacements 


Here is a line of thumb control 
sink sprays that serve as standard 
replacements for all makes. Eight 
colorful impulse packages are now 
available. The line offers Dish-Quik 
deluxe spray for dishwashing and 
Rinse-Quik a standard model for 
rinsing only. Other packaged re- 
placements include couplings, to fit 
all connections, hose guides, Dish- 
Quik brushes and diverter valve. 
The Bonus Display Pack (shown) 





is an introductory assortment 
which offers a $9.95 Dish-Quik unit 
free. Window streamers and other 
promotional material is included. 
Automatic Spray Service Center. 


For more data circle No. 20 on postcard, p. 119 


Adjustable automatic wrench 
Mechanics and do-it-yourselfers 
will want the Clik-Stop golden 
knurl automatic wrench. As knurl 
is turned, jaw openings are held 
fast and can’t change position. 
Forged from fine alloy steel. It is 
offered in 4, 6, 8, 10 and 12-in. 
Absence of corner lip on movable 








jaw (in most sizes) allows a square 
nut to fit flat to inside jaw surface. 
Each handle uses husky I-beam con- 
struction and has hole for con- 
venient hanging. Merchandiser 
takes 5x17-in. counter space to dis- 
play two of each of five most popu- 
lar size wrenches. Proto Tool Co. 


For more data circle No. 21 on postcard, p. 119 


Plastic wire connectors 
Electricians and do-it-yourself- 
ers will want Eagle solderless, tape- 
less wire connectors. Made in 
three sizes these connectors make 


splicing jobs easier and faster. 
Stripped wire ends are inserted 
into the Eagle connector. An in- 


ner helical spring grips, guides, 
tightens wires into a proper splice. 
Made of Bakelite these connectors 
are long skirted for extra protec- 
tion and are weatherproof and 
chemical resistant. Eagle Electric 
Mfg. Co., Ine. 


For more data circle No. 22 on postcard, p. 119 


Flat rain-proof drum lid 
Customers who want to convert 

30 and 55-gal drums into sanitary 

storage containers will want this 


SN 





one-piece flat top drum lid. Lids 
have center handle and are rust- 
resistant. Lids are made of 20- 
gage steel and have smooth, seam- 
less surfaces. The 30-gal size has 
an 18%-in. ID. and a 1%-in. 
flange. Witt Cornice Co. 


For more data circle No. 23 on postcard, p. 119 


Bowling game for home use 
Persons of all ages will want the 
300 bowling game for indoor or 
outdoor use. Players can_ get 
strikes, spares, splits, or a perfect 
(Continued on page 122) 
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use this FREE 


CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
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POSTAGE WILL BE PAID BY 


Be sure to write name : 
and address on post card. HARDWARE AGE 


Please use this P. O Post Office Box 60 
Site! Village Station 
Box Address for Quick aaa ae etl 
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Pestcerd valid 8 weeks only. After that use own letterhead fully describing item wanted. 3/27/58 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 





When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Please use this’ P. O. 
Box Address for Quick 
Check Cards Only 
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SCREEN 
HARDWARE 


The sales leader 
of the month 


It’s time for the annual changeover 
from storm sash to screens. Your trade 
is keenly aware of the urgency for 
prompt action to insure a full season 
of protection from the intrusion of flies 
and insects. Note the assortment of 
fine, precision built screen hardware 
now available — from the complete 
Screen and Storm Door Sets to the 
attractive Door Latches and Screen and 
Sash Hangers here illustrated. If it’s 
genuine National, you can always 
depend upon smooth, trouble-free 
performance. 
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No. 97 Screen and Storm Door Set 
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Angling for more Tackle 
Box Sales in ’58? 


Q HERE'S HOW 


TO GET 'EM!... 


One look and you'll agree . . . here’s the 
box that gives your Spin Fishermen cus- 
tomers more value for their money... 
UNION’S famous “Watertite’’ construction 
... more usable space (338 cubic inches) in 
new, compact design (11"x74%4"x4%4”")... 
sturdy hardware ... durable two-coat Den- 
tone finish over rust-resistant undercoating. 


MODEL - . _ bigs a 














ye vew SPIN & CAST 
TACKLE BOX 


Serves a dual purpose—for both Spin Tackle and 
conventional gear. Same fine UNION quality 
and features and priced to SELL on sight! 











PROMOTIONAL 


TACKLE BOXES 
at Rock Bottom Prices 


Serve as storage for fishing tackle, 
tools, cash and bonds, first aid 
supplies, etc. Ideal promotion items. 








MODEL 2011 
(without tray) 


MODEL 2311 
(with tray) 


Kee: 






a 


Jobbers! Dealers! Write for 
literature and prices. Order 
now for early delivery. 


—— . - 
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score of 300 as in regulation bowl- 
ing. White-enameled rock-maple 
pins are 9 in. high and 1%4-in. in 
diameter, supported on sturdy, red 
and blue, 34-in. tubular steel frame. 
Frame is 11%4-in. high and takes 
floor area 18x21 in. Set includes 
4-in. vinyl ball, bowling score pad 


and rules. Retails for approxi- 
mately $7.95. South Bend Toy 
Mfg. Co. 


For more data circle No. 24 on postcard, p. 119 


Stainless steel cutlery 


Flint 7006 Holdster_ stainless 
steel cutlery sets are now offered 
with Waverly blades that stay 
sharp for many years. The Waver- 
ly blades have scalloped edges. The 
7006W set has fruitwood finish 
holdster with six Waverly blade 
knives. The 7029, a five-piece set, 
has the new blades. Regular 7006 
and 7029 holdster sets continue to 
be offered with hollow ground 
blades. Geneva Div., Ekco Products 
Co. 


For more data circle No. 25 on postcard, p. 119 


A chemical dehumidifier 


Designed for industrial use, as 
home, 


well as the Hum-lI-Dri 





chemical absorbent will remove up 
to 12 times its weight in moisture 
from the air. Made for applica- 
tions in industries where steam and 
moisture are continuously present, 
in food processing plants, can- 
neries, commercial laundries, etc. 
Also useful in homes for removing 
dampness and preventing mildew 
and rust in closets, cellars, attics, 
recreation area, storerooms, en- 
closed porches, etc. Offered in 
standard and large sizes with rust- 
resistant metal pail and strong 
wire suspension standard. Speco, 
Inc. 


For more data circle No. 26 on postcard, p. 119 


Gold plated bath accessories 


Customers who like highly deco- 
rative bathroom accessories will 
want the Fairfield line of gold- 
plated items. Offered in three dif- 
ferent patterns. Each item is 
packed in green and gold gift 





boxes. The present line includes 
18-in. towel bar, towel ring, soap 
dish and toothbrush and tumbler 
holder. Towel bars and rings are 
of brass with gold covering. Other 
items are heavily gold plated cast 
metal. Screws are gold plated. 
List from $3.95. The Autoyre Co. 


For more data circle No. 27 on postcard, p. 119 


Pleater hooks for home use 


Stanley pleater hooks for do-it- 
yourself home decorators simplify 
drapery making. A new simplified 
pleater tape has also been intro- 
duced. Hooks have rust-resistant 
jewel-like finish with ball pointed 
prongs for quick, easy insertion in 
pockets of tape. Regular and over- 
head hooks are offered in poly- 
ethylyne merchandising bags and 
in bulk boxes of 100 hooks. Each 
bag contains 10 hooks and may be 
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C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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“NAILS AT THE SCALES” 


No. 25B (Scales Ex- 
tra) 5 sections, 25 
compartments that 
hold a keg of nails 
each. Diameter: 44”. 
Height: 56’. Order 
now from your 
Jobber. 





COUNTER 





Write today for free Folder 320-A 
“MODERNIZE WITH REVOLVO.” Shows 
full range of sizes and models. The 
Frick-Gallagher Mfg. Co., 102 S. Mich- 
igan Ave., Welliston, Ohio. 





REVOLVO 
PARTS CASES | wait BINS COUNTERS COUNTERS 





re fi 
ag 


100 KEGS OF NAILS 
DISPLAYED AT 
POINT OF SALE 


Sales go up and handling costs come down 
when you use Revolvo Bins for nails, rivets, 
fittings and other similar items. 

In only a few square feet of floor space, you 
store, display and sell without having to touch 
your stock! With Revolvo, your customers may 
serve themselves, then look around and sell 
themselves some more from 
Revolvo’s spacious, easily [mee 
accessible revolving bins. ges y 

























BONDERIZED 





REVOLVO NAIL BIN DISPLAY 
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hung on display board or counter 
hooks. Pleater tape comes in 50 
and 100-yd rolls 3% in. wide. Tape 
packaged one roll to a box is made 
of sanforized unbleached muslin. 
Stanley-Judd, Div., The Stanley 
Works. 


For more data circle No. 28 on postcard, p. 119 


Brass fishing lure guide 

Salt or fresh-water anglers will 
want Lure Guide. Easily attached 
to line, it can be used for trolling, 
casting or ice fishing. It prevents 
line from twisting when sinking or 
floating lures, or moving them to 
left or right. It creates more fish- 
ing area to the sides so more lines 
can be fished from one boat. It is 
made of special lure brass with 





high grade zinc finish. Counter 
display unit includes 12 guides. 
Ideal Fishing Float Co., Ine. 


For more data circle No. 29 on postcard, p. 119 


Jardiniere scroll stand set 

All housewives will be customers 
for the Bo-Kay scroll stand set with 
jardiniere. This set consists of 
iron stand in satin black with 





























molded fiberglass jardiniere’ in 
choice of six modern colors. Sold 
only in sets, list $4.35. The same 
company also offers permanent 
metal display stand for featuring 
Bo-Kay fiberglass flower boxes in 
three sizes. Plastic Products Corp. 


For more data circle No. 30 on postcard, p. 119 


Heavy-duty oscillating fan 


Home owners, merchants and 
office managers will buy this 24-in. 





oscillating fan. Powered by a 2- 
speed motor. It has a safety clutch 
and is mounted on a 9%-ft ad- 
justable chrome column with heavy 
steel base. Guard is chromed. 
Model No. 7C389 lists at $127.95. 
Dayton Electric Mfg. Co. 


For more data circle No. 31 on postcard, p. 119 


Closed face spinning reel 
Anglers who like an inexpensive 
spinning reel will want the Bron- 
son Pilot No. 925. This push-but- 
ton, closed-face spinning reel has 
Dial-a-Drag, easily-read visual type 
drag adjustable dial. Reel has 
smooth action, spool slip type drag 
with click. Six-point, positive line 
pick-up and floating drum reduce 
line wear. Reel has a red anodized 
aluminum spool housing with 
bright aluminum frame, ivory 
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and 54” 
Columbian 
packages. 






























































The Columbian Pick-Me-Up Rope 
Merchandiser is 22” long, 22” wide, 


~~ Add To Your Pick-Me-Up .. . 

.. this light, compact, well-built rope 
rack for three reels of Columbian 
“Stabilized'' Filament Nylon Rope in 
Vy", Ye”, and ‘'f” diameters, or 
Columbian High-Tenacity Polyethylene 
Rope in '/4,” and %” diameters. Order 
three reels of either type rope and 
your Columbian Distributor will de- 
liver the rack free of charge. Also 
ideal for shelf or counter display. 












not on your payroll! 


With the COLUMBIAN Pick-Me-Up 


Rope Merchandiser 


your customer serves himself 





Getting the Columbian Pick-Me-Up Rope Merchandiser is like 
getting an extra salesman—that you don’t have to pay. The Pick- 
Me-Up displays Columbian’s new 50 ft. and 100 ft. Manila Rope 
Coils—already measured, already coiled, all ready to go! The 
customer picks up one or more coils off the rack and all you do 


is ring up the sale. 


Light, compact, easy-to-move, the Pick-Me-Up occupies less than 
4 sq. ft. of floor space. All metal, mounted on casters. Push it 
outside your store and watch it bring people in. The Pick-Me-Up 
costs you nothing. Your Columbian Distributor will deliver it, 
free of charge, with an order of approximately 100 lbs. of 


Columbian Manila Rope Coils in 4", ¥% 


‘Ad 


, and 4” diameters. 


Hundreds of Columbian dealers are already profiting from the 
quick, steady sales the Pick-Me-Up makes. Get in touch with your 


Columbian Distributor today. 


—<~ 
S> >a {kt 






COLUMBIAN Rope Company 
Auburn, “The Cordage City,” N. Y. 
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For more than 30 years, Marion Hick- 
ory Tool Handles have been the No. 1 
choice of both professional and amateur 
users of striking tools. 

Marion’s high-quality handles of 
superior Appalachian Mountain Hickory 
consistently meet the highest perform- 
ance standards — regardless of the job — 
because they are designed and manu- 
factured with care and skill, seasoned 
properly, and offer maximum economy. 

The natural and “built-in” charac- 
teristics of Marion Handles add up to 
dependability . . . making them the most 
wanted handles on today’s market. 


DEALERS: It will pay you in sales to 
stock Marion Handles exclusively. Order 
them from your wholesaler. Marion's 
illustrated Price List No. 28 and List No. 
200 on the Power Packed Line will be 
sent on request. 


POWER PACKED 


MARION HANDLE MILLS, Inc. 
Marion, Virginia 
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WHAT’S NEW 











push-button and handle grips. It 
weighs 8 oz and comes with 100 
yd of 6-lb test limp nonfilament 
line. List price, $12.95. Bronson 
Reel Co. 


For more data circle No. 32 on postcard, p. 119 


Scale model dinosaur kit 


Youngsters interested in things 
prehistoric will want this scale 
model of the Tyrannosaurus Rex 
Dinosaur which stood 20 ft high 
and 50 ft long. This miniature 
model is 16 in. long and 9% in. 
high. Kit includes 48 precision 





plastic pieces and display stand, 
identification plaque and history of 
the dinosaur. List price $1.98. JTC 
Model Craft Div., Ideal Toy Corp. 


For more data circle No. 33 on postcard, p. 119 


Portable hair dryer 


Women who want an attractively 
colored electric hair dryer will want 
the Ronson model offered in Ber- 
muda pink, Pacific blue, and desert 
yellow. It lists at $14.95. Dealers 
who buy 11 dryers will get one free 
in a special trade offer which runs 
through April 30. Dryer features 
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MACKLANBURG-DUNCAN CO 


See the difference! 








A graceful addition to any combination door—wood or metal. 


16” high for either 32”, 36” or 42” doors. 
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M-D PUSH GRILLE NO. 4 


A very inexpensive and 
graceful push grille. 4” high 
for 32” or 36 doors. 





M-D PUSH GRILLE NO. 12 


Made especially for storm 


doors. Available for 32” or 


ee 
| @K 7S 
M-D PUSH pao NO. 6 6 


A handsome grille for alumi- 
num or wood doors. 6” high 
for 21”, 23”, and 27” insert 
panels and for regular 32” 
or 36” doors. 
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M-D PUSH GRILLE NO. 16 


Made especially for combi- 
nation metal doors, 15° high 


Sell the difference! 
pOOR GRILLES 


M-D PUSH GRILLE. NO 15 











M-D PUSH GRILLE NO. Th 


Made especially for storm 
doors. Available for 32” or 
36” doors. 


M-D PUSH GRILLE NO. 23 


Made especially for 32” or 
36” combination doors— 


36” doors. for 21”, 23” and 27” insert wood or metal. Approx. 23” 
panels and for regular 32 high. 
or 36” doors. 
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FITS-ALL NO. $6 
Graceful in design 
and fully adjustable 
on standard size 
screen doors. 


FITS-ALL NO. 5 


Fully adjustable for 
nearly all standard 
size screen or metal 
combination doors. 


FITS-ALL NO. 9 


Designed to fit all 
standard doors and 
adjustable to many 
others. 


FITS-ALL NO. 8 


Features M-D's pal- 
ented “flower-pot” 
style holder. 


FITS-ALL NO. FS 


Can be adjusted to 
fit all doors from 22” 
to 30” wide, and 
from 75” to 55” high 
between stiles. 

AVAILABLE IN 3 EVERLASTING FINISHES 


FITS-ALL NO. 1 


Accordion-like action 
permits expansion to 
fit all doors. 











Sold by all Hardware, Lum- 
ber and Building Supply 
Dealers. 





ORDER TODAY—your order 
will receive prompt ship- 
ment! 























MACKLANBURG-DUNCAN CO. za 
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SINCE 1920 


WHAT'S NEW 








"WALDEN INC. 


two-way blower switch, quiet op- 
eration, and convenient 8-ft long 
cord. Ronson Corp. 


For more data circle No. 34 on postcard, p. 119 


THE MARK OF QUALITY TOOLS 


Stevens Walden offers you the largest 

most complete lines of all types and 
styles of wrenches — quality tools, 
popular priced for volume selling. 


All plastic tackle box 
Salt or fresh-water anglers will 
want this all-plastic tackle box, a 
low-priced model. Made of super 
high impact-resistant Dow 480 
STEVENS WALDEN, INC., Worcester, Mass. plastic, the Beachcomber is equip- 
ped with solid brass hardware and 
35 a ee NE ' nylon latch. Cantilever tray has 
compartments for all types of lures 
and small tackle. There is room in 

















The sinker that just slips on and HUGS THE LINE LIKE CRAZY 


RUBBERCOR SHOT 

















the bottom of the box for standard 
| bait and spin-casting reels. Box.is | 

| marbleized green and measures . ° 
| 12%,x434x57% in. Plano Molding Co. 


For more data circle No. 35 on postcard, p. 119 


Steel storage lockers 
Industrial plants, schools, stores, 
il ZE offices, and institutions will want 
Willlilima GZ the Penco Series 6000 locker line 


——— : 
a 7a <7 : Twelve styles include single, double, 


and multiple tier units. Line in- 








ue Sek: cludes two-person and duplex lock- 

nS Write for free samples and catalog information ers that provide full-height com- | 

MR WATER GREMLIN COMPANY partments for two people in space | 
WHITE BEAR LAKE, MINNESOTA occupied by one single tier unit. 
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WITH AUTOMATIC 


Model 5410 T 


DESIGNED WITH LOW FLUE OUTLET FOR EASY FIREPLACE 
INSTALLATION AND TOP HEATING EFFICIENCYS 


























Ordinary heaters have 
high flue outlet requir- 
ing downward bend in 
pipe connection to fire- 
place. Thisreduces 
chimney draft up to 
25% with resulting loss 
in heating efficiency. 


HEIL-QUAKER CORPORATION 


Lewisburg, Tennessee 


Quaker has a complete line of low flue heaters in all price classes 


4308 
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The Quaker heater with 
low flue outlet (only 24” 
to top of pipe) permits 
direct connection with 
fireplace, thus insuring 
maximum chimney draft 
and heating perform- 
ance. Saves fuel. 


4010 


Quaker Features that Guarantee 33% Fuel Saving 





5110 


Automatic ‘‘Warm Floor’ Blower—Turns itself on and off automat- 
ically. Circulates one-third more heated air than ordinary heater 
blower or fan. 

Giant Furnace Type Heat Maker — has 799% more prime heating 
surface than ordinary heater. Assures maximum heat transfer into 
home. Reduces chimney heat loss 42%. 


Automatic Air Feed— Supplies correct amount of air to burner at all 
times for super efficient combustion. Turns smoke and soot into heat. 


Minneapolis-Honeywell Decorator Round Wall Thermostat 

Automatic Safety Oil Control Valve — Supplies correct amount of oil 
according to valve setting. Built-in safety float prevents flooding. 
Exclusive Patented ‘‘Smokeless’’ Burner — Produces more heat from 
fuel. Safe, silent, no moving parts to cause trouble. 


Exclusive Ceramic Burner Rings — Provide years of trouble-free service 
without replacement. 






MAIL THIS COUPON TODAY! {"————~ | —~~———--7 


| HEIL-QUAKER CORPORATION 
Lewisburg, Tennessee 


Send complete information and prices on 
Quaker LOW FLUE Oil Heaters. 


Company 
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They PICK ‘EM UP 
and... LAY DOWN 
the Dough! 


SS 


Self Service BOLT TRAYS make it THAT EASY 


to sell BOLTS and NUTS! 


a simple to sell the most popular sizes of bolts 
and nuts when you have Lamson Self-Service 
Bolt Trays. 

The “nickel and dime” customers pick out their 
own fastener needs — saving you the time and 
steps it takes to poke through drawers and bins. 

But that's only half the story. Probably you 
have a more complete selection in the “back 
room”. The “up front” bolt trays help “advertise” 
and sell that hidden big black bolt stock. If 
customers can't find what they want in the trays 
they'll likely ask if you carry it. That’s your chance 
to sell from the “back room”. 

This is modern bolt merchandising at its best 
and most convenient... for you. Ask your dis- 
tributor about Lamson Self-Service Bolt Trays. 








ASSORTMENTS and SIZE RANGES 


For Lamson Bolt Tray 
Replacement 
Fasteners 

CARRIAGE BOLTS 

Ve" x1" to %y"x 4” 
SMALL MACHINE BOLTS 
Ve" x 1" to Xe" x 4” 
STOVE BOLTS—Rd. or Fiat Hd. 
Ye" x %" to %" x 22" 
LARGE MACHINE BOLTS 
%y” x 1” to Yo” x 6” 
CAP SCREWS 

Ue" x %" to Yo” x 2” 
HEX NUTS 

%," to Y2” tap 





The LAMSON & SESSIONS Ca: 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO « PLANTS AT CLEVELAND AND KENT, OHIO « CHICAGO « BIRMINGHAM. 
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Other styles include Penco 7, 8 and 
16-person group locker units. 
Lockers include new design and 
construction features such as 
internal lift door handle, con- 
tinuous strike door frame, inter- 
membered tier head construction, 
full-loop door hinges and optionally 
available auto-lock. Penco Metal 
Products Div., Alan Wood Steel Co. 


For more data circle No. 36 on postcard, p. 119 


Chemical crabgrass control 


Customers who want lawns free 
of crabgrass will want Chlordane 
crabgrass control. It is used 114 
lb per 1000 sq ft or 60 Ib per acre. 
Easily applied it stops crabgrass 
before it starts by killing the seed- 
lings. Chlordane must be applied 
well before seed germinates. Soil 
insects will be controlled for a 
period of years by the Chlordane 
crabgrass application. Literature 
offered includes experimental sta- 
tion test results. Veliscol Chemical 
Corp. 


For more data circle No. 37 on postcard, p. 119 


Fiber glass fishing rods 


The Garcia Gold Bond fishing 
rod series for 1958 includes models 
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for fresh and salt water spinning 
and baitcasting. This series of 
rods is made of Thermotex fiber 
glass and features Permalast air- 
craft gold finish. Each rod comes 
with a partitioned cloth rod bag. 
The 2-piece fresh water models also 


include a fiber carrying tube. 
Prices start at $23.75. Garcia 
Corp. 


For more data circle No. 38 on postcard, p. 119 


Plastic hobby horse line 


Western fans up to seven years 
old will want the Blue Ribbon 
Wonder Mare hobby horse. This 
spring-suspended horse is a life- 
like pinto, of durable vinyl with 





western saddle. Saddle height is 
25 in. Horse length is 41 in. with 
24 in. width. Mounted on metal 


base. List price is $34.95, chrome 
base $2 extra. Wonder Products 
Co. 


For more data circle No. 39 on postcard, p. 119 


Electric room heater 


This fan-type medium wattage 
built-in electric room heater model 





NB will sell to customers who want 
to heat smaller rooms that present 
heating problems. Offered in 120 
and 220 volt models with manual 
or thermostatic control, these heat- 
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VERYBODY 


is a customer for S-K/Lectrolite Wrenches 


ian ’ ys 
va a % 
P f f= 
1 as a 2 
caer # 
Be 
oi eZ 


Famey home handymen, 


appliance servicemen and even housewives 


S-K/Lectrolite Wrench Sets have great appeal for every type of hardware 
customer. In fact, hardware retailers who feature the S-K/Lectrolite line 
find that the big-ticket, big-profit sets produce twice the volume of indi- 


VI 


dual wrenches alone. That’s the reason why wrench sets are such an 


important feature of the NRHA Approved S-K/Lectrolite No. 100 Wrench 
Merchandising Program. 


The S-K/Lectrolite No. 100 Program provides every sales tool you need 
to make wrenches one of the most profitable lines in your hand tool depart- 
ment. Designed to save space while effectively displaying the fastest selling 


Ww 


Ww 


renches and sets, the No. 100 Program lets you cash in on a superb quality 
rench line priced to provide the wrench industry’s most outstanding 


values. Join the hardware retailers all over the country who are profiting 
from S-K/Lectrolite’s steady 3- to 4-time turnover. Ask your wholesaler’s 
salesman ... Of write, wire or ‘phone S-K/Lectrolite Tools collect! 


LEI! 


$-K/LECTROLITE 





TOOLS 
DEPT. 1403 


3535 W. 47th St., CHICAGO 32, ILL. and DEFIANCE, OHIO 





DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 
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SCREWS BOLTS NUTS 
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SER VE-SELF 
DISPLAY 
REDUCES 

YOUR COSTS 
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NEW BRILLIANT 
PACKAGING 


You HAVE to sell screws — so why 
not use this high-profit, low-selling- 
cost method? Self-service merchan- 
diser makes it easy for the customers 
to buy. Generous quantities in one- 
price clear-plastic boxes give the 
buyer more for HIS money, too. 
Everybody wins! 
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DraweRacks 
WITHOUT BOXES 


ee 59¢ EACH 


ALL WOOD SCREWS 
ARE “SPEED-IZED" (PRE- 
LUBRICATED) FOR EASY 
DRIVING IN HARD WOODS 





ADVERTISED NATIONALLY! 


Every month, from September 
through April, good-sized adver- 
tisements on “STOCK your 
SHOP” screws appear in these 
leading publications — PU- 
LAR MECHANICS MAGA 
ZINE, POPULAR SCIENC E 
MONTHLY, and THE SAT- 
URDAY EVENING POST. We Most leading hardware whole- 
are trying, with over 8,000,000 salers will have “STOCK your 
impressions every month, to SHOP" screws ready for prompt 
direct buyers to your store. Be | delivery. Put “STOCK your SHOP” 
ready for them! on your Wont Lists. 








ELCO ino SCREW CORP., ROCKFORD, ILL. 
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WHAT’S NEW 








ers are designed for nursery, den, 
workshop, dinette, dressing room, 
or larger bathrooms. Heater re- 
quires rough-in opening 10% x 
145°, x 3% in. List prices start at 
$37. Thermador Electrical Mfg. 
Co. 


For more data circle Ne. 40 on postcard, p. 119 


Metal, plastic tube cutter 
Do-it-yourselfers and industrial 
users will want the Little Giant 
tube cutter made to cut copper, 
brass, aluminum and plastic tubing. 





It will handle tubing from % to % 
in. The head block aligns tubing 
perfectly so that the cutting wheel 
is always at right angles to work to 
insure precision cutting without 
distortion and with minimum burr. 
Cutting wheel is of high speed tool 
steel. Miller Mfg. Co. 


For more data circle No. 41 on postcard, p. 119 


Boat running light kit 


Owners of smal! boats will want 
this running light kit developed to 





prevent night accidents due to un- 
lighted small pleasure craft in 
crowded waterways. Kit includes 
red and green bow light, white 
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stern light and double-powered dry 
battery which is leakproof and 
sealed in steel. All necessary hard- 
ware, mounting bracket, twin lead 
wire, weatherproof silver-contact 
switch and screws come in kit 
ready for installation. Kit meets 
U. S. Coast Guard requirements for 
night running lights for boats un- 
der 26 ft in length. Kit lists at 
$17.95, replacement batteries at 
$2.45. Burgess Battery Co. 


For more data circle No. 42 on postcard, p. 119 


Barbecue basting set 


Outdoor cooking fans will want 
No. 855 Androck basting set. At- 





tached to stove or brazier edge, the 
wire holder supports two aluminum 
kettles, one for sauce, one for but- 
ter, and two basting brushes. Held 
firmly in place, kettles cannot be 
tipped over, and brushes rest easily 
in place across the rack. Kettles 
and rack may be used on table. 
Basting brushes have absorbent 
white fibre bristles. List $4.98. 
Washburn Co. 


For more data circle No. 43 on postcard, p. 119 


Plastics refuse container 
Homemakers, industrial firms, 

and institutions will want this 8-gal 

Lustro-Ware plastic Refuse-Tainer 
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Make sure you have the New 


Fill in coupon below. 
Use page margin. 


W NAME and ADDRESS 


. ee 





Here are fans with all the glamour and sparkle of today’s 
square, slim modern look. Smart decorator colors of 
mocha brown... off-white high impact resistant plastic 
diffuser grille... gleaming gold instrument panel make 
the deluxe fan a sure sales winner. All other models are 
equally as modern with the slim trim look. Just seven 
Fasco models are all you need to give a complete selec- 
tion to your customers. There’s a fresh look all about 
Fasco—new line — new prices—new sales policies. 
Send in the coupon for beautiful color catalog and 
complete information. 


FASCO INDUSTRIES, INCORPORATED 


126 Augusta Street ° Rochester 2, New York 






There’s a fresh look at 


WCITY and STATE 














WHAT’S NEW 








C-1088S. It stands 19% in. high. It 
is made of polyethylene plastic with 
seamless leak-proof bottom. Odor- 
sealing cover has large molded-in 
handle and strong metal bail for 
easy lifting and carrying. Bottoms 
nest to save space. Offered in red, ’ ; 
vellow, turquoise, or pink. It can 
be used as covered trash, garbage 
or diaper container, or as picnic ‘ . 
hamper or cooler. List $4.95. Co- 


lumbus Plastic Products, Inc. 
For more data circle No. 44 on postcard, p. 119 














Electric paint sprayer kit 
Do-it-yourselfers and profession- 
al painters will want this electric 
paint sprayer kit. Packed in eye- 
catcher package in colors, kit in- 
cludes BVI electric paint sprayer, 
with built-in motor and jeweled 
nozzle. Can be used to spray paint, 











Cash in on v 

your cust — 
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preference for 
Braided Cotton 
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and bigger Profits! 
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All-weathe. t kink or rave} Pins eamting 
connected 50 ~~. Popularly mow al — 
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ford’s _ Packaged in Shu £th hanks 
ver-wrapped clear 1... 
e . 
bag. Packed 12 hanks _ film 
isplay carton, self- 


more sales 
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Mosel VS 


Alpye 
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varnish, enamel, mothproofers, gar- 
den sprays, and insecticides. In- 
cludes two touch-up containers to 
replace regular jar for touch-up 
- and other small jobs, angle nozzle 
le. tees adapter for spraying up or down 
ca Good Housckeeplag without tilting sprayer, and fog- 

PF 4s soveanare vt ging nozzle kit for use with moth- 

proofers and insecticides. How to . P 

spray booklet is part of kit. VS-815 
deluxe electric paint sprayer kit 
lists at $19.95. Burgess Vibrocraft- 


ers, Inc. 
For more data circle No. 45 on postcard, p. 119 
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Barbecue grill lighter 
OER ce é Customers who like outdoer cook- 
: CLOTHES LINES « TWINES Shufo line ing will want the LCU-16 Insta- 
PRESSURE - SENSITIVE PAPER TAPES ——ord meee 1880 Lite Fireball barbecue lighter. Ad- 
a a Mills | justable to match-size flame or a 
1-ft fireball, the handy lighter is 16 


World’s Largest Manufacturer of Cotton Cordage in. long to keep hands and face 





INC 
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it's so simple with the 


Try this EASY way to make $1000 











FLOOR SANDERS 


ak ah 


« 
PS a 


A nmnammemnene = lie 8 








MERICAN 











Sander Rental PROFIT-PACKAGE 


First in 


Floor Machines 






Your customer calls for it, takes it home and delivers it back to your store 
for you. 


Our recognized how-to booklet shows and tells your customer how to use the 
American Sander to obtain a professional job of floor refinishing. All you do is 
collect the sander rental fee and se// your customer the many tie-in items that 
go with this profit package. 


Feature editorial articles in National Publications encourage your customers to 
refinish their floors. And our exclusive sales promotion material clinches the 
sale for you at the point of purchase. 


We know you are going to make $1000 or more net profit and our easy to use 
rental record pads record each transaction for you—so you know it, too! 


Do-it-yourself is growing. So be sure you are ready with the most profitable 
rental tools you can stock. Write us today for details. 


MAIL A POSTCARD TODAY 











ao = Send now and get this val- 
_ uable book free—no obliga- 


ys z 4 tion! It tellsand shows how 
x to sell more of everything 

in your store! And how to 

3 eee | x _ make $1,000 Extra Net 


MERICAN' 


FLOOR MACHINE CO. 


ESTABLISHED 1903 
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PO atc Profit year after year! 





a division of American-Lincoln Corporation 
522 So. St. Clair St. «¢ Toledo 3, Ohio 
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Mr. Dealer: 






GET IN THE 
RCLE 









4 NEW 


"58 FORDS 
(RANCHEROS) 


YARDLEY 


There’s an entry blank in 
every coil of Yardley pipe 


Fill out... mail in... 
nothing else to do! 





See opposite page for 
complete list of prizes 
and contest details 
MAIL COUPON TODAY FOR 


THE NAME OF YOUR YARDLEY 
PIPE DISTRIBUTOR 


Yardley Plastics Co. 
142 Parsons Ave., Columbus 15, Ohio 


Send me further information on the Plastic Pipe Contests and the name of my 
Yardley pipe distributor. 


Name _ 
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City State 




















WHAT’S NEW 








from fire-bed. Disposable sealed- 
steel can of Insta-Lite fuel attaches 
to flame nozzle and tube to produce 
smokeless, odorless, non-poisonous 
flame of blow-torch heat intensity 
for quick fire-lighting. Jnsta-Prod- 
ucts Div., Knapp-Monarch Co. 


Fer more data circle No. 46 on postcard, p. 119 


Packaged play tent line 


Children from 3 to 7 years old 
will want the Tom Tom ‘Tepee 
packaged play tent. Three different 
drawings of Indian boys, printed in 
red are on all sides. Polyethylene 
package can be hung on wall, hook 





or used in counter display. Made of 
4-0z yellow tent cloth tepee is 5x5x5 
ft at base and 40 in. high. Lists at 
$5. Package is 10x19 in. and has 
ten stakes and center pole. H. Wen- 
zel Tent & Duck Co. 


For more data circle No. 47 on postcard, p. 119 


Steel shelf room divider 


Homeowners, professional men, 
and business office managers will 
want these three or four shelf room 
dividers with shelves of satin black 
finish 24-gage steel. Trim is baked- 
on enamel. Four-shelf size is 36 in. 
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CONTESTS : “Matty 


\W\\\\ | PLASTIC PIPE 














“It’s easy! 
Just 

NAME 

man ME!” 





mn 


“NAME ME... and you may 
win a 1958 Ford Ranchero pick- 
up truck! Or any of the exciting 
prizes shown below!’’ 








FOUR 1958 FORD RANCHEROS 


100 ADDITIONAL HIGH-QUALITY PRIZES 








WHO'S ELIGIBLE: 


Anyone in the United States who buys pipe 
of ALATHON® 25 polyethylene resin from job- 
bers or distributors and sells to users. This 


includes retailers, plumbers, well drillers, etc. 


HERE’S ALL YOU DO: 


1. Detach official entry blank on your current 
shipment of pipe made of ALATHON 25 manu- 
factured by Anesite Company, Crescent Plas- 
tics, Inc., Franklin Plastics, Inc., Plastic Pipe 
& Tube Div., Plastic Process Company, Re- 
public Steel Corporation and Yardley Plastics 
Company. (If you are not stocking pipe of 
Du Pont ALATHON 25, ask your jobber or con- 
tact any of the manufacturers mentioned to 
learn how to get in on these exciting contests!) 


2. Choose a name for the pipe character. 


3. Fill out and mail the self-addressed entry 
card. Entries must be postmarked by mid- 
night of closing date of each contest. (Starting 
and closing dates of each contest are listed 
under prizes.) 


HOW THE CONTEST WORKS: 


Enter as often as you wish. Submit one 
name only on each official entry card. 


All entries must be submitted in your 
own name, but that doesn’t mean you 
can’t get some help in thinking of the 
names. Why not make this a family 
game? Ask the wife and kids to join you 
in suggesting names. You'll be surprised 
at how many names you can think of in 
only a few minutes. You don’t have to 
limit the name to one word, either; use 
two or even three. 


Prizes will be awarded for the best 
names received from each region shown 
below on map. Judging will be by an in- 
dependent organization, on the basis of 
originality and aptness of thought. If 
more than one person submits the win- 
ning name, duplicate prizes will be 
awarded. Decision of the judges will be 
final. No entries will be returned. Al! 
entries and ideas therein become the 


property of E. I. du Pont de Nemours 
& Co. (Inc.), to be used as it sees fit. 


WINNERS WILL be notified by mail as soon 
as possible after each contest closes. A 
list of winners will be sent to any con- 
testant requesting same and enclosing a 
stamped, self-addressed envelope. 


Each region will have five winners in 
each of the five contests. (Prizes and 
closing dates shown below.) After the 
fifth contest, all winning entries (25 from 
each region) will be judged for grand 
prizes, and a Ford Ranch- 
ero will be awarded for 
the best entry in each 
of the four regions. 







Contests are sub- 
ject to federal, 
state and local 
regulations. 





Here are prizes and contest dates: 





ey ; : 

§ le 

. ey Oe 

re ke FP eg ' 
oa . 


~~} 




















2 WESTINGHOUSE . 20 ZENITH 
CALENDAR 2 WARING 20 KODAK MOTION 2 LEEDS NESTED TRANSISTOR 
CLOCK-RADIOS BLENDORS PICTURE CAMERAS LUGGAGE SETS 


POCKET RADIOS 
Contest No. 5 starts June 16, 
ends midnight, July 31 


Contest No. 1 starts March 1, 
ends midnight, March 31 


Contest No. 2 starts April 1, 
ends midnight, April 20 


Contest No. 3 starts Aprii 21, 
ends midnight, May 11 


Contest No. 4 starts May 12, 
fends midnight, June 15 








ONE FORD RANCHERO WILL BE AWARDED 
IN EACH REGION SHOWN ON MAP 








S£6. y_s. Pat, OF 


Better Things for Better Living . . . through Chemistry 


HARDWARE AGE, MARCH 27, 1958 


137 





2 fast moving, profit building 
items for Spring 





































Screen Materials 


Springtime is screen time—and this year 
new homeowners and old homesteaders 
alike will be making their own screens with 
Reynolds Do-It-Yourself Aluminum. 
Screens are easy to make with Reynolds 
Do-It-Yourself Aluminum . . . a complete 
screen can be made in about 15 minutes. 
Preformed screen sections in 6, 8 and 12 
foot lengths, snap-in corner locks, braces, 
vinyl splines—all the materials for your 
customers are ready made—make sure your 
stock is complete. Show your customers the 
advantages of making their own screens— 
and get tie-in sales of miter boxes, saws, 
files and aluminum screen wire. 


Lawn Edging 
Here is the superior aluminum lawn edging 
that your customers will be buying and 
| using this year. Reynolds Aluminum Lawn 
Reso age ue a _. Edging is heavier gauge—.0/9 gauge alu- 
A | minum instead of .016 like most others. It is 
_ stucco embossed for still more strength. 
_ And, only Reynolds Aluminum Lawn Edg- 
ing has rolled—not crimped—edges for 
greater safety, easier installation. Now 
available in two popular packages . . . 100 
- foot “‘Take me Home” roll—the length pre- 
jee 9a ‘by users; plus a handy 40 foot, 
-“Lawnscape Trim” roll for small, trimming — 
i obs Both rolls are marked every 12” . 
_ €asy to cut to needed lengths. Sure to be a 
_ best seller this spring, so stock up today on 
- Reynolds Aluminum Lawn Edging. 
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DO-IT-YOURSELF 





Make your Reynolds 
Do-it-Yourself Aluminum rack 
a “Profit Center" in 1958... 


Homeowners go for Do-It-Yourself Aluminum be- 
cause it makes home fix-up easier—it’s just the thing 
for many particular repair or maintenance jobs. A 
completely stocked rack is a high-volume, big- 
profit, center—keep yours stocked and out where 
your customers can see it—you’ll find customers 
coming back time after time for more, handy, Do- 
It-Yourself Aluminum. 

Remember, ordinary woodworking tools are all 
that’s needed with Reynolds Do-It-Yourself Alumi- 
num—it won’t harm hand or power tools. You can 
build profitable related items sales with Reynolds 
Do-It-Yourself Aluminum, too—ask your customers 
if they need tools, blades, bits etc... and aluminum 
fasteners . . . when they shop your Do-It-Yourself 
Aluminum rack. 


Double Channel 
Track Sets for 
be Doors 


Here’s a Do-It- 
Yourself Aluminum 
item that’s a must 
for home craftsmen 
building projects 
where sliding doors 

fe are planned. Glass, 

i ie PZ masonite, plywood 
+ ti 4, 7a all fit—and glide— 
perfectly in the 

AP smooth, preformed 
Yor %4inchchannels. 

Double Channel Track Sets come in six foot 
lengths, have a wide flange far easy fastening to 
frame, and have a handsome satin-striated finish on 
the exposed side. 

Next time a home craftsman buys material for 
cabinet work, show him Reynolds Do-It-Yourself 
Sliding Door Track Sets—he’ll thank you and be 
back for more. 





Watch Reynolds All Family Television Program ‘‘Disneyland’’, ABC-TV. 


REYNOLDS Do-It-Yourself ALUMIN 








ADVERTISING 





Reynolds Do-it-Yourself Aluminum advertising 
packs local punch—appears in Parade and This 
Week Sunday supplements—reaching customers 
in your trading area. Plus, “how to” projects in 
Popular Mechanics and Popular Science. 


Matching 
Hostess Tray 


ee 


Free—Project Sheets for your customers. Keep 
your rack full—send today for complete list. Use as 
mailer, envelope stuffer, pass out to customers. 












REYNOLDS 
HELPS YOU 
BUILD SALES 
AND 
PROFITS! 





2498 South Third Street, Louisville 1, Kentucky 
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SEV te today in the 


nation’s most interesting 


homes! 






Your most profitable 


Cabinet hardware line! 


\> STAR'S * 












FAST SELLING 





ine 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 














Ask for complete 
catalog i 
list TODAY. At- 
tractively finished 


Birch 
11/o""x1 
to d 


mounted samples 
available 
request. 


STAR 


380 But! 


Polished Brass, 
Nickel or Prime Coat. 






Polished Copper, 


wae SWEPT-WING 
HINGE 
7516 

© Semi-Concealed 
Type in %", '”", 


Offset Type in %" 
#51 


_— 
Flush Type 


OVAL HINGE 
=. #520 


© Semi-Concealed 
in %". Wh" 


1 
Offset Type in %"' 
#522 
Flush Type 


V-PULLS (with concave center) 
Sy» +595 

3'* Centers 

(not avail- 

ble in Nickel) 


KNOBS & BASES 


##597—I'/."" Knob 
#597—2"' Knob 
3##510-B—2'/,"' Base 
##510-B—3'/,'' Base 
(may be purchased 
separately or in any 
combination 


desired—not avail- 
able in Nickel) 


ALWAY MAGNET 
CATCH 
#232— 


Only catch in its 


price class that can 
be used on lipped, 
flush or overlay 
doors 
only) 


(Aluminum 








& price 


Plaque 
Si." x /2" 
isplay 











upon 








Rgopucts ©°- 


AL P 
MET aaa nN. Y- 


er street, Bro 


Sold through wholesalers only 











WHAT'S NEW 











long, 39 in. high. Three-shelf size 
is 36 in. long, 28 in. high. F. D. 
Kees Mfg. Co. 


For more data circle No. 48 on postcard, p. 119 


Toy gun holster sets 


All boys who like western film 
heroes will be interested in the new 
toy gun holster sets in the Have 
Gun, Will Travel licensed design. 
Holsters are made to look like those 
used by Paladin in the weekly CBS 
telecast. Other licensed tie-ins in 
the line include toy holster designs 
like those used in Gunsmoke, High- 
way Patrol, and Captain Gallant 
shows. J. Halpern Co. 


For more data circle No. 49 on postcard, p. 119 


(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


———— 





(Continued from page 16) 





ment. 
the right type sprayer. 


It helps customers select 
To op- 
erate selector insert plug at end of 
a wire into a hole along side the 








job to be done. When contact is 
made a light flashes, indicating 
sprayer or duster recommended. 
Fourteen types of equipment, both 
hand and power-operated are 
shown. All merchandise is packed 


in only two special shipping car- 
tons. Compression sprayers are 
completely assembled ready for 
display. H. D. Hudson Mfg. Co. 


For more data circle No. 50 on postcard, vp. 119 


Gravity-grip hanger display 

The Handy-Hanger display car- 
ton comes with 25 hangers. Hanger 
projects 2%, in. from wall. It is up- 
angled to hold tools securely. Made 
of cadmium-plated steel it can be 
nailed or screwed to walls or studs 
to support lawn mowers, shovels, 
ladders, garden hose and other 





bulky or heavy equipment. List 
price of hardware, 25 in pack, $5. 
C. Hager & Sons Hinge Mfg. Co. 


For more data circle No. 51 on postcard, p. 119 


Paint roller merchandiser 


Both do-it-yourself fans and pro- 
fessional painters will be attracted 
to the Golden Gem paint rollers 
shown in this merchandiser. Your 
customer can select roller of his 
choice and handle and roller cover 
suggested in the EZ Paintr Roller 
Selector. The Golden Gem is of- 
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fered to permit two-handed paint- 
ing of floors, ceilings, and sidewalls 
with extension handle which screws 
into end of jewel-tone handle with 
a simple twist. Holder for supply 
of brochures on two-handed paint- 
ing is part of the unit. Sturdy wire 
stand is offered free to dealers with 
initial stock costing $94.44. EZ 
Paintr Corp. 


For more data circle No. 52 on postcard, p. 119 


Casting reel display 
The eye-catcher display pack 
number 27 features six models of 


b / TONS On 





casting reels, the display being of- 
fered at no cost to dealers. Reels 
are 1700, Mercury 2550, 
Green Hornet 2200, Fleetwing 2475, 
Veteran 1100 and Altoona 4200. 
Reels have retail value of $41.80. 
Bronson Reel Co. 


For more data circle No. 53 on postcard, p. 119 


Lashless 


Metal drill assortment 


The H22-DA drill assortment in 
an attractive dispenser includes 
quick sellers in high-speed drills 
and drill sets. Drills are all larger 
than 1% in. but all fit 14-in. chuck. 
Dispenser size is 9x7% in. and 
stands 12% in. high. It may be 


mounted on a perforated board or 
Holds 


used on counter. 34 drills, 
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Stock complete-line ATLAS... 
it makes good dollars and sense! 


Standard of the industry since 1810, the full Atlas 
line is equivalent to roughly 12 scattered sources 
of supply. By using this ove source you eliminate 
ll extra orders, 11 extra invoices, 11 extra ship- 
ments, 11 extra brands to inventory. And these eco- 
nomies can actually imcrease your profits as much 
as 5%! 

Yes, it makes good sense to specify complete-line 
Atlas. You get top quality at competitive prices, 
uniform “family” packaging, modern displays. .. 
from one source. You save time, trouble, and 
money! 


Atla 


® FAIRHAVEN, MASS. °® 





Stock the line in the 
famous Red Boxes 


TACK 
CORP. 


HENDERSON, KY. 
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there are 
BETTER profits 
in MAGNESIUM 
products 

























Here's real safety ... in 
a light-weight extension 
ladder. Strong, rigid 
and durable, these lad- 
ders are unbelievably 
handy. Fluted, non-skid 
rungs are punched thru 
and rest right on the 
1-Beam side rails, secured 
by continuous outside 
welds. Sections interlock 
for maximum sliding 
ease. Equipped with 
rope, pulley and spe- 
cially-designed locks. 





UREF 
KUOWL 


World’s most compiete 
metal ladder line 


MAGNESIUM 
LADDERS 


Outlast . . . outperform other ladders. 


© So light a 40-ft. ladder can be easily 
handled by one man 

¢ Stronger than any other metal ladder, 
pound for pound 

* Precision engineered 

¢ Fireproof, rustproof, corrosion and shock 
resistant 

¢ Non-magnetic, 
sparking 

Write for full information, catalog and 
prices on the world's most complete metal 
ladder line . . . other household products. 


ava’ HITE METAL ROLLING 
s STAMPING CORP. 


443 FOURTH AVENUE, NEW YORK 16, WN. Y. 
Pionts: Warsow, Ind., & Brooklyn, N. Y. 











non-smudging, non- 


World’s Largest Producers 
of Magnesium Products 
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TO HELP YOU SELL 





eight popular sizes all above %4 in. 
diameter, two No. HS-45 metal 
working drill sets and 4 No. HS-6 
sturdy drill sets. All individual 
drills packaged in plastic tubes. 
Unit has non-breakable plexiglas 
cover and is attractively finished in 
green hammerline enamel. Stand- 
ard Tool Co. 


For more data circle No. 54 on postcard, p. 119 


Floor wax display stand 


This 3x5-ft display stand holds 
a complete stock sampling of Tre- 
wax floor wax. Made of black 





wrought iron with perforated 
board backing and %4-in. shelves 
this stand has Zolatone finish. Dis- 
play includes brochures and cus- 


tomer product samples. Trewazx 
Co. 


For more data circle No. 55 on postcard, p. 119 


Tinting system display unit 

This counter display is offered to 
introduce a new tinting system for 
powdered and liquid water-base 
paint products. This system uses 
predistributed paste tinting color in 
tubes. The system is for use with 
Reardon’s Bondex cement paint, 

















NEW EASY SALES 


with fast-moving, new 


SUITCASE 
WANA. STYLE NO. 555 


PORTA-GASOLINE CAN 





New, rectangular 
style made of rug- 
ged, 20-gauge steel 
holds 3 gallons plus, stores in small space. Ex- 
clusive patented reversible pouring spout stores 
inside can when not in use. Lustrous baked red 
enamel finish. Also available in 614-gal. size. 


HIGHEST QUALITY GAS CANS for every 


MOTORIST, SPORTSMAN, FOWER GARDEN 
TOOL OWNER, and many others. 


No. 523 2-Gal. Emergency Can 


Easy-on-the-poeket price with 
quality features! PATENTED 
reversible spout, filter sereen 
and air vent dust cap seal. 
Rust proof finish, leakproof 
soldered assembly. Also 
available in 1 gal. size. 


WRITE TODAY 
for literature and 
prices 


EDWARD CAN CO. 


6260 Northwest Highway ¢ Chicago 31, Ill. 













TREATED 


t 
SILICON pOPPET 


RUBBER 


Tapped one or two 
holes for attaching 
™ Pressure Switch, 
, Pressure Gauge or 
Snifter Valve. 


No. 350 


Here’s the answer to your 
Check Valve problems on submersible 
pumps. The taper-type rubber poppet 
is noiseless, can’t leak, opens easily. 
Works in any position. All bronze body. 
Four sizes, 1” through 2”. May be 
tapped for one or two side connections 
as shown. Used as original equipment 
by many leading pump manufacturers. 


Order from your Jobber or write 
today for Bulletin No. 304 


STRATAFLO PRODUCTS, INC. 


INDIANA 


FORT WAYNE 1, 
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SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT AND FINISH 









Patterns are available for practically all plows, listers, 
middlebreakers in No. 1 soft center or No. 2 crucible 
steel of the highest quality obtainable. Also, we are 
now producing a new line of Star Blade-Type Plow 
Shares — in regular and short patterns — made from 
solid steel, rolled to our own strict specifications, and 
automatically heat treated for maximum strength and 
wearing qualities. You'll want complete details now. 


STAR MANUFACTURING COMPANY 
hs @), Olam eel, (@)\ an) 1@), it. an 10) Oa ae 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873 








No. 535 


Pipe & Bolt Threading Machine 
Complete with 1 Universal Die Head 
and 2 Sets of Dies, 2" to 2”... 





























Want more LUBRICANT SALES? 


‘. STOCK NEW 


EE , —All-Purpose, Graphitoid 
Now, innew, ea mii Mm, DRY LUBRICANT 


larger, plastic 
puffer guns! Long, 
tapered nozzle. Big, 
handy closure cap. 








f 


1 aX 


mii 


STAINLESS © GREASELESS * ODORLESS 


a 








L | (Slightly higher in Canada) 
: AZ Perfect for METAL ® WOOD | 
ASE LEATHER © RUBBER © PLASTICS | 





Wherever there’s a squeak ... 
New 1-900 Display whenever something sticks . .. 


7 5 rofits in 
Holds 12 plastic puffer you've get a prospect for Loe. Save time and boost output and p 


i w, lor 1 | . ' ; ; . 
: Ove, Colorful, attraciue.  A-SPRAY! And that’s just about | your pipe department! 535 is built like a 
fast-selling. everywhere! Home — Office — | machine tool, designed to thread, cut and 


Auto — Shop, they all need ream with speed and ease no other machine 
LuB-A-SPRAY. It’s cleaner .. . 


handier . . . better in every way. offers you. Compare its slip-proof Speed Chuck, 
A Bic Prorit IMPULSE ITEM! | front chucking, instant size-change right in 
Order LuB-A-SPRAY today. | carriage, and many other RIGO features. 





-a > 





New L-400 Display pet as. scant _—— these BETTER- | It pays you to see and try this most-for- 
Holds 6—3 Oz. re- ubricants, too! . ’ 
filable plastic dispens we.menaen ¢ paler on | your-money 535 at your Wholesalers 
ers. Brilliant 4-color dis- — ° 
play. Sig proft-meheri LUB-A-KIT © LUB-A-CABLE before you decide. 


PANEF MANUFACTURING COMPANY 


102 —. WALNUT STREET © MILWAUKEE 1, WISCONSIN 
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\ore New Customers 
More Open Stock Nales 


» GETTINGS 
NEW 3-PC. “STARTER” SE 
O 
WITH TW 
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4 exquisite patterns - 4 lovely colors to 





Boonton Patrician Patterns only 3.98 
open stock value 5.60 


Boonton Patrician Solid Colors only 2.98 


open stock value 4.25 
(includes dinner plate, cup and saucer) 


Now you can start your customers on special 3-pce. Patri- 
cian place settings and automatically make them continu- 
ous open stock buyers. Start with place setting sales of 
2.98 or 3.98 ... and sell $20 or more at open stock prices! 


It’s Boontonware’s special introductory offer on Boonton 
Patrician, the dinnerware that defies breakage. Backed by 
national advertising to spur demand; local ads to direct 
sales your way. Stock up for vigorous volume. Order today! 





GUARANTEED AGAINST BREAKAGE 


oontlonwarte: 


finest of all Melamine dinnerware 
BOONTON MOLDING CO., BOONTON, N. J. 
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TO HELP YOU SELL 


Reardon’s heavy-duty paint and 
with Dramex texture finish and 
Dramex ready-mixed. Tinting col- 
ors are in unbreakable plastic tubes 
packed in eye-catching gold foil 
cartons. Reardon Co. 


For more data circle No. 56 on postcard, p. 119 








Bathtub anchor display 

This 9x12-in. counter display is 
free to dealers with their first or- 
der for 12 or more Hol-Anchors 
bathtub hangers. One is mounted 
on display to illustrate proper use 
of the device. Hol-Anchor, made of 
high-tensile aluminum alloy, is ad- 
justable for quick installation and 
easy leveling of tub. Use of Hol- 


HOL- ANCHOR 


0 sg | AGER 





Anchor, which is mounted in wall 
behind tub, will eliminate need to 
recaulk. Hollaender Mfg. Co. 


For more data circle No. 57 on postcard, p. 119 


Packaged nails in new boxes 


A new design for boxes for 
Sterling packaged nails in 1, 5, and 
10-lb units will attract do-it-your- 
selfers and professional carpen- 
ters. Functional design is in bright 





HARDWARE AGE, MARCH 27, 1958 





red on a gray linen-effect back- 
ground. The word nails is in a 
bright red circle with trade name 
Sterling and company name in solid 
red type. The master shipping con- 
tainer for these new boxes has also 
been changed. Northwestern Steel 
& Wire Co. 


For more data circle No. 58 on postcard, p. 119 


Display for household glue 


The 1%-oz Wilhold Glu-Bird 
with fine line tip now comes in a 





display carton. This white glue is 
fast setting, strong but never 
sticky. Wilhold Products Co. 


For more data circle No. 59 on postcard, p. 119 


Garden chemical handbook 


Know Your Line is the title of 
a new handbook on Acme insecti- 
cides and fungicides. It gives facts 
on composition and application of 
each Acme product, and offers talk- 
ing points and tips. This handbook 
complements the Acme Spraying 
and Dusting Guide, a free folder 
for customer distribution which 
gives simple directions for garden 
chemical use. Acme Quality Paints, 
Inc., Insecticide Div. 


For more data circle No. 60 on postcard, p. 119 


Drill set repackaged 

Here’s the new package for Dia- 
mide carbide tipped masonry drills. 
Sets are packed in a 51%x3%-in. 
plastic box with snap-shut lid. Drill 
specifications are double marked in- 
side the box on two-color card stock. 
Specifications can be read from top 
or end of box, allowing package to 
be displayed on a shelf or on a 
counter. This also eases taking in- 
ventory. Drills are set in polysty- 
rene plastic foam, slotted to match 
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Mr. Wholesaler 


A Sure Way to Increase Profit 
on Industrial Hardware 





THIS WAY 
= 


=. 


Not this way 





Buying from 10 
sources means seeing 
10 salesmen 


Buy from 1 source 
that offers a complete 
line. See 1 salesman 


1 invoice, 
1/10 as much 





10 times as many 
invoices, typing, 


bookkeeping, typing, 

telephoning, bookkeeping, 

telegraphing, telephoning, 
trouble. 1/10 as much trouble. 


This is the 


Practical W ay 


Why try it the 
Hard Way 
We would like to show you how concentrating on dependablie 


WC and Anchor Brand Hardware will pay off in several ways 























NORTH & JUDD 


Manufacturing Company 
New Britain, Connecticut 


























































@ A 58'2"-high display in three 
bright colors to attract all 
customers 


® Stands on floor or hangs on wall 
@ Front panel swings open, shows 
how to apply hinges 


® Holds your choice of these four 
assortments: 


— all steel 

— all brass 

— steel, brass and aluminum 
— steel and brass 


@ Assortments include hinges 30” 
and 48° long (merchandiser also 
accommodates lengths 1’ to 6’) 


@ Screws visibly packed with in- 
dividual hinges 


@® Pocket for free how-to literature 


Continuous hinges have a 
natural appeal to all handy- 
men, hobbyists, craftsmen and 
do-it-yourselfers. Boxes, lou- 
ver doors, cabinets, chests— 
all look neater, stronger, 
more modern when they’re 
equipped with these long-last- 
ing, warp-preventing hinges. 


Ask your wholesaler for de- 
tails on M-1 merchandisers 
and their profitable assort- 
ments. Or write Stanley Hard- 
ware, Division of The Stanley 
Works, 383 Lake St., New 
Britain, Connecticut. 


STANLEY 


Sell continuous hinges 
from eye-catching 






















































TO HELP YOU SELL 











individual drill diameters. Packages 
contain five spiral twist drills from 
3/16-in. through 1 in. Each drill 
has 4-in. shank. Diamond Expan- 
sion Bolt Co. 


For more data circle No. 61 on postcard, p. 119 


Drain tray bonus offer 


Dealers who want a spring sea- 
son promotional item will be inter- 
ested in the Prettyware bonus. 
Stock No. 1520 drainboard tray, 
16x20-in., is offered at regular 
price of $3.29 in a polythelene bag 
with a bonus item. Bonus item is 
regular 98¢ retail item No. 1600 
sink bottom mat at no additional 
cost. This will give consumer a 
$4.27 value for only $3.29. Tray is 
offered in choice of seven colors, 
the sink bottom mat in white. 
Offer expires April 15. Pretty 
Products, Inc. 


For more data circle No. 62 on postcard, p. 119 





NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Diamond perforated shelves 


These new Spacemaster metal 
shelves are in 30 and 60-in. lengths 
and in 2 in. multiples from 8 to 24 
in. wide with ticket channels for 
7% in. price tickets along front 
edges. Diamond perforations take 
complete assortment of binning, 
banding, and splicing equipment. 
All-steel shelves introduce new slot- 
ting principle on undersurfaces to 
permit shelves to be placed at any 
angle from 0 to 90 degrees. Spe- 
cial brackets are not needed for 
angular shelf installations. These 
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Quality that’s KNOWN... features that PULL...prices that SELL! 
ee 





TWO ROLL-A-BREEZE MODELS 





a. 1958 FANS 


Arvin quality is up again—yet prices are unchanged or lower! 
All eleven 1958 models are made of heavy gauge steel, with 

‘ electronically balanced aluminum blades, and 4-point cross- 
braced mounting of Arvin’s high efficiency motors. With Arvin, 
the fans you sell don’t come back—the customers do! 











MOST VERSATILE LINE OF 20-INCH WINDOW FANS 


Ea 










Illustrated above is Arvin’s brand new combi- 
nation fan and Roll-A-Breeze pedestal in a low 
cost, self-contained unit. Tubular pedestal and 
fan are finished in charcoal gray enamel; jet 
black blades contrast with white enameled grille, 
front and back. Fan rotates through 360° holds 
| firmly at any desired position. Rolls si- 
aT i = @ : : : lently, easily, on large rubber wheels. 


s ; ; § 









Lily ee 4q DE LUXE ROLL-A--BREEZE 
Midi i is 4. Lf : : : PEDESTAL FOR ANY ARVIN 
| . 20-INCH PORTABLE FAN 
Chrome and charcoal gray enamel 
finish; big wheels. Fan position 
adjusts between 60” maximum 
and 31” minimum height— 
rotates through 360°. 


eat 


see 








; 
; 
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TWO SMART 14-INCH FANS 


Next to quality, versatility is the outstanding feature of the 1958 line 
of Arvin 20-inch window fans. 


There are two models with integral window panels. . . two “‘lift-out”’ 
window-portables with panels included . . . three others with matching 
panels available at extra cost. 





Three of the 1958 Arvin 20-inch window fans are electrically revers- 


, ible . . . two are thermostatically controlled. Four have three speeds ve Most popular size portable for use on 
three have two speeds. A choice of motors, body and grill design, finish desk, table, floor or window. Model 7614. 
and trim provides further variety. illustrated, pivots freely in a handsome 


tubular stand so air flow can be directed 
up, down, at any angle. Holds firmly in 
any position. T'wo-speed weather-proof in- 
duction motor, coppertone finish, chrome 
grille. Available without stand as Model 
WINDOW PANELS fit any double hung frame from 27’ to 3614”. 7414, with or without window panels. 
Model 601 for 20” fans in coppertone, white or charcoal; Model 614 
in coppertone only for 14” fans. 


ALL UL LISTED » GUARANTEED 5 YEARS + SEND FOR DISPLAYS, BANNERS, MAILERS, MATS 


* 
Electronics and Appliances Division Arvin INDUSTRIES, Inc., Columbus, Indiana 
Arvin also manufactures Home Radios, Portable Electric Heaters, Car Heaters, a 


Ironing Tables, Leisure Furniture, ‘‘Charky”’ Grills. | Ceormes™ 


Arvin’s wide range of prices, features and styling meets every possible 
customer demand. 
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— ii.. NEW EQUIPMENT 
Your Nfejejel=): latets Be baane } % New cost saving equipment 


| for the store and warehouse 
FULLER money- making | = | 
specials like this _ —— | 































i WEOTicAaAtL 
« o 
¥ U ’ eR 
- Theyre NEW... Theyre HOT ~~ 
s They're FIRST QUALITY & ; 
3-Piece File Set in a : ; 
Plastic Kit 'C TA L *100 
— pod value $1.70) : i Biot a ‘he  eteasent 
7” Double Extra Slim Taper File SS Bi it” er 
8” Mill Bastard File ; eg 
8” Round File | ‘fi | Shelves may be used with Space- 
. The most needed files. Made in Portugal gi . 
* to U.S. Govt. Specs., they are special - OF | master slotted members and brack- 
sis hi bon steel, hot forged and j 
i coaiies heskesd Noo nee ae | ets on walls, islands, and over ta- 
> better files at any price and we've priced bles. Shelves finished in smooth 
a them to you at only 67¢ per set to give j 
~ you a 33¢ profit on each one of them! A i baked enamel in gray, ivory, terra 
, fn eee fabiano uae for No. 170 Z i , 
a TODAY . seme aie abet Fuller's | af | cotta, chartreuse, aqua, charcoal, 
" other money-makers too. ns and white. A new square shaped 
ke . — a de na na aac eaeaeal mE: merchandising end frame E4404 is 
[is FULLER | TOOL COMPANY, INC. also offered for use with the new 
nice hrm ~ shelves. Reflector-Hardware Corp. 
sco~ nt ne Avenue, New york 67 For more data circle No. 63 on postcard, p. 119 
Voria’s larage*t aroducers of urbrec-eabie c 
Free lift truck bulletin 
— Features of the Yale Duplex hy- 
e draulic lifting cylinder for very 
x ms high free lift with industrial lift 
Ah. . trucks are outlined in a new bulle- 
Fd (4 tin. The Yale Duplex cylinder can 
> . r} > ‘ “ > aq > _o: Q 
You have 7,000, that's right SEVEN be provided on all Yale gas, LI gas, 
THOUSAND, sizes and types of diesel and_ electric-powered lift 
stainless steel fastenings at your | ’ relay , 
fingertips, RIGHT OFF THE trucks in capacities up to 6000 Ib. 
SHELF®, when you deal with . ane . 
Star. No storage problems ... ) ale & Tou ie Mfg. ( 0. 
| } } a e a ot oe UST THE FASTEN- ' For more data circle No. 64 on postcard, p. 119 
INGS your customers want . 
DELIVERED PROMPTLY 
ANY QUANTITY. THAT'S STAR'S , . , 
VOU r SPECIALTY! Horizontal paint mixer 
o! QUICK SERVICE any *, io This Miracle horizontal model 
STAR, the one-source resource for | paint mixer will hold four one-quart 
= Q j OO] } ) stainless steel fastenings! a ti t t , 
cans at a time, or two quarts anc 
STAINLESS STEEL | : as _ 
* A N Drilled Fillisters © Bolts one gallon. No adapters are needed. 
* Cap Screws * Dowel Pins * Cotter ‘, . 
QO] Pins © Machine Screws © Nuts | (ans need not be bolted. Cans are : 
* Pipe Fittings * Sheet Metal Screws | anad % 243 , _ . . 
. Bi Bey ype oy placed in position and holder clamp 
Stain eSS * Taper Pins * Washers * Wood Screws 
= . Why, | . : 
astenin SS “ a eT } 
» fe) 
A Bend ~ 
Write, wire, or phone for your on —— oe 
: : : 
copy of the new STAR catalog. Saal | Staintess Stan 






says ‘‘Star’s 
Screws have 
clean, bright-and- 


STAR STAINLESS ScREW Co.“ 
MEW 649 Union Bivd., Paterson 2, N. J. @ Phone: Clifford 6-2300 


G-—m Direct New York Telephone: Wisconsin 7-904| 
Direct Philadelphia Telephone: WAlinut 5-3660 
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ARE MADE WITH 






bé k 17 
CLAMPS 


B&C is a budget priced, quality 
line. Made to sell fast at a good 
profit. 


CARRIAGE CLAMPS 





8 SIZES TO 8" OPENINGS 
['4," to 4" throat depths 


SUGGESTED RETAIL 
No. 141—1"" .. .28¢ No. 144-—4°". .$1.62 
No. 142—2"" .. .38¢ No. 145—5"".. 2.20 
No. 142'/2— No. 146—6"".. 2.53 
22"". .74¢ No. 148—8"".. 3.74 
No. 143-——3"" .. .80# 


DEEP THROAT CLAMPS 





7 SIZES TO 6" OPENINGS 
3" to 5" throat depths 


SOGGESTED RETAIL 


No. 251—1"" .. .52¢ 
No. 252-——-2"" .. .76¢ 
No. 252'/2— 

22°". .$1.08 


No. 253—3°". .$1.44 
No. 264—4"".. 3.16 
No. 265—5"".. 3.58 
No. 266—6''.. 4.04 


B&C vise type handles and free act- 
ing rocking pads assure quick, easy, 
safe clamping. 


COMPARE B&C FOR PRICE 
AND PROFIT. SEE YOUR 
JOBBER OR WRITE 








a 


BRINK & COTTON 


MFG. CO. 
33 POLAND STREET ¢ BRIDGEPORT, CONN. 
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‘NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





. 


is secured. Equipped with 1/3 hp 
motor. The mixer is finished in 
flecked green. Miracle Paint Re- 
juvenator Co. 

For more data circle No. 65 on postcard, p. 119 


Handy addresser-duplicator 
You can print posteards, circu- 
lars and other direct mail pieces 
economically with this handy port- 
able addresser and duplicator. The 
Dupliket will also address envelopes 
and will reproduce anything you 
can write, type or draw in up to 






- 
Ps 


a “Me 
a 


“ 
lt P 4 


~ ~. 
~ 


five colors. The pocket sized unit 
is packed as a kit complete with all 
needed supplies. Retails at $14.95. 
Requires no messy stencils and ink. 
Paraplegics Mfg. Co., Inc. 


For more data circle No. 66 on postcard, p. 119 


Display sign machine 
Here’s the model MR 1422 Line- 
O-Scribe for making signs up to 
14x22 in. Tyne is carried in rack 
above and behind the machine 
where operator has quick access to 
all sizes. Coil tyne drying racks 
are along the top. Letter spacing 
is automatically correct. Machine 
comes with copy-control forms with 
tips on layout and writing sign 
copy. Operator locks type in place, 
inks it, positions card or paper, 
pushes roller the length of the card 
and sign is ready for use. Special 
cuts such as “sale,” “reduced to,” 
etc., are available. Several type 
faces and colors can be printed at 
one time. The Morgan Machine 
Co. 
For more data circle No. 67 on postcard, p. 119 
(Resume reading on page 17) 
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Fast turnover 


with the home repair 
eo} melee leona dat-tamap «1 
eo} g-Coadiot-tiham-Cah asaliare 


Plastic 
Steel 


NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


FREE displays and 
sales aids available 


PLASTIC STEEL is the reg. trade 
iilels @eaelae 8) Solel: Mi @elaslelachilel me 


metallic molding and filling compound 


ORDER FROM YOUR 
WHOLESALER OR WRITE 


DEVCON CORPORATION 


10) 0 Mt —taleiloteli m-tig-1-) 
Danvers, Mass. 













Packaging 
v ) that 
A 

amit vs covet of suas >> 

- seamen F Gencient by 
‘s . Good Housekeeping 
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Full flow, full diameter 


MERCURY 
100% Durable Vinyl! Plastic Hose 


Here’s top-quality hose that does away 
with irritating returns, hodge-podge ship- 
ments and skimpy construction. Yes, it’s 
the one hose that really stays sold! 


EXCLUSIVE SUPER MIRROR FINISH « NATION- 
ALLY ADVERTISED « FREE SALES AIDS 


3-TUBE 
SPRINKLER HOSE 
with exclusive 
WHITE STRIPE 


Stir sales excitement with SPRAY GUIDE 


3-TUBE 
SPRINKLER HOSE 
ano SOAKER HOSE 


100% Virgin Vinyl Plastic 


Carry the garden line that ups sales fast! 
Same quality, service and dependability is 
yours with America’s No.1 3-Tube Super 
Mirror Finish sprinkler hose and soaker- 
sprinklers. Really profitable! 

IMPULSE-SPURRING PACKAGING « STREAMERS 


AND OTHER SALES AIDS «* NATIONALLY 
ADVERTISED 


LAWN SOAKER 
& SPRINKLER 
soaks and sprinkles 
simultaneously 


lf 
Wi 





Real sales booster 


PLASTIC TRELLIS 


Smartly Styled ¢ Easily Assembled 


COLORFUL 


GARDEN TRELLIS 
knocked down... 
compact package 


GERING 


Hose Division 





Gering Products, Inc., Kenilworth, N. J. 








Garden HoseeSprinkler Hose* Soaker Hose *Garden TrelliseTidy-Mat Line « Super Mat 


Pm we oe a AND MAIL NOW!- = ————- 




















| Gering Products, Inc., Kenilworth, N. J. H 3 
| Please send me information on: [) 3-Tube Sprinkler 
’ [] Soaker-Sprinkler [] Garden Hose [] Garden Trellis 
| Name 

| Address 

| City Zone State 

i My jobber is 
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MILTON D. JONES, 
chairman of the board and 
senior management officer 
of Richards-Wilcox Mfg. 
Co., joined that company 
in 1906 in the advertising 
and sales correspondence 
departments. From 1910 
through 1947 he was secre- 
tary-treasurer of the com- 
pany. He was elected to 
his present office in 1948. 
Before he joined Richards- 
Wilcox he had been secre- 
tary-treasurer of the National Pneumatic Service 
Co., Chicago. His son, Malcolm L. Jones, is man- 
ager of the school equipment division of Richards- 
Wilcox. Mr. Jones’ hobbies are fishing, music and 
the YMCA. 





T. S. NILSSEN, SR., a 
hardware dealer in Clear 
Lake, Wis., since Aug 7, 
1907, operates T. S. Nils- 
sen Hardware. His previ- 
ous business experience 
included jobs in two gen- 
eral stores and one hard- 
ware store. He served as 
mayor of Clear Lake for 
several years. He enjoys 
hunting and fishing and is 
a member of the Clear 
Lake Country Club. Mr. 
Nilssen held a three-day sale in Sept. 1957 to mark 
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his 50th anniversary as a hardware dealer. His 
brother, H. K. Nilssen, president of George A. 
Clark & Son, Inc., Minneapolis, wholesaler, worked 
for him during the latter’s school days. T. S. 
Nilssen, Jr., has been with the firm since gradu- 
ation from college and service in the Navy. 





How to put excitement in a sale: 


*Want suspense during a sale? Try bell-ringer 
bonuses. Have a pre-set alarm clock hidden in 
the store. Set it to go off about once an hour, 
when you're busy. Any customer at the cash 
register at the moment the alarm goes off gets 
a 10 to 20 per cent discount, or a free prize. 


Want to keep traffic coming back? Try a sales 
slip contest. Have every customer sign his name, 
address, and telephone number on the back of 
his sales receipt. Deposit receipts in a large 
glass container for all to see. 

At the end of your sale, draw one, two, or five 
winners from the jar. Let prizes be a toaster, a 
mop, or a year's supply of soap. Then keep the 
names for your mailing list. 


*Want a conversation piece? Try a cat and 
dog counter. Admit your mistakes in buying. 
Every dealer has some slow pokes gathering 
dust on his shelves, or some slightly damaged 
display samples. Own up to them. Put them 
all together on one counter labeled, "For bar- 
gain hunters only." Make your markdowns 
realistically drastic. 


Want excitement after each purchase? Try dis- 
count balloons. Blow up 50 to 100 balloons at a 
time. Insert a slip of paper in each balloon. 
Slips should be marked 2 percent, 5 percent, and 
on up to maybe |5 percent. Float balloons on 
the ceiling, or tie them high with string. 

After a customer has paid for purchase, let 
him puncture one balloon with a long, pin-fitted 
stick. Amount of discount noted on each slip of 
paper is amount of rebate the customer is en- 
titled to on goods already bought. The word of 
your sales gimmick will get around town like 
wildfire, and traffic will boom. 


*Want a carnival flavor? Try circus music. 
Have one of your staff bring in a record player. 
Buy one $2.98-3.98 album of circus or band 
music. Keep the music playing when you're 
busy during the sale. You might even pipe it 
outside the store to lure passersby. 
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“P PRE-PACKAGED IN POLYETHYLENE 
Big 6’ x 30” rolls 


“—s:./ Fast-moving, All Purpose 


HOUSEHOLD MAT 


Now in 5 new decorator colors as well as popular transparent! 
Terrific seller for floor runners, carpet protectors, closet 
floors, door mats, other uses. Miracle polyethylene trims 
with scissors. Cleans with damp cloth. 


CHOICE OF TAKE-HOME PKG. OR ROLL GOODS 
NATIONALLY ADVERTISED « FREE SALES AIDS 





PRE-PACKAGED, PRE-PRICED 
Big 9’ x 1134” rolls 


- Sales-popular Miracle Polyethylene 


SHELF LINER 


in 5 most-wanted household colors! 
Peps up sales! Comes in turquoise, pink, yellow, white 
and red. Handy 11%” width for shelves, cabinets, closets. 
It’s odorless too! 


CHOICE OF TAKE-HOME PKG. OR ROLL GOODS 
WASHABLE. WON'T FADE OR STAIN « NATIONALLY ADVERTISED 


GERING 


Tidy-Mat 


Gering Products, Inc., Kenilworth, N. J. 
Garden Hose Sprinkler Hose « Soaker Hose « Garden Trellis « Tidy-Mat Line «Super Mat 
Pee eee =-CLIP AND MAIL NOW!i-==—]<—]<— 4 
Gering Products, Inc., Kenilworth, N. J. H-3 


Please send me complete information and samples: 
[] Tidy-Mat Household Mat []j Tidy-Mat Shelf Liner 





Address 





City Zone State 








! 
i 
i 
| Name 
I 
i 
! 


My jobber is 
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Why | Your Sheffield Distributor: 
sae 


Can deliver the 
right bolts at the right time 








The Sheffield line is the FULL line of bolts. That’s one made from furnace to finished bolt, with the most ad- 
reason why your experienced Sheffield distributor can vanced quality controls at every step. 

save you time and assure you the right inventory of 
bolts for your customers. Sheffield’s bolt plant is one 
of the world’s largest, and is located to give you quick, 


A call to your Sheffield distributor will get you fast 
action on any bolt need or problem. Standard or special 
bolts. Also check with your Sheffield distributor on the 


dependable service. buying and shipping advantages offered by Sheffield’s 
And top quality is a sure thing with every one of Shef- full line of fence, gates, posts, staples, nails, tacks, 
field’s thousands of bolt products. They’re Sheffield- coiled baling wire and other wire products. 


Packaged In Handy Dispenser-End Cartons 
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How's the Hardware Business ? 





Wholesalers describe measures they are taking 
to make 1958 a good year for sales and profits 


More than one out of every two 
wholesalers is making a special ef- 
fort this year to maintain or build 
sales. 

A recent survey by Dun & Brad- 
street, Inc., reported in the March 
issue of Dun’s Review and Modern 
Industry shows that of 455 whole- 
salers in all lines of business, 249 
have special selling efforts under- 
way. 

The survey shows that 29 of 59 
small wholesalers (sales of less 
than $500,000 a year) are making 
special selling efforts, as are 188 
of 334 medium-size wholesalers 
($500,000 to $5 million a year), and 
32 of 62 large wholesalers (over $5 
million a year). 

What exactly are they doing to 
increase sales? 

The answers vary depending 
upon the size of the wholesalers. 

Small wholesalers are doing this: 

The most popular step is the ad- 
dition of new products, followed by 
making more sales calls. Thirty- 
four percent are adding new lines 
and 20 percent are increasing their 
sales calls. 

Three other steps are the next 

(Continued on page 158) 





How to stretch your 
promotion dollars 


One way to stretch your ad- 
vertising budget is to make full 
use of manufacturers’ co-op ad- 
vertising programs. 

A Directory of Housewares 
Co-Op Ad programs was pub- 
lished in the Jan. 2 issue of 
HARDWARE AGE. This Directory 
tells you which manufacturers 
have co-op programs, demon- 
strators, etc. 

You can get a reprint of this 
Directory by sending 15¢ in 
coin or stamps to HA Reader 
Service Dept., HARDWARE AGE, 
Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 
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Two manufacturers give 
fair trade endorsement 


Two manufacturers, Hamilton 
Mfg. Corp., Columbus, Ind., and 
Corning Glass Works, Corning, 
N. Y., have reaffirmed their stands 
on fair trade. 

Their action followed dropping 
of fair trade by a number of elec- 
trical housewares manufacturers 
and others. (See HA issue of March 
13, 1958, pp. 7, 12, 184 and 199.) 

Thomas R. Henderson, Hamil- 
ton’s general sales manager, issued 
a statement to the company’s cus- 
tomers that “we will continue with 
our present policies of maintaining 
fair trade prices on Cosco prod- 
ucts.” 

Mr. Henderson said it takes a 
great deal of effort to enforce fair 
trade prices, but the results are 
worth the effort. He noted that 
Hamilton recently introduced the 

(Continued on page 160) 








Orgill Brothers offers 
series of circulars 


Orgill Brothers & Co., whole- 
saler in Memphis, has prepared a 
series of mailers for dealer use 
this spring. 

Highlighting the series is a four- 
page, newspaper size broadside ty- 
ing in with hardware week. Theme 
of this mailer is Sale-A-Rama. More 
than 350,000 of these mailers will 
be sent to dealers. 

Orgill also has a 16-page booklet 
“Plantin’ and Playin’” available 
for dealer distribution. This book- 
let covers lawn, garden and play 
items. 

In addition, the firm has three 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


January hardware store 
sales were $172 million 


Retail hardware store sales in 
January totaled $172 million, the 
Commerce Dept. reports. 

This sales figure is $9 million, or 
4.9 percent, under the January 
1957 sales figure. Sales in January 
1957 were the highest for January 
in five years. 

January was the tenth straight 
month in which hardware store 
sales slipped behind the year earlier 
figures. For the 10-month period, 
sales were down 7.1 percent. 

Here are the U. S. Dept. of Com- 
merce unadjusted estimates of 
hardware store sales for the last 
three years. 


(millions of dollars) 


1958 1957 1956 

January 172 183 175 
February 174 171 
March 208 207 
April 221 227 
May 253 266 
June 248 275 
July 238 250 
August 234 251 
September 225 245 
October 240 258 
November 229 254 
December 283 314 
Totals $2,736 $2,893 




















Here's your chance to FREE! 
CLEAN-UP 


_.with a powerful Cdogpre- 


SPRUCE-UP FOR SPRING 
PROMOTION 








FREE! 








PLUS! 


... packaged 
for profits! 


Autoyre offers you 


ia A, everything you need 
N > for a store-wide sale : ; 
2. : 
. 2 making your store 


headquarters for all 
Spring Housecleaning 
needs! Cash in now 
for extra traffic, extra 
volume, extra profits 
on most of the 


products you sell. 
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HERE’S THE COMPLETE MERCHANDISING PACKAGE YOU GET WHEN YOU TIE-IN: 
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spruce up tor spring 
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WINDOW STREAMERS 


SAT RU mey Swine POST 
ys SPRUCE UP7-FOR SPRING 
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COUNTER CARDS 
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IN agave UP/ FOR SPRING 
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RADIO-TV SCRIPTS 








YOUR STORE CAN LOOK LIKE THIS WITH AUTOYRE’S FREE SPRUCE-UP FOR SPRING WINDOW-STORE TRIM KIT. 














BATH- SHOP 4A) 
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MR. DEALER—HERE’S HOW YOU TIE-IN: 
1. Choose Autoyre’s PROFIT PACKAGE #1! A complete sampler 


assortment of fastest selling Autoyre accessories ideal for 
spruce-up, fix-up, remodeling. Gleaming chrome fixtures 
from 59¢ to $4.39...a complete group for every budget 
from the four most popular lines on the market today! 


2. Choose Autoyre’s PROFIT PACKAGE #2! Select one or more of 
five store-proven merchandising displays with assortment 
to build your own bathwares department. Maximum sales 
and profits in minimum space. There’s a display with 
accessories at the price your customers want! 
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YI, BATHWARES 


© 1958 THE AUTOYRE COMPANY, 221 North LaSalle Street, Chicago 1, Illinois 
A Subsidiary of Ekco Products Company 
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NEW PROFIT OPPORTUNITY 
tor JOBBERS-DEALERS 


Sell the improved 


BARKER 
line of MODERN 

GARDEN and 
NURSERY TOOLS 


Here's the most popular 


Super Deluxe 


MULCHER-WEEDER 
CULTIVATOR 


@® Eight revolving 
reel blades work in 
combination with 
underground blade 
to cut weeds, break 
up crust and clods, 
and mulch soil. 








@ Exclusive steel 
mesh drum pre- 
vents trash from 
collecting inside 
reel. 


@® Five high carbon 
steel cultivator 
snovels, located 
out of the way 
when tool used as 
a weeder-mulcher. 


@ Tubular steel 
handle with rubber 


grips; all F . 
metal finish Ay) —\/4 F' 
ed in high / jf 
grade enamel. yl 
pt F—————— rs | 
/ 







A sensation wherever it's seen 


\ Little Shaver HOE 


Meshed metal drum 
breaks crust; under- 
ground knife destroys 
weeds; rolls easily. 





Little Shaver 


SHORTY HOE 


12 inch handle for 
greenhouses, window 
boxes. 





Write for complete catalog and price list 


BARKER MFG. CO. 
Box 606, Fremont, Nebraska 


Quality Garden Tools 
for more than 50 years 
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New Wholesalers’ Aids 
(Continued ) 





tabloid-size circulars available, cov- 
ering various household needs. 

Space for dealer imprint is pro- 
vided on each of the different 
mailers. 


_Ace prepares 700,000 
| 4-color spring mailers 

A four-page, tabloid size circular 
for dealer distribution has been 
prepared by Ace Hardware Corp., 
Chicago wholesaler. 

The circular is printed in four 





ACE HARDWARE 


colors. Featured merchandise in- 
cludes lawn and garden equipment 
and the Ace line of paint. 

Space is provided on the first 
page for dealer imprint. 

More than 700,000 of the cir- 
culars will be distributed. 


Janney has spring sale 
circular for dealers 


Janney, Semple, Hill & Co., Min- 
neapolis wholesaler, has prepared 
a “Spring Value Days” circular for 
dealer distribution. 

The eight-page tabloid-size mailer 
is printed in two colors. Sixty-three 
items are illustrated and described. 

Major emphasis is on paints with 
four pages being devoted to paints 
and sundries. Other items featured 
include lawn and garden tools, 
housewares, and sporting goods. 

Space is provided on the cover 
for dealer imprint. Space for con- 
sumer addressing is on the back. 


Janney is backing up the circular 
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GARDEN | 
SPRINKLER } 


TURBINE ACTION - 4 
newest principle in lawn sprinklers 
COLORFAST PLASTIC with 


ALUMINUM spike,the rugged 4 . 
WHIRLING DERVISH can be 

left out inany weather.Sprays ; 

up to 2,500 SQ. FT. with an i : C 
ADJUSTABILITY thatis com- 

parable to the highest priced 

sprinklers. A simple twist 


produces a FINE MIST ora 
HEAVY RAIN, an extremely 
important feature. It can be 
controlled to prevent spraying ) 
house walls or ruining a new 
lawn.The EASILY CLEANED < 
WHIRLING DERVISH cannot 
be affected by iron or chemi- 
cals found in many waters ! 


COMET METAL PRODUCTS CO., INC. 
91-13 1 t.. Richmond Hill 18 N.Y... N.Y. 


y 
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@ Nationally advertised. 


@ 40% profit on selling price 


@ Special material and pat- 


tern require one size only—no 







size inventory problem. 


jou 
household and garden 


GLOVES 


The attractiveness and impulse appeal of 
SOFT TOUCH gloves are apparent at a 
glance. And their utility results in consumer 
satisfaction and repeat sales. SOFT TOUCH 
gloves are washable and unconditionally 
guaranteed. Colors are yellow, green and 
blue. MISTER SOFT TOUCH for men its 
tan with dark brown trim. Information will 
be sent promptly. 
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Brookville, Pa. 
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Sell the Remington Mighty-Mte eit 
and you can expect continuing profits! 


Remington ‘‘ Mighty-Mite’”’ Stud Driver is a low- driving force needed to do the job. No pre-drilling, 

cost, highly efficient fastening tool that can save time, no outside connections required! 

money for your customers— mean extra profit for you. You profit with every fastening, through sale of Studs 
Just one light hammer tap on firing pin anchors’ and Power Loads! Sell the“‘ Mighty-Mite”’ for $39.95 

wood or metal sections to concrete or steel with or rent the tool and you’ll cash in on these continuing 

14’’ diameter alloy steel Remington Studs. Scientifi- profits. See your Remington salesman soon or write 

cally graded 22 caliber Power Loads furnish exact us today for full details! 


Here’s How Remington Is Helping You Sell... 


Hard-hitting adver- cae Colorful store dis- 
tisements will appear | plays are available from 
__._ _—_— 3 throughout the year in 


POPULAR 
mit 1 \ 


; 
’ 
i 







Beery, 
Fal 







Remington. They are 


leading consumer and designed to attract your 





boi Sig SdSoSte 


trade magazines... will customer’s attention, 


m3 ome, ™ 


create a demand for the 
““Mighty-Mite.”’ 


identify you as a dis- 
tributor of the Reming- 
ton Stud Driver line. 


Remington q@UpON oe ol 


Remington Arms Company, Inc., Bridgeport 2, Connecticut 
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EZ ez CUP HOOKS 


7 = colors, Nickel and Brass. 
sizes. 5-to-a-card or in 
aS of 100. 


ee UTLM HOOKS 


Handy self-screw all purpose 
hook in bright plated finishes. 
2-to-a-card or 

in boxes of 50. Ha 














































Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


"5 WING NUTS 


Bright rustproof sex + 

4 popular sizes... . boxed 

in an attractive counter 
display. Also available in 
bulk or packaged 1!00-to- 











a-box in a com- 
plete range of 
thread sizes. 


GRIES 


CAP NUTS 


Attractively finished and packed 
in a self-selling counter display 
assortment in 4 popular 
sizes. Also available in bulk 
or in boxes of 100 in ali 
thread sizes. 





Jobbers: Write now for prices and 
catalog sheets on GRC's full line of money-making 
hardwore items, including DRAPERY RINGS, SCREEN 
& WINDOW HARDWARE, DRAIN COCK KEYS. 
Dealers: See your jobber salesman for 
delivery on these and other 
GRC hardware items. 


immediate 





» World's foremost producer of small die castings 


161 Beechwood Ave., New Rochelle, N. Y. 
, NEw Rochelle 3-8600 
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with store display material, news- 
paper ad mats, radio scripts, etc. 


Wholesalers teil of 
their plans for 1958 


(Continued from page 153) 


most popular. Seventeen percent of 
dealers are increasing their adver- 
tising budgets, enlarging their 
sales forces and selling more ag- 
gressively. 

Six percent are increasing sales 
promotions and improving service 
to customers. 

Small wholesalers report they are 
expanding their territories and 
adding more branches. These mea- 
sures are being taken by 3 percent. 

Medium-size wholesalers are tak- 
ing these steps: 

First, like the small wholesalers, 
they’re adding new products. This 
is a step being taken by 22 percent. 

Second, they’re enlarging their 
sales forces, a move 18 percent are 
taking. Seventeen percent report 
they’re selling more aggressively. 

Bigger ad budgets are reported 
by 11 percent. 

Improved customer service and 
increased sales promotions are the 
next most popular steps. These 
steps are being taken by 6 percent 
and 5 percent of the medium-size 
wholesalers respectively. 

Three percent are adding more 
branches, widening their sales ter- 
ritory and making more sales calls. 

One percent are holding more 
sales meetings in an effort to boost 
sales. 

Large 


wholesalers are taking 


see our 
FEATURED VALUES 
at irha stores 
everywhere 




















For roasting outdoors with- 
out a spit. Easy to clamp 
the meat in the rack. 


Write for catalog 258 


ANDROCK 


OUTDOOR COOKING TOOLS 


THE WASHBURN COMPANY 
WORCESTER, MASS., ROCKFORD, ILL. 








Your PROFIT CATCH 
of the Year! 


‘HooKouT? 


Clear View 
HOOK REMOVER 







New 2 Doz. 
Display Box 


Includes 
Demonstrator! 


You Can 
See What 
You're Doing! 








Pistol Grip 
Spring-Opening Jaws 


Easy to sell... easy to 
display! Removes hooks 
and multiple-hook lures 

easily without injury to fish 
or fisherman. 9s" long. 
Case-hardened steel, 
heavy cadmium plated 
Rust-resistant 

even in salt water. 


Order from your jobber or write 


ARDMORE SPECIALTIES 


12 Rittenhouse Place, Ardmore, Pa. 





HARDWARE AGE, MARCH 27, 1958 





THE TOP QUALITY 


SINCE 1930 


, 


\\\ 8, NAAADNAAANAAADAURAARUNRRARRAAY NAAN, _— 


} 
¥ 


FIRST AND STILL THE BEST 


Your customers’ problems in masonry drilling 
are problems to us, too. As originator of the 
carbide masonry drill, Super Tool has met and 
answered every conceivable masonry drilling 
question. That’s why Super has the most com- 
plete line of tipped masonry drills today—and 
al] stocked for immediate delivery—for general 
purpose use, for specific jobs, for handy you- 
do-it kits, for heavy duty contracting and 
maintenance. We alse stock special types for 
drilling tile, glass, porcelain and extremely 
hard materials. 
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Your customers’ satisfaction is your first con- 
sideration. You can be sure, regardless of the 
final use of the Super drill you sell, that it 
does the work for which it was intended. It 
cuts faster, easier and at lower cost. It cuts 
cleaner and lasts longer. And it brings your 
customers back when they again run into a 
masonry drilling problem. In short, when you 
sell Super Tools, you sell TOP QUALITY, a 


preduct of experience. 


AURAAN: , 
VEN 


LEENA 
ma | 














Write for catalogs on Super “Core Vent’ and “Speed Spiral’ 

Masonry Drills and the new “Super Jr.’ Kit, the fastest moving 

masonry drill item in the industry. Attractive counter displays 
available. 


~prenelin tee) Seed T-W hi 
21650 HOOVER RD. - DETROIT 13, MICHIGAN 


WAREHOUSES: CHICAGO . DETROIT ° NEW YORK LOS ANGELES 
Division of Von Norman Industries, incorporated 


HARDWARE AGE, MARCH 27, 1958 





these steps to increase sales: 


First, they’re stepping up ad 
budgets and _ sales’ promotions. 
Eighteen percent report taking 


these measures. 

They’re following this up with 
more aggressive selling and the ad- 
dition of new products, steps re- 
ported by 12.5 percent. 

Another 9 percent are enlarging 
their sales forces. 

Three percent of the large whole- 
salers are also improving service to 
their customers, making more sales 
calls and adding new branches. 


They’re weeding out 


unaggres- 
Sive agents and distributors, going 
in for better packaging, liberalizing 
credit terms and keeping salesmen 
better informed. 


Two manufacturers give 
fair trade endorsement 
(Continued from page 153) 
Cosco Stylaire line as a price-free 
promotional line for dealers. 
R. Lee Waterman, Corning vice- 
president and general manager of 
the Consumer Products Div., wrote 
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“Recognized quality, competitive price, a really complete 
line, and good merchandising aids, are reasons why we chose | 
Plastex Pipe and Fittings. Experience has justified them.” 


I. W. Phillips, Jr., Walton Hicks, Jr. 
I. W. PHILLIPS & CO., TAMPA 






ISN’T THIS 
WHAT YOU WANT IN 
YOUR PLASTIC PIPE? 


Quality pipe, fully guaranteed, and priced to 
keep you “in there” competitively. 


e Flexible and semi-rigid types, in a complete 
range of sizes, in pressure ratings from 75 to 


e A full line of precision fittings — nylon, styrene, 
kralastic, metal. 


e Good selling aids. 
Fast shipments from always-ample stocks. 


e Ethical manufacturer-distributor relationship as 
your protection. 


If this is what you want—and what you need 
to meet more piping needs and thereby sell more 
pipe—let’s get together! 


THE PLAS TEX ©. 


3232 Cleveland Avenue, Columbus 24, Ohio 
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to his company’s customers that 
Corning believes the consumer is 
best served by broad distribution 
through wholesalers and retailers. 

“We will continue to use fair 
trade pricing as one of the tools for 
achieving this objective so long as 
it is available to use in important 
marketing areas,” Mr. Waterman 
said. 

There were also these fair trade 
developments: 

Underwood Corp., Smith-Corona, 
Inc., and Remington Rand Div. of 
Sperry Rand Corp. dropped fair 
trade. 

So did E. Ingraham Co., Bristol, 
Conn. Distributor Sales Manager 
Norman K. Ingraham said, ‘‘Recent 
events in which nearly all of 
Ingraham’s major competitors 
have abandoned fair trade have 
made our position as a supporter 
of these principles completely un- 
tenable.”’ 

The Supreme Judicial Court of 
Massachusetts unanimously reaf- 
firmed the constitutionality of that 
state’s fair trade law. 

The Kansas Supreme Court, in a 
6 to 1 decision, ruled that the non- 
signer clause of Kansas’ fair trade 
law is unconstitutional. This in ef- 
fect kills fair trade in Kansas. 

The Virginia Legislature passed 
a new fair trade law designed to 
overcome a 1956 Virginia Supreme 
Court decision which invalidated 
that state’s former fair trade law. 


New Jersey loses suit 
for unredeemed stamps 

Trading stamp companies scored 
a victory in the latest round of 
the trading stamp battle. 

The New Jersey Superior Court 
ruled that New Jersey cannot claim 
$8 million worth of unredeemed 
Sperry & Hutchinson Co. green 
trading stamps. 

The state claimed proceeds of 
unredeemed stamps more than 14 
years old under New Jersey’s es- 
cheat law. It also sought custody of 
proceeds of unredeemed stamps be- 


~~ 


tween 5 and 14 years old. 


The court ruled that the state 
had been unable to prove that any 
property had actually been abon- 
doned. It also ruled that the state 
had not shown who the owners of 
the allegedly abandoned 
were. 


stamps 






HARDWARE AGE, MARCH 27, 










Make a resolution right now to simplify your saw 


line this year . concentrate on the fast-movers 

. standardize with Atkins Silver Steel. 

Here in one quality line you'll find the right saw 
for every customer, the right blade for every wood 
or metal, the right size for every cutting job. With 
this one complete line, you'll eliminate confusion in 
pricing and inventory. You'll save time in stocking 
and handling. Your salespeople will know the fea- 


tures and do a better selling job. 





“Sharpie” says: 
CALL YOUR ATKINS WHOLESALER 


He can give you fast, dependable service 
on the complete line of ATKINS “Silver 
Steel’’ saws for every wood-cutting or 
metal-cutting need. ATKINS “Silver Steel” 
is America’s First Name in saws. 





*“Sharpie” is a Trade Mark of Borg-Warner Corp. 
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IMPLIFY 


your saw line... 


standardize with 


Silver Steel 


Take the Atkins 65, for example. This famous ship 
model answers every hand saw need—with the Per- 
fection handle that’s always comfortable and gives 
accuracy to any job, with three lengths for personal 
preferences. Other universally-used models in every 
price range. 

Call your Atkins wholesaler now. Let him check 
over your stock and recommend the Silver Steel 


models that cover the requirements of your trade. 


Always Sell ATKINS...A Cut Above the Rest! 


ATKINS SAW DIVISION 


—_— WARNER CORPORATION 


Indianapolis 9, Indiana 


Branches: Chicago, Philadelphia, Chattanooga, 
Los Angeles, Portland, Oregon 


Export: Borg-Warner International, 36 S$. Wabash, 
Chicago 3 
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with the one glass label everyone knows 
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MILLIONS SEE IT IN MAGAZINES. MILLIONS SEE IT ON TV. On alter- SHOW ‘EM YOU SELL IT! Use the sales-building 


Every year the famous L’O’F label is nate Saturday evenings, 20 million people L’O’F displays and decals to tie in! You can’t beat 
seen over 100 million times by the see the powerful L’O’F trademark while ‘em for customer recognition and merchandising 
readers of these—and many more— ___ they solve another high-rated Perry power. Get them from your Libbey ‘Owens: Ford 
national magazines. Mason TV mystery. Glass Distributor. ; 


“L-0-F IS EASIEST TO CUT’, say 28 out of 30 dealers who took 


a blindfold test. That’s because L*O’F is slow-annealed to be less 
brittle . . . means fewer crooked breaks, less waste, more profit ! 


specify L*>O*F WINDOW GLASS every time you order! 
LIBBEY-OWENS:-FORD a Great Name in Glass 


TOLEDO 3, OHIO 
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Promotions 


Manufacturers’ New 
Merchandising Plans 


Bulb growers sponsor a 
flower naming contest 

A Name That Flower contest is 
being sponsored by the Associated 
3ulb Growers of Holland, 29 
Broadway, New York City, to at- 
tract more customers to stores sell- 
ing their bulbs. 

Dealers who sell these bulbs will 
be given entry blanks for their cus- 
tomers. 

Retail customers who enter the 
contest will be asked to match the 
correct names of 25 varieties of 
bulb flowers with color photos of 
those flowers. Then they will be 
asked to complete the sentence, “I 
will plant Dutch bulbs this fall be- 
cause... 

The entry blank is designed so 
that a gallery of the varieties of 
bulb flowers is left in contestants’ 
hands to remind them of the color- 
ful range of garden possibilities af- 
forded by Dutch bulbs. 

Dealers whose customers win any 
of the three top prizes will get 
duplicates of those awards. 

The top awards are: A European 
vacation for two; a Renault Dau- 
phine automobile; an RCA color 
television set. 

This contest will be advertised in 
national magazines including color 
pages in the Saturday Evening 
Post. Newspaper ads will be used 
in 42 markets. Dealer tie-ins in- 
clude ad mats, educational booklets, 
envelope stuffers, postcards, im- 
printed bags, planting charts and 
stickers. Newspaper releases, radio 
and television announcements will 
be available for dealers. 








Crescent Tool Co. offers 
booklet on use of tools 


Crescent Tool Co., Jamestown, 
N. Y., offers dealers and their cus- 
tomers copies of its revised 40-page 
illustrated booklet, How to Use 
Hand Tools. 

National consumer advertising 
will invite customers to visit hard- 
ware stores to get a copy of the 
booklet. 

Offered at 10¢ per copy, or free 















less ... sell more 


to everybody when you buy 
NEW Wessel Stack Paks 


They're here! The all-new Wessel 
self-service, visible Stack-Paks fea- 
turing most-wanted Wessel special- 
ties in Polly Paks. Real traffic 
stoppers that invite shoppers to feel, 
examine, BUY. Dealers, coast to 
coast, call Wessel Stack Paks big- 
gest of ALL merchandising aids to 
impulse sales, to greater turnover, to 
larger profits! 

Sturdily built to stack one upon 
another ... on counter or floor. 
Each measures only 12% x 744— 
provides widest assortment in small- 
est space. Labeled to quickly de- 
scribe and price contents for easy 
selection. 











Order these Wessel economy Stack 
Paks from jobber today—at a sav- 
ing. Avaliable now in Stack Paks 
are coat and hat hook, sash fas- 
tener, bar sash lift, 3” door stop, 
flexible door stop, handrail bracket 
—150 pieces to each Stack Pak. 

STACK PAKS COST YOU 
LESS BECAUSE THEY SAVE 
YOUR JOBBER HANDLING 
AND SHIPPING COSTS. ORDER 
THEM TODAY. 

WESSEL HARDWARE CORP. 


919-931 North 5th Street 
Philadelphia 23, Pa 
In Canada: Geo. S. Hall Co 
25 Grenville St., Toronto 1 
Export: Hall & Reis, Inc 
165 Broadway, New York 6 
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Your Line with 


FISHING EQUIPMENT 
and reel in more profits! 


Old Pal Fishing Equipment, long the 
favorite of fishermen, is now more pop- 
ular than ever. 

Old Pal’s new, two-color design adds 
new sales appeal that’s sure to attract 
more customers sure to mean 
greater profits for you. 

Old Pal equipment is engineered for 
convenient use and years of service. 

Old Pal’s new items create new inter- 
est. You ll capture an even greater 
share of the fishing equipment market 
with the all-new a exciting items 
now added to the Old Pal line. 


New ! 
Wade-R-Floater 


No. 14G4. Designed to give 
fishermen a wider range of 
than heretofore pos- 
wa sible. Floating (plastic ring). 
Galvanized; one-piece; 
round. 66” adjustable shoul- 
der strap. 4-qt. 


uses 


capacity. 





New ! 
Elevator Bucket 


No. 20G1I0EL. Special ele- 
vator device permits lifting 
minnows or any hard-to- 
handle live bait to top of : 
bucket without getting hands 

wet. 





One-piece; removable } 
lid. 10-qt.capacity. Alsofloat- © 
ing model (No. 24GL0EL). ‘ 


| New! 
Plastic Spin Kit 
No. 370. Exclusive design 


permits fast, easy selection 
of lures. Two clear plastic hinged lids open from 
either side. Piano type hinges prevent breakage. 
Colored plastic body has 16 compartments. 
Firmly anchored belt loop. 914” x 4” x 2” 


New! Motor Guard Chains 


Swivel snaps and oversize rings 
at both ends permit easy fas- 
tening. Vinyl coated to prevent 
marring., or cadmium plated 
to resist rust. 





New ! Fish Stringers 


Center swive! action. 


Strong, 
cadmium plated chain resists rust. 9 or 12 spring 
steel safety hooks. 


permits rotary 


For profitable business, sell the complete line of 
OLD PAL Metal and Air Feeder Minnow 
Buckets, Bait Boxes, Worm Cans, Minnow Trap, 
Plastic Lure Boxes. 

W rite for free, illustrated catalog. 


OLD PAL, INC., Subsidiary of 


Animal Trap Company of America 
Lititz, Pa. « Pascagoula, Miss. * Niagara Falls, Canada 


164 











a - 


Manufacturers’ Promotions 





(Continued ) 


with the purchase of any Crescent 
tool, a copy of this booklet is 
mounted on a 9x12-in. easel-backed 
display for store display. The book- 
let is mounted so that customers 
can leaf through its pages. 

The dealer also receives a supply 


of postage-free booklet order cards. | 


When a customer purchases any 
Crescent tool, his name and address 
are filled in and the card sent to the 
manufacturer. 


Knapp-Monarch prepares 
2 advertising campaigns 
Knapp-Monarch Co., St. Louis, 
will conduct a 
campaign for its Redi-Baker and 
Multi-Speed Liquidizer and a “Fun 
Outdoors” campaign for its Therm- 


“Wedding Bells” | 


A-Jug and Therm-A-Chest picnic | 


units. 


The “Wedding Bells” campaign | 
will be advertised in Bride’s, Good © 


Housekeeping, and Living for 
Young Homemakers. 

The “Fun Outdoors” theme will 
be advertised on outdoor billboards. 


Cummins using cartoons 
to sell its power tools 


Cummins Portable Tools Div., 
John Oster Mfg. Co., Milwaukee, is 
using a series of cartoon ads in 
Saturday Evening Post for its 
Maxaw portable saw, portable elec- 
tric workshops, sander and entire 
line of drills. 


Better water systems 
profits are predicted 

An improved picture for dealers 
handling pumps and water systems 
is predicted for this year by Louis 
Wozar, president of Tait Mfg. Co., 
Dayton, Ohio. 

His prediction is based on these 
six factors: 

(1) Increased 
new homes. 

(2) Increased emphasis on home 
modernization plans. 

(3) An increase in the average 
income per farm. 

(4) The constantly growing re- 
placement market. 

(5) More aggressive selling on 
the part of all manufacturers. 
(6) The impact of new 
mersible pumps on the market. 


construction of 


sub- | 
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SP PURITAN * 


displays turn 
store traffic into 
profitable sales! 





























Ask your wholesaler 
for facts on 
PURITAN’S national 
advertising and 
fe. sales aids! 
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PRODUCTS, INC. 
Cleveland 2, Ohio #3 
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New Merchandising Ideas 


Looking for more profits, bet- 
ter salesmanship? Hundreds of 
dealers have used this Hardware 
Age reprint as a source of ideas 


for sales training meetings, etc. 


Planning a Self-Service Store 
15¢ ea. 


Here is a detailed report on how one 
firm planned its first full self-service 
store. Large photos illustrate special 
Handling of \ 


charges through check-out, pilferage, 


fixtures, price rails, etc. 


special packaging methods, etc., are 


all covered. 16 pages. ‘ 


order copies from 
Editorial Reprint Service 


HARDWARE AGE 
Chestnut & 56th Sts., Phila. 39, Pa. 


Cash must accompany order 
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NEW <SwopGx° 


Grass Shear 








~ & It has a real sales 
, story. And this 
self-selling prod- 
uct card tells your 
customer why he 
should buy. You’l] 
find that he will. 


One of a complete line of ‘“‘Snap- 
Cut’’ Garden Shears for all prun- 
ing and trimming. It’s @ snap 
with a “Snap-Cut.”’ 








Seymour Smitr 


Swce 850 


SEYMOUR SMITH & SON, INC. 
2703 Main St., Oakville, Conn. 
Sales Reps.: John H. Graham & Co., Inc. 
105 Duane St., New York 8, N. Y. 
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GIBSON 
GRIPPER 
CLIPS 
KEEP 
THINGS 
IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, N. Y. 














— 


SELL.. wn ia P Profit Fast — 


ROOT 
DESTROYER 


OPENS CLOGGED SEWERS 
without digging 
Write for Catalog Pages & Prices 


BOYER CHEMICAL CO. 
1611 Church St., Evanston, Ill. 


CHAIR-LOC 

















NOT Amazing New Liquid 
A ge S-W-E-L-L-S Wood 
GLUE 4 @ Penetrates wood fibre— 


< 


makes them e-x-p-a-n-d 
permanently. 

@® Quickest and easiest way 
to fix loose chair rungs, 
legs, handles, dowels, 
cove-tails, ete. 

A Fast-Selling Impulse item 
Write for Free Samples and 
Literature 
CHAIR-LOC CO. 
Lakehurst 3, N. J. 
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| Savings 














Customers reduce time 
payments and bank more 


The recent downturn in business 
is being reflected in customer 
spending habits. 

Rather than adding to the amount 
they owe in time purchases, cus- 
tomers reduced their balances dur- 
ing January, the Federal Reserve 
Board reports. 

Customers cut their outstanding 
instalment debt by $368 million 
during the month. 

At the same time, 


were putting more money in the 


bank. The National Assn. of Mutual | 


Savings Banks reports that de- 


| 





customers | 


posits in regular savings accounts | 


increased more in January than in 
any previous January since 1947. 
during the month in- 
creased by $213 million. 


Mother's Day promotion 
kit offered to dealers 


A promotional kit for Mother’s | 


Day on May 11 is now available to 


hardware dealers from the National | 


Committee on the Observance of 
Mother’s Day. 

The kit includes four-color post- 
ers, pennants, streamers, sign tops, 
badges for salesmen, sticker stamps 
and carnations. Cost of the kit 
$7.95. 

Dealers may order kits by writ- 
ing to National Committee on the 
Observance of Mother’s Day, 129 


W. 30th St., New York 1, N. Y. 


is 


Warranty given on Reo 
"58 mower crankshafts 


The Appliance Division, Motor | 
Wheel Corp., Lansing, now issues a | 
warranty against bent or broken | 


crankshafts on all 1958 Reo rotary 
power mowers. 

The warranty has been made pos- 
sible by development of an exclu- 
sive new Dura-Flex lightweight 
cutting blade for these models, the 
company stated. 


Retail sales were up 
6 pct during January 


Sales of retail stores across the 
nation in January totaled $15.5 
billion, the Commerce Dept. reports. 

This is $8 million, or 6 percent 
more than in January 1957. 














A Quality Line... 
A Complete Line... 


FOLLANSBEE 


Ctove Pipe 





Furnace and Stove pipe 





Stove pipe elbow and tee 


You'll be able to fill all of your 
customers’ stove pipe needs with 
this complete, quality line of 
Follansbee Quick-Lock* and 
Security-Lock* Stove Pipe. 
Here’s an opportunity for real 

profit with a Stove Pipe Line that 
needs no introduction. Available 
in distinctive blue, galvanized 
and chromium. You can also offer 
the accessories—items like: 
elbows, angles, tees, collars and 
all types of reducers—in each of 
these finishes. 
*Quick-Lock—Locks in a jiffy, 

without tools. Available in 

Blue, Galvanized and 

Chromium. 
*Security-Lock—Requires tools 

for closing. Available in Blue 

and Galvanized. 

Shipped in 
sturdy, corrugated cartons 


See your jobber or write 


Sheet Metal Speciality Division 








Steel Corporation 
wa Box 567 


~ 


Follansbee, West Virginia 
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Pennsylvania Wholesalers ’57 Sales Are Up; 


——— David Paules and Other Officers 
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Some of the officers and ‘an executive committee member of the 


Pennsylvania Wholesale Hardware & Supply Assn. 
secretary-treasurer; 


James J. Krause, 


Left to right: 
David Paules, president; John 


Wolfertz, second vice-president; Eugene Thomas, executive committee. 


sales volume, 
accounts receivables, the 
state sales tax, and sales 
technique were among the 
subjects discussed at the 58th 
annual spring meeting of the 
Pennsylvania Wholesale 
Hardware & Supply Associa- 
tion. Held March 13 and 14 
at the Astor Hotel, New 
York City, the two-day meet- 


Inventories, 


ing was attended by 115 
members and guests. 
Representatives of 16 


wholesale houses reported on 
inventories, sales and ac- 
counts receivables as of the 
end of 1957 and on sales for 
the first two months of 1958 
compared with the same pe- 
riod last year. 

Sales of reporting whole- 
salers showed a 1.36 percent 
gain for all of 1957 com- 
pared with all of 1956. 

Inventories as of Dec. 31, 
1957, averaged 1.08 percent 
less than as of Dec. 31, 1956. 

Accounts receivable as of 
Dec. 31, 1957, averaged the 


equivalent of 37 calendar 
days’ business. 
Sales for the first two 


months in 1958 declined 13.05 
percent from the same period 
in 1957. 


Arthur Secord, professor 
of speech, Brooklyn College, 
spoke on the importance to a 
salesman of having confi- 


himself, his com- 
and his merchandise. 
Exemptions under the 
Pennsylvania selective sales 
and use tax were outlined by 
John R. Gaughan, assistant 
chief counsel of the Bureau 
of Sales & Use Tax, Pennsyl- 


dence in 
pany 


vania Department of Com- 
merce. 
The association voted to 
(Continued on page 176) 


Curtis is President 
of Barrett Hardware 
Williard B. Curtis was re- 


cently elected president of 
Barrett Hardware Co., Jo- 
liet, Ill., wholesaler. 


Only the fourth president 
in the 108 year history of 
the firm, Mr. Curtis suc- 
ceeded W. Franklin Barrett. 
Mr. Barrett had been presi- 
dent since 1927. He was 
elected chairman of the board 
of the firm. 

At the election, 
Steed, a director 
for many years, 
vice-president. R. E. Leck- 
rone, former director of 
warehousing operations, was 
chosen secretary. 

Hugh B. Carson, 52-year 
veteran with the firm, was 
re-elected to the board of di- 
rectors. 


Albert M. 
of Barrett 
was elected 


Worthington Names New 
Sporting Goods Manager 


The Geo. Worthington Co., 
Cleveland, hardware whole- 
saler has named Henry L. 
Steck manager of its sport- 
ing goods department. He 
had been an assistant in the 
department for a number of 
years. 

Mr. Steck joined the com- 
pany in 1936, traveled a New 
York state territory and then 
took charge of the priorities 
department during World 


War Il. Since the war he 
has been with the sporting 


goods department. 








HENRY L. 


STECK 


Mr. Steck succeeds Robert 
C. Reul who retired recently. 








FRANK G. 


FISHER 


Frank G. Fisher Heads 
Atkins Saw Division 


Frank G. Fisher has been 
elected president and general 
manager of the Atkins Saw 
Div. of Borg-Warner Corp., 
Indianapolis, to succeed S. J. 
Roush, group vice-president 
of Borg-Warner. 

Mr. Roush has relinquished 
direction of the Atkins divi- 
sion. 

Mr. Fisher had been vice- 
president and general mana- 
ger of Rheem Automotive Co., 
Fullerton, Calif. 





DEALER BRIEFS: 





Texas Lumber Yard Manager Opens Hardware 
Store; Maryland Store Has New Management 


Hallettsville, Tex.—Prem- 
ises formerly occupied by 
the Victor Pavlu hardware 
store are now used by Grant 
Lumber Co., for a _ retail 
hardware store. John Roth- 
bauer is manager of Grant 
Lumber. 


Scottsdale, Ariz. — Paul 
and Margaret Dauwalder 
recently moved their Scotts- 
dale Hardware into larger 
quarters at 714 S. Scottsdale 
Road. Free refreshments 
were served during’ the 
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store’s two-day opening sale. 
Visitors participated in 
drawings for merchandise 
with no purchases required. 


Valley Stream, N. Y— 
Santo Palermo manages the 
new William Tell Hardware 
store in Green Acres Shop- 
ping Center Valley Stream, 
Long Island, N. Y. The 
store was opened with a 
four-day treasure hunt. Or- 
chids and other gifts were 
given to women customers. 
(Continued on 177) 
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Sam Briggs Is Elected 
Johnston Div. Official 


Samuel O. Briggs has been 
elected executive vice-presi- 





SAMUEL O. BRIGGS 


dent and director of market- 
ing for the Johnston Divi- 
sion, it was announced by 
O. T. Jacobsen, president of 


Jacobsen Mfg. Co., of Ra- 
cine, Wis., and its subsidiary, 
the Johnston Lawn Mower 
Corp., of Brookhaven, Miss. 

Active in the power mow- 
er industry for 30 years he 
served during the past year 
as manager of lawn mowers 
for the Sunbeam Corp., Chi- 
cago. 

He was general manager 
of the Lawn Mower Div. of 
Reo Motors, Inc., Lansing 
and later its vice-president. 
When Motor Wheel Corp., 
bought the Reo Lawn Mower 
Div., Mr. Briggs was named 
general manager of that 
unit and later vice-president 
in charge of sales of the ap- 
plianece division. 

He was one of the founders 
and is a former president of 
the Lawn Mower Institute, 
Inc., Washington, D. C. 





Al Forgit Hardware Is Brand Names Winner; 
Five Other Dealers Finish as Runners-up 


Al Forgit Hardware, 2205 
W. Balboa Blvd., Newport 
Beach, Calif., has _ been 





AL FORGIT 


named Brand Name Retailer- 
of-the-Year in the hardware 
store category. 

The store, owned by Al 
Forgit, received a Certificate 
of Distinction in the 1956 
competition. 

Four hardware dealers re- 
ceived Certificates of Distinc- 
tion in the 1957 brand names 
competition. 

They are Dobyns - Lantz 


Hardware Co., 116 E. Main 
St., Stigler, Okla., repre- 
sented by Hercel C. Dobyns; 
Fortuna Hardware Co., 1221 
Main St., Fortuna, Calif., 
represented by J. K. London; 
Fuel, Feed & Bldg. Supplies 
Corp., 19th & Pacifiic, Vir- 
ginia Beach, Va., J. M. Jor- 
dan, Jr., president, and 
Haugen Hardware, Beloit 
St., Orfordville, Wis., repre- 
sented by Clarion W. Hau- 
gen. 

Another dealer, Phil Judd 
Sporting Goods & Hardware, 
83 E. Park, Butte, Mont., rep- 
resented by Phil Judd, re- 
ceived a Certificate of Dis- 
tinction in the sporting goods 
stores category. 

These dealers will receive 
their awards at a dinner 
April 16 at the Waldorf-As- 
toria Hotel, New York. The 
dinner will be a feature of 
Brand Names Week, April 
13-20. 

Winners were selected by 
a panel of judges composed 
of top award winners in the 
1956 competition. 
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F-0-K Advances P. W. Anderson to Chairman; 
George R. Bohrer Is Elected As President 


Farwell, Ozmun, Kirk & 
Co., St. Paul, Minn., hard- 
ware wholesaler, elected three 





PAUL W. ANDERSON 


officers to higher positions at 
its recent annual meeting. 
The meeting marked comple- 
tion of 99 years of service. 

Paul W. Anderson is now 
chairman of the board. 
George R. Bohrer is the new 
president. Clifford P. Palm- 
quist has been elected execu- 
tive vice-president and treas- 
urer. 

Mr. Anderson joined the 
company in 1902 as an office 
boy. He was elected a di- 
rector and assistant treasurer 
in 19380, secretary in 1938, 
treasurer in 1941, and presi- 
dent in 1942. 


Mr. Bohrer joined the com- 
pany in 1925 as an order 
clerk, later going into the 
buying department. He was 
transferred to the sales de- 
partment in 1942 and ap- 
pointed sales manager in 
1945. He was elected a di- 
rector in 1949, secretary in 
1953, and treasurer in 1955. 


Mr. Palmquist joined the 
company as an order clerk 
in 1933, was a buyer in 1942, 
and elected to the board in 
1953. In 1954 he was ap- 
pointed director of merchan- 
dise, and in 1955 was elected 
secretary. 

Other officers and directors 


elected at the annual meeting 
are Lloyd L. Swift, vice- 
president and secretary; Ear! 





GEORGE R. BOHRER 





CLIFFORD P. PALMQUIST 


P. Aurelius, assistant secre- 
tary and George Marzolf, as- 
sistant treasurer, and George 
Jones, director. 


Revere Ware Drops 
Fair Trade Pricing 


Revere Copper & Brass, 
Inc., March 19 dropped Fair 
Trade on Revere Ware 
copper clad stainless steel 
cooking utensils, Revere Pat- 
riot Ware, and all other 
stainless steel housewares. 

The company announced 
that it was difficult to stay 
on Fair Trade when so many 
other housewares manufac- 
turers dropped Fair Trade. 
(For other news on Fair 
Trade see p. 153) 
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TEMCO 


Gas Space Heaters... 
designed to sell faster! | 


WITH Functional styling! Dependable 


MORE 
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VENTED 
RADIANT SERIES 





“PRE-VENT"’ HEATER 
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AIR-FLOW 
REFLECTOR SERIES 














“PIN-UP” HEATER 


Back up your sales with these 
8 big Temco PLUS points! 


1. 20-year warranty on all 
Temco Ceramiclad* heat ex- 
changers. 


2. Proved performance backed 
by Temco’s 30-year reputation 
for quality. 


3. Temco models to suit every 
heating need. 


4. Fully automatic, factory-in- 
stalled controls on most models. 


5. Modern, streamlined cab- 
inets finished in rust-proof, 
fade-proof Porcelain Enamel 
finish. 

6. Lint-proof, clog-proof, non- 
aerated pilot on vented models. 


7. Flame-proof, Pyrex glass 
front on radiant models. 


8. All Temco space heaters are 
AGA approved for natural, 
manufactured or L.P. gas. 


Fill your customers’ needs with TEMCO 


Write today for FREE catalogue! 


*Trade Mark registration pending 


TENMCO, Talo 


NASHVILLE 9, TENNESSEE 


bias Hocil ng Srecialisia fet the Nalion” 
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“THE COMPLETE LIN 
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ROOM HEATERS © FLOOR FURNACES © WALL HEATERS © UNIT HEATERS 
WARM AIR FURNACES ¢ AIR CONDITIONING ¢ GAS WATER HEATERS 


E OF GAS HEATING EQUIPMENT” 














Foresman Elected VP 
Of American-Lincoln 


R. J. Foresman has been 
elected vice-president of sales 


R. J. FORESMAN 


for American-Lincoln Corp., 
Toledo. The position was 
created because of the ex- 
pansion of American Floor 
Machine Co., American Elec- 
tric Motors, Inc., and Lincoln 
Machinery Co. of the parent 
organization. 

Mr. Foresman has had 15 
years’ sales and management 
experience with Mid-West 
Abrasive Paper Co., Owosso, 
Mich. In that time, Mr. 
Foresman worked up through 
the ranks to become vice- 
president of sales and a mem- 
ber of the board. 


Paint Sundries Reps 
Form New Trade Group 


Paint sundries manufac- 
turers’ representatives in the 
Chicago and Illinois trading 






News of the Trade——— 


area have formed a new as- 
sociation known as Manu- 
facturers Agents Paint Sup- 
plies Association. 

The MAPS Association ad- 
dress is P. O. Box No. 950, 
Evanston, I)l. 

Officers elected for the 
newly formed group are: 

Richard A. Ruhling, presi- 
dent, Chicago; Neil B. Spur- 
geon, vice-president, Chica- 
go; Sam C. Freidman, secre- 
tary-treasurer, Evanston. 


Sump Pump Mfrs. Assn. 
Meeting To Be April 9 


The Sump Pump Mfrs. 
Assn., Inc., will hold its an- 
nual spring meeting April 9 
at the Palmer House, Chi- 
cago. 

Fred Hout, association 
president, reports that sales 
and shipments of sump 
pumps in January and Feb- 
ruary were up sharply from 
last year. 


Trimalawn Relocates 


Trimalawn Mower & 
Equipment Co., Inc., former- 
ly of Hackensack, N. J. has 
moved to 1495 Teaneck Rd., 
West Englewood, N. J. 

The new phone number is 
TEaneck 3-1515. 

All shipments will now be 
made from the firm’s Floral 
Park, L. I. warehouse. A 
direct phone will guarantee 
the same fast delivery as in 
the past. 











Officers and directors, Kentucky Retail Hardware Assn., elected at 
convention Feb. 4-6 in Louisville are, left to right, standing, Frank 
W. Sower, Sower Hardware, Frankfort, immediate past president, 
advisor; Maurice A. Hill, American Hardware, Bowling Green, 
president; Robert Moneypenny, Moneypenny Hardware, Louisville, 
director-at-large; Leon B. Parker, Minges Hardware, Newport, ad- 
visor. Seated, left to right, Roy Cornette, Monarch Hardware, 
Morehead, advisor; A. J. Wimberg, Wimberg Hardware, Louis- 
ville, first vice-president; James Hardy, Henderson & Hardy Hard- 
ware, Shepherdsville, director; Ed Hank, Livingston County Hard- 
ware, Smithland, second vice-president. Frank Tyree, Middlesboro 
Hardware, Middlesboro, not in photo, was re-elected a director. 
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Griffin’s high standards of quality assure 


your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 


faster selling in Griffin’s eye-catching 
VisiPak. 
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GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 


















ACE All steel, large ca- 
Low-priced favor- pacity (4 cu. ft.). 
ite. Lightweight. g Edge of press- 
Handles support » i 
full length of 3 cu. . forced with steel 
ft. capacity tray. ‘ 
Baked automotive © tray, legs. Baked 
finish, self-lubri- | automotive finish. 
cating bearings, Pneumatic, semi- 
puncture-proof tire. . pneumatic or steel 

. wheel. 


Do You Want To— | mame 


* Sell or buy a store 




















- Represent new accounts 


- Hire experienced 
hardware personnel 


- Dispose of surplus 










stock—distress ’ j a by 
inventory—job lot F. 
merchandise LAWN SPRAYER SPREADERS 
- Get sales represento- | 29 ‘for iui tert. ; B features. “Fertilizer 
; > rs, ici » wee : ; teap?? ; S 
tion for your line | tillers, Tank parece. OLDEST and LARGEST han, “Sas. Hon 
. Bet ob bk Os ils. Produces aooros. SMTA UTC CCL ame eer sreadira peat 
sive pump. Baked auto. 3% IN AMERICA se 6=—- Baked automotive finish. 
Hoardwore field | motive finish. — 3 
ee % Write for FREE Literature *: 
. THEN — A JACKSON MFG. CO. F 
7 Harrisburg, P 
Tell It Tc The Trade <= 4 toy te : 
In The Classified a : aise 





* . 
Advertising Pages 1 LAWN ROLLERS \ 
: 5 sizes. Axles ‘ 
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1 
1 








Of HARDWARE AGE 
| run completely 
Classified Ad. Dept. _ | LAWN and GARDEN carts y_,trewah high erate 


| 2 ruggedly-built models. Low- / Rounded edges 
HARDWARE AGE | priced Handi-Cart, shown, and @ prevent cutting 


| Jackson Deluxe hold 4 cu. ft., & sod. Adjustable 


2-in-1 SPREADER-CART 


Combination spreader and 4 
4 cu. ft. cart. Features strong 
" legs, wood handle, 13 adjust- 

ments, baked automotive 


Chestnut & 56th Streets, | feature popular flat bottom, & scrapers. ’ finish, nylon bearings, “Slots- 
Philadelphia 39, Pa. i Rowman 1 peat mess, breading 

















| AT HARDWARE STORES & GARDEN SUPPLY DEALERS 
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R 4'2 x PKA-3 


LOW PRICED 


KEY DUPLICATING 
MACHINE, MOTOR, 


CHARLES TOW ® 


WHEN YOU 
BUY THIS 


“PACKAGE” 
DEAL 


CONSISTING OF 


ROTARY KEYBOARD = 


1020 of the most 











plus 


popular 
KEY BLANKS 


YOU CAN cuT ~~ 
CYLINDER AND 
CAR KEYS 
QUICKLY AND 


ACCURATELY 
* 
AND TO HELP YOU SELL KEYS, YOU GET 


we FREE! 











“KEYS MADE 


KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information on your 
R 42 x PKA-3 “‘Package’’ Deal plus FREE Key 








sign. 

a 
PLEASE PRINT 

0 EE POSS 8 PS See 

i ailiciastiaatndeihnccdincied Zone.___.. State 


KEYS MADE 


QUALITY. KEY BLANKS 
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Cast Aluminum 12” x 27” 
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News of the Trade 


wheel department. The ser- 
vice department was recently 
moved from Nashville to the 
Lawrenceburg, Tenn., plant. 


Stanley Tools Names 
Field Sales Manager 


Stanley Tools, Div., The 
Stanley Works, New Britain, 
has named Joel Molchan field 
sales manager. He will di- 
rect all field sales and mis- 
sionary force work. 

ROBERT J. NOEL Mr. Molchan joined the 
company in 1936 as an office 
boy, later handling sales cor- 





Robeson Cutlery Names 
Noel Sales Manager 

Robert J. Noel has been 
appointed sales manager of 
Black Hawk Cutlery Co., a 
division of Robeson Cutlery 

o., Perry, N. Y. 

Mr. Noel has been associ- 
ated with the cutlery field 
for many years. 


Murray Ohio Names Two 
New Department Heads 





Walter F. Banas has been JOEL MOLCHAN 
named as the new director of 
purchases for Murray Ohio respondence. He served in 


Mfg. Co., Nashville, Tenn. the Pacific in World War Ii 
He was assistant purchasing and rejoined Stanley in 1945 
agent. as a salesman in Missouri, 

The firm has named a new Kansas, Nebraska, Colorado 
service manager, William Mc- and Wyoming. He was 
Cormick, formerly in charge named product line manager 
of the company’s velocipede of industrial tools in 1955. 





Oklahoma Assn. Elects Evans President 





Don Evans (center), Evans Hardware, Ada, was elected president 
of the Oklahoma Hardware & Implement Assn. at its annual con- 
vention Feb. 2-4 in Oklahoma City. On left is Herbert Vieth, Vieth 
Bros. Implement Co., Kingfisher, first vice-president. On right is Don 
Peters, Peters Paint & Hardware Co., Oklahoma City, second vice- 
president. Aaron Gritzmaker was reelected executive director, secre- 
tary and treasurer. Clyde Hickman, Hickman Hardware Co., Ponca 
City, is a new director. Hold-over directors are Byron Dawson, 
Clinton Implement Co., Clinton; Walter Hinton, Geo. C. Wright 
Lumber Co., Altus; Carl Lacy, Lacy Implement Co., Miami; George 
Moncrief, Moncrief Seed House, McAlester: Paul W. Shean, Shean 
Hardware, Woodward. 
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REFLECTOR HARDWARE CORP., Dept. HA-3 Pa 
1400 NORTH 25th AVE., MELROSE PARK, ILL. 


Gentlemen: 
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WHERE Please RUSH my free copy of the ~ 
THEY... new Spacemaster 57-S Catalog. ~ 
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merchandising 
equipment 


Visit Our Showrooms 

DEFLECTOR 
' HARDWARE CORP. 
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225 W. 34th ST. 1400 N. 25th AVE. 851 S. LOS ANGELES ST. 
NEW YORK 1,N. Y. MELROSE PARK,ILL. LOS ANGELES, CALIF. 
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Want to cash in on the fast 
expanding ‘outdoor living’ 





a market? Then just stock and 
brings you REPELLENTS -—, (ture Emkay Bug-Go-Lites® 
All-Purpose and other summer candles 

VARNISH SPRAYS eee comfort on the porch, patio 


or indoors. Burns a special 
bug-chasing ingredient that 
aids in repelling mosquitoes 
within 4 feet. And deep well 
keeps flame burning sure and 
Steady even when breezes biow. 


and promotes them in to attract 





7 
i 
j 
i 
i 
I 
! 
Sure-fire’ way : designed for real living 
j 
i 
! 
! 
! 
/ 


High-Gloss Varnish 
Spray produces a beau- 
tiful, shiny finish. 
Satin-Finish Varnish 
Spray imparts a rich, 
. i hand-rubbed tone. 


Cash in on Krylon’s SYRACUSE 1, NY 


eg A Any as , 7) 8 we { i A Division of 

aign in Life by dis- si = em : 

ke ian... a - ULC MUENCH-KREUZER 
gether with Krylon | ws CANDLE CO., INC. 


Spray Paints. 
~_— New York Chioago 
Boston New Orleans LosAngeles 


SEND COUPON FOR DETAILS 


e Fast turnover on a 
40% profit line 


e Eye- eh label. 





winner of C.S.M.A. aero: | ne tee ate eine neem aman 7 
To ” ah | | Emkay Candle Co., Dept. HA-358 
© uali ae e 
sinaaer te Stitt the pace | Syracuse 1, New York | 
sett 
on all seller colors and i see | | Without obligation, send folder of summer candle items. 
Crystal Clear Bes " 
Sells itself with colorful displays 7 Pls ki 6 oo oaua dansk cksleek eas herent eas tks os | 
° . . FI a Sn wile vee ud k= beORs ban eed Obes book baa bates | 
No wonder KRYLON is Ist in SALES—Ist in PROFITS | | 
| 


Call your jobber or write KRYLON, INC., NORRISTOWN, PA. | Ml 0 QANDIL NAAR TIE Tea AR, 
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JOIN THE 


“can’t lose” 
Flexible Plastic 


eee YOU 


of 4 trucks...in addition 







may also win one 


to one of 100 other prizes in the 
DU PONT PLASTIC PIPE CONTEST! 


Cresline is the proved right flexible plastic pipe. Proved 
right by grueling accelerated use tests. Checked for 
quality through every stage of production. Approved 
for drinking water use by the National Sanitation 


Foundation. 


Cresline is 


Guaranteed right in writing! Because 
made of Du Pont Alathon 25, the finest 


quality virgin polyethylene, those who handle Cresline 
are eligible to enter Du Pont’s easy contest. Entry cards 


are attached to each coil of Cresline Flexi- 
ble Plastic Pipe. Write today for literature 
and name of your Cresline representative. 


a Investigate CrpAiine KL (Kralastic)... 





Write for 
FREE 
authoritative 

booklet... 


“HOW TO 
CHOOSE AND 
USE FLEXIBLE 
PLASTIC PIPE" 








the superior plastic pipe for extra-rugged use! 


Cresline KL pipe is made from 100% vir- 
gin Kralastic resin. The lightest of all semi- 
rigid or rigid plastic pipes, it is excellent 
for many home and industrial uses includ- 
ing drinking water service lines where 
working pressures permit. Because of its 
extra strength, it can be used in many ap- 
plications instead of metal pipe at a sav- 
ings of 50% to 75% on installation costs. 
Write for details. 


All Plastic Pipe Is Round, Black and Has 
a Hole in It... But There Is a Difference! 








CRESCENT PLASTICS, inc. 


Dept. A-8, 955 Diamond Ave. « 
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News of the Trade 


MANUFACTURERS’ AGENTS 


Miller & Fox, Pittsburgh, 
has succeeded the firm of R. 
S. Miller & Son. Partners 
in the new firm are David E. 
Miller, son of Robert S. 
Miller, founder of the busi- 
ness, and Lucian J. Fox, son- 
in-law of Robert S. Miller. 
Robert S. Miller, president of 
the former R. S. Miller & 
Son, retired on account of ill 
health. Miller & Fox will be 
at 847 Kerry Hill Dr., Pitts- 
burgh 34. 

Vv 

Merit Products Co., Cin- 
cinnati, has appointed W. A. 
Allen & Associates, New 
York City, representative to 
handle the Handibracket line 
in the metropolitan New 
York and northeastern New 
Jersey areas. Harold L. An- 
derson covers Kansas, Mis- 
souri, lowa and Nebraska. 


v 


McKee Div., Thatcher 
Glass Co., Inc., Jeanette, Pa., 
has named four manufactur- 
ers’ agents for Glasbake 
ovenware-giftware and Mc- 
Kee milk glass. The new 
agents are: Ralph A. Collins 


Co., Collins & Co., Los An- 
geles; William G. Wade, 
Minneapolis; Benjamin 
Lester and William Sandlin, 
Lester & Sandlin, Look Out 
Heights, Covington, Ky., and 
Howard J. Bolger, Honolulu, 
Oahu, Hawaii. 
Vv 
Lenox Plastics, Inc., sub- 
sidiary of Lenox, Inc., has 
appointed Stark & Weisman, 
Philadelphia, representatives 
for Branchell Melmac plastic 
dinnerware. They will cover 
eastern Pennsylvania, Dela- 
ware, Maryland, District of 
Columbia, southern New 
Jersey. 
Vv 
Trio Mfg. Co., Griggsville, 
Ill., has named Glen B. White 
& Associates, Redwood City, 
Calif., to represent its lawn 
and garden division in the 11 
western states. 
v 


Natco Products Corp., 
Providence, has named Hy 
Abrams Co., New York City, 
to handle its Natco Korosea! 
line of stair treads, mats and 
matting. 





Crowe New President of Arkansas Assn. 





New officers elected at the convention of Arkansas Retail Hardware 
Assn. in Little Rock are (left to right): Henry Franklin, Henry Frank- 
lin Hardware, Jonesboro, chairman of board; Charles Butkin, Eudora 
Hardwore & Furniture, Eudora, second vice-president; Adrian Crowe, 


Crowe Hardware & Seed, Fort Smith, president; and W. F. Schall- 


horn, Jr., Schallhorn Hardware, DeWitt, Ist vice-president. Not 
shown are Tom Pinckney, executive secretary, and new directors Pete 
Gregory, Gregory Hardware, Paragould; Howard Groves, Southern 
Hardware, Magnolia; Martin Hankins, C. W. Hankins & Son, War- 
ren; Ed Irwin, Heber Springs Hardware & Furniture, Heber Springs; 
and Victor Kordsmeier, Kordsmeier Hardware & Furniture, Morrilton. 
Holdover directors are C. D. Davis, Saveway Hardware, Harrison; 
J. D. Harlan, Harlan Bros., Trumann: C. N. Haven, Haven Hard- 
wore & Sports Goods, Forrest City; R. J. Lindsay, Smith-Lindsay, 
Stuttgart; W. H. Parks, Parks Hardware, Batesville; James Watts, 
Vaughan Hardware, Hot Springs; John Coker, Coker Hardware, 
Bradley; Carl McKinney, Callison-McKinney Hardware & Furniture, 
Bentonville: John Reints Jr., Fort Smith Vehicle, Fort Smith; atid 
N. R. Tollett, Tollett's Hardware & Sports Goods, Nashville. 
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‘ News of the Trade 





Vv. C. GIFFEN 


Millers Falls Names 
Giffen Sales Manager 


Millers Falls Co., 
field, Mass., has 
Vincent C. Giffen 
sales manager. 

He will have charge of do- 
mestic sales of the company’s 
line of hand and power tools 
through non-industrial 
channels. 

Mr. Giffen has 
the company since 1940, as 
a salesman and Cleveland 
district sales manager. 


Creen- 
appointed 
hardware 


sales 


been with 


Kenneth Butler Gets 
Wickwire Sales Post 


Kenneth J. Butler’ has 
been appointed assistant 
sales manager of the Springs 
and Formed Wire depart- 
ment of Wickwire Spencer 
Steel Div., Colorado Fuel and 
Iron Corp. 

Mr. Butler has been with 
CF&I since 1946 and was a 
general line salesman in the 
Boston area before his re- 
cent appointment. He will be 
located in the and 
Formed Wire sales office in 
Palmer, Mass. 


Springs 


Westinghouse Appoints 
Thomas To Sales Post 


Howard J. Thomas has 
been named manager of 
wholesale and utility sales 
for the lamp division of 


Westinghouse Electric Corp., 
3loomfield, N. J. 

Mr. Thomas joined the 
firm in 1943 as a buyer in 
the small motor division, 
Lima, Ohio. He joined the 
Westinghouse Sales Co. 
Cincinnati district sales 
pervisor for lighting and 
lamps in 1945. In 1950 he 
became lamp division district 
sales manager for that 
trict. 


as 


Su- 


dis- 
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Clinton Machine Now 


Clinton Engines Corp. 


Clinton Machine Co. of 
Clinton, Mich., and Maquo- 
keta, lowa, has changed its 
corporate name to Clinton 
Engines Corp. 

Don Thomas, president of 
the company, says that the 
name was changed so that it 





would be more descriptive 
of the products the firm 
manufactures. 

The company manufac- 


tures air-cooled gasoline en- 
gines, chainsaws, and out- 
board motors. 


P. G. Fellinger Heads 
Sales for Chromtrim 


| Cex. 
New has 


Werner Inc., 


ap- 


York City, 





Cleaner — Sharper... 
Drive Easier, Hold Better 





P. G. FELLINGER 
pointed Philip G. Fellinger | 
product manager. He will | 


make his headquarters in the | 
New York sales office to di- 
rect sales of Chromtrim 
metal moldings. 

He was with Speedway 
Mfg. Co., Div. Thor Power 
Tool Co.; also eastern re- 
eional manager for Portable 
Electric Tools, Inc., and buy- 
er-merchandiser of the B. F. 


; —— Boost your sales, pull in more customers... Sterling 
Goodrich Co. in Akron, Ohio. 


Chem-Clean is the nail more and more builders are 
demanding! Triple-washing in a chemical bath produces 
a really clean nail. Its sharper point and whisker-free 
shank drives easier, holds better! Only quality electric 
furnace steel goes into Sterling Nails ...the copper- 
bearing steel that lasts longer, resists corrosion better. 
Sell the best — sell Sterling. 


1, 5, 10 lb. packages. 25, 50, 100 Ibs. bulk. 


W. H. Heath Promoted 
By Henry Disston Div. 
W. H. Heath has been 


named assistant general sales 
manager of the Disston Div., 
H. K. Porter Co., Inc., Phila- 
delphia. He will supervise 
both hardware and industrial 
sales. 


You expect more from Electric Steel—and you get it! 


NORTHWESTERN STEEL & WIRE COMPANY 


He was manager, hard- 
ware products, and will be 7143 
succeeded by C. Earl Weber sinc | all pol 
who has been with Disston 


NAIL MANUAL 
in the hardware field for 35 
years. 


STERLING ILLINOIS 





WRITE DEPT. 358 
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A SALES LEADER! 


An All New Mailbox Made of Longer 
Lasting Molded Fiber Glass! 





..» HANDSOME IN DESIGN ... PRICED RIGHT! 





SUGGESTED 


RETAIL 


°8.95 





Big Size 
A full 16%" x 4%"x 7%” 
easily takes largest size 


magazines and news- 
papers. 


Classic Color 
Designs 


¢ All black with brass 

¢ Green hood, white body 
with brass. (Handles are die 
cast and heavily coated 
with brass plate—hinge 
pins solid brass.) 


The new Town and Country is a sure bet to be 
your sales leader. Here’s why: 


Because the Town and Country is made of 
molded fiber glass, it is rugged and will give 
extra years of satisfactory service. The Town and 
Country will not— cannot rust, and has no painted 
surface to chip, crack or peel. And, all through 
its long life, the Town and Country keeps that 
“just new” look. The deep-toned colors are 
molded right into the fiber glass ... no painting 
is needed—ever! Self-cleaning, it won’t stain. 


Its beauty combined with its many exclusive 
features gives you more to talk about to your 
customers than any other model on the market 
today. Order your supply from your wholesaler 
or write us direct for information. 


Made by the manufacturers of Bo-Kay Flower 
Boxes, Jardinieres and Bird Baths—the fast mov- 
ing house and garden accessory line. 


PLASTIC PRODUCTS | ”.°- 8x 857 
Cleveland 22, 


CORPORATION athe 





| 





—- — News of the Trade 








| supervise a 


New appointments, new territories. etc. 


MANUFACTURERS’ SALESMEN 


Ideal Toy Corp., New York 
City, has changed territories 
by dividing lines into two 
major divisions: inflatable 
and plastic toy division, and 
doll and stuffed toy division. 
Inflatable and plastic toy di- 
vision appointments are: 
Ernest Lewis, New England, 
New York state and eastern 
Pennsylvania; Daniel Neme- 
rov, metropolitan New York, 
Philadelphia, Baltimore and 
Washington, D. C.; Sidney 
Jordan, southeast; David 
Cohen, east central: Ben 
Pawland, midwest: Louis 
Levinson, southwest and 
James Smith, Los Angeles 
area. Doll and stuffed toy 
division appointments are: 
Leon Gropper, New England, 
New York state and eastern 
Pennsylvania; George Mor- 
genstern, metropolitan New 
York, Philadelphia, Balti- 
more and Washington, D. C.; 
Sidney Lowenthal, southeast; 
Jack Herzberg, east central: 
Le Roy Smith, midwest; J. 
Jerry Berman, Southwest 
and John Curtis, Los An- 
geles area. Jack Saunders 
will cover the northwest area 
for the company. Miss Mil- 
dred Shore will continue to 
separate sales 
force specializing in the 
Little Miss Revlon doll line. 

Vv 

Russell & Erwin Div., 
American Hardware Corp., 
New Britain, Conn., has 
named John Fisher sales rep- 
resentative for stock hard- 
ware in Ohio. He will con- 
centrate on Russwin residen- 
tial hardware. 


Vv 

Clemson Bros., Inc., Mid- 
dletown, N. Y., has made 
territorial changes in _ its 
southern district, and Jack 
Thompson and L. B. Powers 
have been appointed district 
sales managers of the 
new divisions. Territorial 
changes are also effective 
for Clemson’s associate com- 


pany, Victor Saw Works, 
Inc. Mr. Thompson, with 
headquarters in Birming- 


ham, will be district sales 
manager for western Ten- 
nessee, Alabama, Louisiana 
and Mississippi. Mr. Powers, 
with headquarters in At- 
lanta, will be district sales 
manager for eastern Tenes- 


see, North and South Caro- 
lina, Georgia and Florida. 
Warren F. Ward continues 
as district sales manager for 
Texas, Arkansas and Okla- 
homa. Russell E. Pines, for 
many years Atlanta district 
sales manager, has taken 
an indefinite leave of ab- 
sence for reasons of health. 


v 


Clinton Machine Co., Clin- 
ton, Mich., has named Ted 
Harsham and Vince Benton 
as divisional sales managers 
of the after-market division 
of Clinton, Mich., and Ma- 
quoketa, Iowa. Mr. Harsham 
had been assistant after- 
market sales manager, cen- 
tral regional sales manager 
and territory manager of the 
New England states. Mr. 
Benton had been sales man- 
ager of the chainsaw divi- 
sion and southern regional 
sales manager. Mr. Har- 
shaw and Mr. Benton will 
make their headquarters in 
Clinton, Mich. 

v 


Knape & Vogt Mfg. Co., 
Grand Rapids, has reas- 
signed two sales representa- 
tives. Robert V. Boyle, former 
upper New York state rep- 
resentative has been given 
the New York City metro- 
politan area territory. He 
will be the first exclusive 
Knape & Vogt sales repre- 
sentative to cover the met- 
ropolitan territory. Alan C. 
Lanser, formerly in the 
Grand Rapids office, will 
cover New England, with the 
exception of Boston, and 
New York state with the 
exception of New York City. 

. 


Bennett-lIreland, Inc., Nor- 
wich, N. Y., has named Ed- 
ward Ackley sales represen- 


tative in the Washington, 
D. C.,-Baltimore area. 
Ww 


Muralo Co., New York 
City, has named Richard W. 
Kelleher northeast division 
sales manager; James W. 
Hennessy mid-Atlantic divi- 
sion sales manager. Edgar 
Wood, Jr., has been named 
mid-west division sales man- 
ager. Mr. Wood previously 
represented the company on 
Long Island. 
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EVEL-WIND “MONOFIL. REELS 


THREE SIZES 


#9 PEERLESS “MONOFIL’’—Full, free 
spool action. Comfortable torpedo- 
type handle. Capacity 300 yds. Mono- 
fil #15. 

#109 PEER ‘“MONOFIL” (pictured) — 
Double knob handle. Capacity 300 
yds. Monofil #15. 

#209 PEER ‘‘MONOFIL”, Sr.— 
Torpedo-type handle. Capacity 500 
yds. Monofil #15. 


POPULAR for BOTH 
FRESH and SALT WATER 


@ Precision-fit spool permits the use of 
monofil and other types of line. 


@ Strong, sturdy reels, capable of taking 
prize size fish. 


STOCK the FAST-MOVING PEM | 





@ Reliable, smooth-acting star drags. 
@ Fast retrieve. Long service. 
@ Choice of metal or plastic spools. 


‘in ieee 


“The Reels of Champions” Qe. , 


~ 


Send for Catalog No. 21-D PENN FISHING REELS - PHILA. 32, PA. 
Put this hard-hitting display to work for you 


OUtex 
, \ MNO LDIng 
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selling Quick Wedge 


SCREW-HOLDING screwdrivers 


Unconditionally Guaranteed -- Millions Satisfied 
ORDER TODAY — We'll Invoice Your Jobber 


Nationally Advertised in 8 National Magazines 


KEDMAN COMPANY + 233 South 5th West + Salt Lake City 1, Utah Graranined” 















f NATIONALLY ADVERTISED 


CIMONGEN 


America’s Finest 


TACKLE BOXES 


Check these sales-making features exclusive 
with Simonsen! Streamlined styling * Patented 
adjustable tray dividers ° Electronically 
welded piano hinges * Chemically treated to 
prevent rust and corrosion * Permanent baked 
enamel finish * Solid brass, plated hardware 
on all aluminum and fibrelite boxes * Contour 
handles * Deep drawn boxes. 

Dealers and Jobbers write for catalog of our 
complete line of high profit tackle boxes. 














The largest box of its kind drawn 
from one piece of metal. Deep 
drawn, seamless tool box built to 
gov't specs; 4 cantilever trays with 
adjustable dividers; covered top 
trays; electro-welded continuous 
piano hinges. 

Fabricated model 18” 
» (184HG); 22” (2246). 


SIMONSEN INDUSTRIES, INC. 


1414 South Michigan Avenue Chicago 5, Illinois 


-——- — — << ee ee ee ee ee oe ee 








TWO GARDEN ITEMS THAT SELL! 















HOSE STAKE WATER BUBBLER 
At Last, an Answer to Damaged The One Unique Gadget You “For service and initiative above and be- 
Flower Beds and Broken Hoses —e ctering Witeest Wenn yond the call of duty in suggesting “ScorTcr” | 
WRITE FOR CURRENT PRICE LISTS AND SALES FOLDERS Brand Masking Tape with every paint sale!” 


GARDEN PRODUCTS DIVISION 


The Turfgrass Farm—4961 £. 22nd—Tucson, Ariz. 
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WON'T ““WALK OFF THE JOB’’ 


mt miller 
PAINT MIXER 


STAY S where you stand it 


without bolting down 








ANY QUANTITY— 
ANY TYPE CAN 
FROM '/4-PT. TO GAL. 


2-YEAR GUARANTEE backs 
the great MILLER .. . with 
“Float-A-Coil” mounting for 
fast, quiet mixing, virtually 
vibration - free. Delivered 
ready to use on table, floor, 
bench, counter. Compact, 
portable, sturdy ... in single 
and double can models. 


Write Today for FREE Illustrated Catalog 














9425-45 SEYMOUR ST. ® 





SCHILLER PARK, ILL. 





Keep Cool, mister! with 


ARCTIC 
BOY 


portable water 
coolers 








Rugged Construction 
.. good everywhere 
men work! 


Galvanized inset, hot 
dipped after forming 
for flaw-free finish! 


Large top opening, 
easy to ice, fill 
and clean. 


Send for complete 
information and 
booklet ‘‘Care and 
Use of Your Cooler.”’ 
Write Dept. H-12. 





THE SCHLUETER MFG. CO. 
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ST. LOUIS 7, MO. 





manufacturing company 




















Penna. Wholesalers’ 


1957 Sales Are Up 
(Continued from page 166) 


hold its annual shad dinner, 
May 9, at the Lebanon (Pa.) 
Country Club. 

Officers of the association 
were reelected at the March 
14 session. David Paules, 
Fulton, Mehring & Hauser 
Co., York, is president. 

Vice-presidents are Ivan 
Rohrer, Schindel, Rohrer & 
Co., Inc., Hagerstown, Md., 
and John Wolfertz, C. F. 
Wolfertz & Co., Allentown. 

James G. Krause, Geo. 
Krause Hardware Co., Leba- 
non, is secretary-treasurer. 

Elmer E. Steinbrunn, 
Pottsville Supply Co., Potts- 
ville, was named chairman 
of the executive committee 
to succeed C. E. Siegfried, 
recently retired general man- 
ager of M. S. Young & Co., 
Allentown. 

Other members of the ex- 
ecutive committee are: C. R. 
Herr, Herr & Co., Lancaster; 
Walter Wagner, Wagner 
Bros. Hardware Co., Inc., 
Hazleton, and Eugene 
Thomas, Frederick Trading 
Co., Frederick, Md. 


Dealer Shows Planned 


The following wholesalers’ 
shows for hardware dealers 
have been announced: 

Ace Hardware Corp., Chi- 
cago wholesaler, will hold its 
Summer Convention and Toy 
Show at the Ace warehouse, 





—_— News of the Trade 


2355 S. Blue Island Ave., 
Chicago, June 8-10. Charles 
B. McClaskey will be show 
manager. 

Southwest Hardware Co., 
Inc., Norwalk, Calif., whole- 
saler, will hold a Merchan- 
dise Show on May 18 and 19 
at the company warehouse, 
13827 S. Carmenita Rd., Nor- 
walk. 

Walter H. Allen Co., Inc., 
Dallas wholesaler, will hold 
its 24th annual Stockholders’ 
Meeting and Merchandise 
Show Sept. 8 and 9 at the 
Baker Hotel, Dallas. 


RPWDA Convention To 
Be Held in Cleveland 


The Retail Paint and Wall- 
paper Distributors of Amer- 
ica, Inc., will hold their 11th 
annual Convention and 
Trade Show in Municipal 
Auditorium, Cleveland, Nov. 
18-20. 


Western Housewares 
Show To Be Aug. 3-6 


The West Coast House- 
wares Show, sponsored by 
Western Housewares Assn., 
San Francisco, will be held 
Aug. 3-6 at the Western 
Merchandise Mart, San 
Francisco. 

The show will coincide 
with the San Francisco Gift, 
China and Glass Show which 
will be held the same dates 
at the Western Merchandise 
Mart. 





PASHA Group Elects New Officers, Directors 








Members of Pennsylvania & Atlantic Seaboard Hardware Assn. 
elected these officers at the annual convention in Harrisburg (left 


to right): C. G. Avery, Avery Hardware, Springville, Pa., advisory 
board: C. H. Kauffman, Kauffman Hardware, New Holland, Pa.., 
president; H. R. Fenstermacher, Hadesty Hardware, Tamaqua, Pa., 
second vice-president. Not shown are Alphonso Humes, J. H. Humes 
& Sons, Milford, Del., first vice-president; J. W. Tisdale, Harrisburg, 
managing director; and directors G. W. Eddy, Eddy's Hardware, 
Frenchtown, N. J.; C. G. Wilson, Wilson's Hardware, Braddock, Pa.; 
H. M. Musser, Musser's Hardware, Mifflinburg, Pa.; J. M. Wagner, 
Waaner Hardware, Baltimore, Md.; M. W. Allen, Cochran & Allen, 
Carlisle, Pa.; C. B. Bergman, E. H. Bergman & Sons, Blairsville, Pa.; 
and W. C. Martin, Martin's Hardware, New Bethlehem, Pa. 
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News of the Trade 


the recent Our Own Hard- 
ware Co. stockholders meet- 
ing. The surprise was a 
$5000 first prize for store 
display from Kordite Co., of 
Macedon, N. Y. Presentation 
was made by Earle Diercks, 
representing Kordite. Mr. 
Rickbeil gave Mr. Frerichs 
credit for the work behind 
the award. Mr. Frerichs said 
he might use the money to 
build a new store front at 
Rickbeil’s. 


DEALER BRIEFS: 
(Continued from 


The firm has operated a 
hardware store at the Cross 
County Shopping Center in 
Yonkers, N. Y., for the past 
three years. 


page 167) 


Oakland, Md.— Sylvester 
A. Krupinski has purchased 
the Wakely Hardware from 
Jack Wakely. Clifford Holl- 
er, formerly employed in 
another hardware store in 
Oakland, manages the store. 





Sioux Falls S. D.—Roy 
Nyberg now owns the Ace 
Hardware store at 2111 S. 
Minneapolis, Minn. Minnesota Ave., having pur- 





Hardy Rickbeil and son-in- chased it from Ed Howlin. | 
law Don Frerichs of Rick- Mr. Nyberg was employed 


beil’s Hardware, Worthing- 


ton, Minn., got a surprise at Minn. 





Rickbeil's Hardware wins another award. That's Hardy Rickbeil (left) 
and Don Frerichs receiving a $5000 check from Earle Diercks of 
Kordite Co., for outstanding store display. Our Own Hardware Co's. 
gift buyer Elaine Hogan watches the presentation. 





Tri-State Dealers Elect 1958 Officers 





New officers and directors of Tri-State Hardware & Implement 
Assn. elected at the annual convention in Amarillo, are (left to 
right): seated, Carl Maurer, Maurer Machinery Co., Friona, Tex., 
advisory board; R. B. Allen, Canyon, Tex., executive director; Ken- 
neth Cox, Farmer's Supply, Lubbock, Tex., advisory board; Morton 


Gragg, Portales Hardware, Portales, N. M., president; K. G. 
Vaughan, Vaughan Implement, Tulia, Tex., director; and E. C. Arm- 
strong, Western Machinery, Clovis, N. M., national farm equipment 
director; standing, Lawrence Merchant, Carlsbad Hardware, Carls- 
bad, N. M., director; F. D. Huning, Jr., Huning Mercantile, Los 
Lunas, N. M., director; Fred Sherwood, R. N. Norris Hardware, 
Childress, Tex., advisory board; J. R. Stanley, Stanley Hardware, 
Big Spring, Tex., director; J. L. Hook, J. L. Hook Hardware, Tex- 
homa, Okla., director; Wallace Reid, Reid Hardware & Implement, 
Munday, Tex., director; and Howard Lane, John Deere Implement 
Co., Panhandle, Tex., director. 
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by an Ace store in Hibbing, | 














sell FULTON 


IN THESE 


MARKETS 


7A | 






WINCH 


With this revolutionary new winch, 
operator has complete one-hand control 

of load at all times. Load-actvated 
brake automatically holds whenever winch 

handle is released, whether raising or 
lowering. Has ‘‘off'’ position for spooling of 
line. 1000 pound capacity, 3 to 1 gear ratio. 


PIPE 


NO. 270 WINCH 


Widely used on the farm and in 
other stationary applications. 
1800 pound capacity, 5 to 1 
gear ratio. Drum is 44," wide, 
for maximum rope or cable ca- 
pacity. Oil impregnated bearings 
assure long life. Easily dis- 
assembled for service and 
cleaning. 


other FULTON Winches 





Model Gear Load 

Ratio (ibs) 
221 1. = NO. 415 PULLEY 
225 1.7:1 500 2%." pulley wheel, tokes 
230-8 3:1 1000 rope up to %”, turns on 
235 3:1 1000 Oilite§ self-lubricating 
245-B 3:1 1000 bronze sleeve becring. 
247-A 9:1 1400 Heavy pressed steel, cad- 
252 3:1 1000 mium plated. Load ca- 
260 3:1 1000 pacity 750 pounds. 





No. B-8 MULTI-FIT COUPLING 


No. M-2 DUAL-LOK COUPLING 


Com operated —fast and positive. 
Hole provided in locking lever for 


Fits ball from 17/,” 
plied with 2” ball. 


to 2%", sup- 
Capacity 6,000 


pounds. One of seven handwheel padiock. Supplied with 17/," ball, 
operated couplings in Fulton line capacity 4000 pounds. 
from 2000 to 8000 Ibs. capacity. 


YOU'LL FIND MANY MORE / 


interesting items in your copy of our new 
catalog. Write for it today or contact t 
your jobber. 


© Poy 


“~ 







he FULTON... 


1912 SO. 82nd ST. MILWAUKEE 19, WISCONSIN 












H. W. Hibbert Elected 
President Of Pecora 


H. Wesley Hibbert has 
been elected president of 
Pecora, Inc., Philadelphia 


ae 





H. WESLEY 


HIBBERT 





LAURENCE BOWEN, 


JR. 
caulk and adhesives 
facturer. 

Mr. Hibbert, formerly ex- 
ecutive vice-president, has 
been with Pecora for 19 
years. 

Pecora advanced Laurence 
owen, Jr., from vice-presi- 
dent to executive vice-presi- 
dent. 


manu- 


Manufacturers Form An 
Ornamental Iron Assn. 


An association of orna- 
mental iron men was formed 
at a convention held recently 
in Memphis. 

For the past two years 
the iron workers meeting 
was sponsored by Tennessee 
Fabricating Co., Memphis. 
Discussions at these gather- 
ings led to forming of the 
new association. 

Officers for the newly 
formed National Ornamental 
Iron Manufacturers’ Associ- 
ation elected for 1958 are: 

Frank Kozik, Scranton, 
Pa., president; Charles Mor- 
ris, Sheffield, Ala., vice-pres- 
ident; Charles Graham, At- 
lanta, secretary - treasurer; 
R. W. Colver, Danville, IIl., 
sergeant-at-arms. 
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J. HAROLD PRATHER 


J. H. Prather Named 
Estwing Sales Manager 


J. Harold Prather has been 
appointed sales manager of 
Estwing Mfg. Co., Rockford, 
Ill. 

Mr. Prather began his 
hardware career in a retail 
store. He later joined Brown- 
Camp Hardware Co., Des 
Moines wholesaler, as sales 
manager for 13 years until 
he joined Estwing. 


J & L Merges Sales 
For Consumer Goods 


Jones & Laughlin Steel 
Corp., Pittsburgh, has 
merged sales divisions han- 
dling consumer products for 
its Container Div. 


These products include Jal- 
ware galvanized ware, Cream 
City galvanized ware and 
Cream City ironing tables. 

The company announced 
these appointments of J & L 
men: 

Vincent Anson, manager- 
consumer product sales, head- 
quarters Toledo. 

H. J. Kennedy, eastern re- 


gional manager - consumer 
product sales, headquarters 
Toledo. 


H. J. Stephany, central re- 
gional manager - consumer 
product sales, headquarters 
Lebanon, Ind. 


J. S. Browne, southern re- 


gional manager - consumer 
product sales, headquarters 
Atlanta. 


Pringle Named Head of 
Sales for Howe Scale 


Frank E. Pringle has been 
named general sales manager 
of Howe Scale Co., Rutland, 
Vt., a division of Safety In- 
dustries, Inc. His appoint- 
ment also makes him a mem- 
ber of the Howe executive 
committee. 


News of the Trade 








Earth Carpet Names 
Uhlarik to Top Post 


John Uhlarik has _ been 
named national sales man- 
ager of Earth Carpet lawn 
seed for L. Teweles Seed 
Co., Milwaukee. 

Mr. Uhlarik joined Tew- 
eles after serving with 
Mautz Paint Co. Before that 
he managed sales for E-Z 
Paintr Co., Milwaukee. 

Mr. Uhlarik also was with 
Gamble -Skogmo, Minneap- 
olis wholesaler, for five years 
as paint buyer and mer- 
chandiser. 
photo requested 





JOHN UHLARIK 





Government Eases Up 
On Income Tax Ruling 


The government has 
changed its mind about re- 
quiring all taxpayers to kee 
itemized expense account rec- 
ords and to report them on 
their income tax returns for 
1958 income. 

Under a proposed regula- 
tion from Internal Revenue 
Service, if you give your boss 
a breakdown of your ex- 
penses, you will not be re- 
quired to fill in line 6a on 
your tax return. 

Instead, you must state on 


your return that business ex- 
penses received by you did 
not exceed what you spent or 
that if you did receive more, 
you have included it in your 
income. 


The only taxpayers who 
will be required to fill in line 
6a and give a breakdewn of 
their expenses are those who 
do not give an accounting to 
their employer. 

For more information on 
how to figure your income 
taxes, see HA issues of Jan. 
30, 1958, p. 21, and Feb. 13, 
1958, p. 124. 





= $$ $$$ 











Morris Eisenstadt 

Morris Eisenstadt, 58, a 
partner in Eisenstadt Bros 
hardware store in Flushing, 
N. Y., died Feb. 23 after a 
short illness. Active in wel- 
fare, civic and fraternal 
groups he was also a member 
of the Hardware Square Club 
of New York. Survivors in- 
clude his brother Max, a 
partner the hardware 
store. 


in 


Bruce M. Allen 


Bruce M. Allen, 60, Colum- 
bus, Ohio, manufacturers 
agent, died Feb. 14. He was 
a traveling salesman for Bel- 
knap Hardware & Mfg. Co., 
Louisville wholesaler, from 
1918 to 1930. From 1930 until 
1953 he traveled for The 
Yale & Towne Mfg. Co., 
Stamford, Conn., in its Ohio 
territory. Survivors include 
his brother Ben Allen, a 
salesman for John H. Gra- 
ham & Co., New York City, 
manufacturers representa- 
tives. 


OBITUARIES 


a 








W. E. Smith 


W. E. Smith, a hardware 
dealer in Carlsbad, N. M., 
since 1902, died recently. Mr. 
Smith was a pioneer hard- 
wareman, dean of Carlsbad 
business men. All hardware 
stores in the city closed dur- 
ing the funeral services. 


Thomas Clarence Young 


Thomas Clarence Young, 
75, retired tool buyer for 
Fries, Beall & Sharp Co., 


Washington, D. C., hardware 
wholesaler, died recently. He 
operated a retail hardware 
store in Washington from 
1910 to 1914. For the next 
21 years he worked for Bar- 
ber & Ross Hardware Co. in 
Washington. He joined Fries, 
Beall & Sharp in 1935. 


Johnie C. Sands 


Johnie C. Sands, 76, owner 
of Sands Hardware in Loulis- 
ville, Ky., for 39 years died 
recently in that city. 
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A report in pictures of events in the trade 





HA Photo Angles 





Representatives from hardware firms throughout the nation recently 
completed builders’ hardware school courses held by P. & F. Corbin 
The courses 


Div.. American Hardware Corp., New Britain, Conn. 
help those in attendance to do a more comprehensive selling job. 


Officials of the company and students are shown here after com- 


pletion of the course. 








Some of the 115 members and quests at the 58th annual fall banquet of the Pennsylvania Wholesale 





Supplee Biddle Steltz Co., Philadelphia whelesaler held its 
annual Garden supply show at the Merchandise Mart in 
February. Hundreds of dealers in the Philadelphia area visited 
the huge exhibit of lawn mowers, garden furniture. sporting 
goods, swimming pools and outdoor cooking equipment. 


UH hitting 
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Hardware & Supply Assn. held 


March 13 at the Hotel Astor, New York City. See story on page 166. 
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Classified Opportunities Section 





Representatives Wanted Representatives Wanted 


| 
} 


| 


Representatives Wanted 





| 





SALES REPRESENTATIVES 


Several territories open on our line of 
ornamental Mail Box Posts for distribution 
thru large retailers, lumber yards, etc. 


HAAKE MFG. CO. 
2962 Cass Ave., St. Louis 6, Mo. 








WANTED: MFR'S REP & DISTRIBUTORS 


for nationally advertised new product. Proven public 
acceptance and demand by large number of retail in- 
quiries from news releases. Write EASTERN L & B 
SUPPLY, INC., MFG., 630 Mountain Drive, South 
Orange, N. J. For full information submit resume 
and your operational area. 











Paint Brush Salesman 


Prominent paint brush manufacturer has open 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware. lum- 
ber dealers, Protected territories. Established 
business. Will also consider sideline man or 
i anufacturers’ agent. 
Address Box A-23, care of HA 
Chestnut & 56th Sts., Philadelphia so. "ag 








MANUFACTURER'S REPRESENTATIVES 


Here's a new and essential item with great point-of- 
purchase sales value! Vast potentials. Constant repeat 
orders. Compellingly priced. No trouble to get orders 
in your territory from hardware retailers and other 34 
outlets. Liberal commissions. For details write 


Address Box C-i3, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 




















SALES 


} _ REPRESENTATIVES WANTED 
by manutacturer of lambsweol floor applicators, 
refill pads, polishing bonnets and discs. wash 


mitts of all types, imported 
ing pads and related items. 
ity ine, 
priced. 


chamois, compound- 
This is a top qual- 
_strongly merchandised and competitively 
rhe man selected must have some knowi- 
edge of our field, and must give us full coverage 
in the hardware, automotive and sanitary supply 
helds. Open in Virginia, Kentucky, Tennessee, 
Wisconsin, Minnesota, and the Dakotas. Beverly 
Manufacturing Co., 10 Roland 




















ee St., Boston 29, 

SALESMAN WITH A FOLLOWING 
AMONG HARDWARE Dealers in Central New 
Jersey. We are full-line 


Hardware Distributors 
and have a proven dealer merchandising program. 
We offer an excellent opportunity to an experi 
enced salesman who wants te earn more. Ad- 
dress: Box C-41, care of Harpware Acre. Chest 
nut & 56th Sts., Philadelphia 39, Pa. 





SALES REPRESENTATIVE WANTED. If 
you are a qualified sales representative calling 
directly the hardware dealer, lumber and 
building supply cempanies, exclusive territories 
are open in New York, western Pennsylvania, 
Ohio, Maryland, Delaware, Virginia and New 
England states to represent several excellent 
products that possess sales appeal and demand 
that add up to a “volume repeat business.”” Fully 
merchandised, these items are already established 
in other states by sales representatives who are 


on 


enjoying a liberal commission on their sales 
activity. Please give full particulars in first 
letter. Address: Box (C-29, care of HarDWARE 


Act, Chestnut & 56th Sts., Philadelphia 39, Pa. 








I WANT TO BUY ALL, OR PART OF, 
an established business representing manufac- 
tures in the hardware and industrial trade. T 
have ten vears’ exnerience in manufacturing and 
merchandisine hardware items. Upper west area 
preferred. Address: Box C-39. care of Harp- 
waReE Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 


EXCELLENT LINE for sales representatives 


calling on the retail trade in hardware, depart- 
ment, variety and chain stores. Good commissicn. 
Write: Midwest Plastics Mfg. Co., 208 


Avenue. St. Paul 6, Minn. 
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NATIONAL SALES ORGANIZATION 
WANTED COVERING 


Hardware & Automotive Jobbers— 
Chain & Dept Stores 


Long established firm expanding into a com- 
plete line of revolving lawn sprinklers, hose 
nozzle, pruning shears, etc. Prestige sprinkler 
line guaranteed smartest new packaging on 
market today. Will compete in quality and 
price with the largest selling line in America 
today. Full U. S. territory will be given to 
company capable of handling this heavy volume 
line. Reply stating background of organiza- 
tion, number of salesmen traveling and terri- 
tory covered. 


Address Box C-44, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











Manufacturers Representatives Wanted 


To sell quality competitive Sliding Door Hard- 
ware and accessories to Hardware, Lumber, 
Building Supply and Sash and Door Jobbers 
Choice territories open including many of the 
largest cities in 


Address Box 8-40, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











YOU WILL BE GLAD IF 
YOU ANSWER THIS AD 


Direct importer of baskets and 
wants representatives calling on Hardware 
and Housewares looking for an 
easy selling, high commission paying line. 


housewares 


stores, 





State territory and lines carried. Write 
Global Gifts & Gadgets, 8 Henshaw Street, 
New York 34, N. 








EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration 
8 out of 10 on first call. Address: Box A-22 
of Harpware AGE, Chestnut & 
delphia 39, Pa. 


sells 
, care 
56th Sts., Phila- 


LARGE MANUFACTURER OF COM. 


PLETE LINE of Bolts, Nuts, Screws, Anchors 
and Rivets needs representative in _ territories 


East of Mississippi River. This line to be of- 
fered for sale to industrial consumers and jobbers 
in all territories. Address: Box C-31, care of 
Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 








SALESMEN OR FACTORY REPRESEN- 
TATIVES who have a good following with the 
hardware or heusewares jobbing trade. We have 


a few territories open. Our line is nationally 
known. We pay high commissions. Excellent 
vear ’round sel'ers. Protected territory. Write 


General Sales Manager, Ohio Products Company, 
North Madison 1, Ohio. 





LIMITED NUMBER OF TERRITORIES 
STILL AVAILABLE for manufacturer’s agents 
contacting all types of volume buyers. Three top 
hardware-houseware items in 39¢-89¢ bracket. 
All fast movers with large repeat percentage. In 
store displays. Trade advertising support. Ad- 
vertising allowances. Many established accounts. 
Clover Products. 1141 Atlantic Ave., Rochester 
9, N. Y. 





MANUFACTURERS’ REPRESENTATIVE 
WANTED BY OLD ESTABLISHED MANU- 
FACTURER OF ALUMINUM COOKING 
UTENSILS. Territories open: northern Ohio, 
Texas, Arkansas, northern California. State 
fully territory now covering. Address: Box 
C-32. care of Marpware AcE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





MANUFACTURER’S AGENTS WANTED 
FOR our established and fast-moving light hard- 
ware line. Must be experienced producers. Mar- 
ket is in hardware, building supplies and paint 
wholesalers. automotive and mail order chains, 


variety and rack jobbers. Our design and pro- 
duction departments tuned to fast action. Please 
state particulars in reply. Gunver Manufactur- 


ine Co., Manchester, Cenn. 
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MICHIGAN. INDIANA, 


Top Representation Wanted 


We have developed 4 unique 
Home and Garden use. These products are so far 
ahead of competition, they are practically non-cem- 
petitive. Need organization with good DISTRIBUTOR 
(housewares and garden) and DEPARTMENT STORE 
connections Highly saleable products with excellent 
repeats. Write advising territory and trade covered 
and lines now carried. Address: 


LYNWOOD LABORATORIES, Norwood, Mass. 


patented aerosols for 











SALESMEN NOW CALLING ON RETAIL 
HARDWARE, furniture, appliance and depart- 
ment stores to handle volume sales item with re- 
peat potential. Add our top-flight line of ironing 
board covers, pads, tablecloths. State territory 
and type ef accounts called on. Royalcraft Prod- 
ucts, Box 748, Passaic, N. 





Accounts Wanted 








REPRESENTATIVES 


Covering all phases of jobbers. 
aggressive service 
established actively 


Can render reliable 
We are national distributors with 
operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you ean bill direct 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 











Consistent, Conscientious, Concentrated 
coverage of metropolitan 
New York and New Jersey 


BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 


(We get results) 








MANUFACTURER'S REPRESENTATIVE 


covering metropolitan New York and New 
Jersey Selling to Hardware, Houseware, 
and Building Supply jobbers-chains De 
sires additional lines. Only reputable man- 
ufacturers considered. Reliable, 
service rendered 

Address Box C-36, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadeiphia 39. Pa. 


aggressive 














ROCKY MOUNTAIN STATES REPRE- 
SENTATIVE, young and aggressive with over 


eight years’ agency experience, desires select 
quality line. I will guarantee your product will 
personally be presented, together with sample 


demonstraticn, to every potential wholesale cus- 


tomer in this territory. Inquiries will receive 
a prompt reply. P. O. Box 647, Boulder, Colo- 
rado. 

WELL ESTABLISHED MANUFACTUR 


ERS AGENT. traveling five men in the Upper 
Midwest. Want key line to develop to whole 
sale hardware. industrial supply and wholesale 
plumbing trades. Address: Box C-11, care of 
HARDWARE AGE, & 56th Sts., Philadel- 
phia , ae 


Chestnut 








CHICAGO AREA. Hardware, Houseware, 
Tool lines wanted by former national sales mgr. 
new agency. 20 years’ experience and top 

contacts with wholesalers, chains, catalog 

premium volume buyers. Address: Box 
22. care of Harpware AGE, Chestnut & 56th 
s.. Philadelphia 39, Pa. 


oO HI O. KEN. 


TUCKY. Well established, capable and efficient, 
sales representation, available to a good manu- 
facturer of a hardware or houseware line, selling 


to the jobber, janitor and restaurant supply, chain 


stores, etc. We do not call on the regular run 
ef retail trade. Address: Box A-35, care of 
HarpwarE AGE, Chestnut & 56th Sts., Philadel- 


phia 39, Pa. 


OHIO AND WESTERN PENNSYLVANIA 


given six-year coverage by Manufacturers Repre- 


sentatives selling to wholesale hardware and 
lumber trade. Will represent A-1 Company. Ad- 
dress: Box C-34, care of Harpware Ace, Chest- 


nut & 56th Sts., Philadelphia 39, Pa. 
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Accounts Wanted 








DO YOU HAVE A PRODUCT TO SELL 


to the Wholesale Hardware, Electrical, 
Plumbing or industrial accounts in Illinois, 
Indiana and Southern Wisconsin? If so I'd 


like to hear from you. 


Address Box C-35, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








ARE YOU GETTING YOUR SHARE 
OF OVERSEAS BUSINESS 


If not, 


let us sell your products in this market. We 
pay and handle all export details. We particularly 
want paints and kindred lines, all hardware lines, 
housewares and gadgets, motors, electric wire and 
cable, wiring material, electric tools and other hard 
goods No reliable account too small to consider. 


FAN KIT CO. Box 5842, Memphis, Tenn. 








BY COMPANY WHOM HAVE BEEN SELLING the 
trade for years, and are well known. We need 
another line or two to keep our volume of sales up. 
Selling the jobber, department stores, chain syndi- 
cates, premium houses, specialty jobbers and the 
large catalogue houses. Territory Pennsylvania, 
Southern New Jersey, Delaware, Maryland and the 
District of Columbia. Address: Box C-33, care of 
ey Age, Chestnut & 56th Sts., Philadelphia 
a 














ACCOUNTS WANTED: MANUFACTUR- 
ERS REPRESENTATIVE—with eleven years’ 


experience calling on hardware jobbers, builders 


hardware contract houses and mill supply firms. 
Well established connections Have permanent 
office. Desire one additional top volume line for 
Texas, Oklahoma and Arkansas. Request for 
references invited. Address: Box C-18, care of 
HARDWARE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 

TOOL AND HARDWARE LINE WANTED. 
An old established firm with over 25 years’ sell- 


ing the largest catalogue and chain store houses, 
as well the most prominent hardware whole- 


as 


salers in the country. No, we are not callers nor | 


order takers. We are sellers with an enviable 
reputation among the finest buyers everywhere.. 
Address: Box C-42, care of HarpWARE AGE, 
(Chestnut & 56th Sts... Philadelphia 3 " 


NEW ENGLAND—4-man organization special- 
in tools and 








izing related items and selling di- 
rect to key hardware dealers, lumber yards, 
chain stores, industrial supply houses and auto 
motive accounts, desires an additional line for 
the 6 New England States. Please reply to: 
The Comsteck Sales Co., Box 369, West Hart- 
ford 7, Conn. 

LINES WANTED FOR HARDWARE, 
AUTOMOTIVE, Electronic, Houseware, Super- 
markets, Chain Stores Distributors. We will 
promote, demonstrate, and introduce your prod- 


ucts to the New York Metropolitan Area. Ware- 
house facilities available. We can sell your prod- 
uct. Address: Murray M. Bazer, 588 Oak Ave., 
Fair Lawn, N 

FLEMING 


est 


SALES COMPANY. 


INC., 
Randolph Street, Chicago 6, Illinois, 
hrm name 


of Barker & Fleming, 
ig March 1, 


1958 This organization 
is operating in. the following states: North Dakota, 
South Dakota, Minnesota, Wisconsin, Illinois. 
Michigan, Indiana, lowa and 


Missouri. They 
have resident salesmen in Minneapolis, Minne- 


Milwaukee, Wisconsin; Saginaw, Michigan; 


622 
will 
replace the 


nc., Startit 


seta: 


Indianapolis, Indiana, and St. Louis, Missouri, 
with four additional men working out of the 
Chicago office. They are looking for a good line 
for the hardware trade in their area. Address: 
Box C-40, care of Harpware Acer, Chestnut & 
56th Sts., Philadelphia 39, Pa. 
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LINES WANTED 


We manufacture and distribute asbestos 
and rubber packings to the wholesale hard- 


ware and plumbing supply trade through- 
out the midwest Line should complement 
packing and gasket end of our business 


Complete warehouse and billing facilities. 


Andrews Asbestos & Rubber Company 








6201 N. Pulaski Rd., Chicago 46, Ill. 





ACCOUNTS WANTED: MANUFACTUR- 
ERS, ARE YOU INTERESTED IN HAYV- 
ING YOUR PRODUCTS INTRODUCED, 
DISPLAYED, DEMONSTRATED AND SOLD 
DIRECTLY TO THE DEALER IN STATES 
OF PENNSYLVANIA, NEW JERSEY, DELA- 
WARE AND MARYLAND? Calling on the 
hardware dealer, lumber and building supply 
companies, department stores and garden centers, 
our company is interested in 


acquiring cne of 
two additional products to add to the present 
four exclusive lines we now represent. Servic 


ing only a limited number of products our sales 
men are able to devote the time and effort neces 
sary 
in the territory and build a volume distribution 











to merchandise and establish new products | 


for the manufacturer. Our services also include 
professional advertising, promotion and mer- 
chandising assistance. Maintain warehouse, office | 
and billing facilities. Birkbeck Brothers, Inc., 
70 Nerth York Road, Willow Grove, Pa. 
Help Wanted 

MANAGERS AND ASSISTANT MAN- 
AGERS for large retail hardware in the San 
Fernando Valley—-20 miles from Los Angeles. 


Experienced intelligent people, ages 30-40 wanted 
to manage hardware, paint, housewares, electrical 
and plumbing departments. Excellent opportunity 
to grow with an organization that is growing with 
the West. Live in the fabulous San Fernando 
Valley with its year around Summer. Write full 
details to Box 830, care of HARDWARE AGE, Chest 
nut & 56th Sts., Philadelphia 39, Pa. 


BU YER—for a wholesale distributor. Experi 
enced on tools, heavy hardware, shelf and builders 
hardware—accustomed to working with inventory 
control. Young progressive distributor. Good 


Op- 
portunity for advancement. Location Middle 
Atlantic Ceast area. Reply with full particulars. 
Address: Box C-38, care of HARDWARE AGE, 


Chestnut & 56th Sts., Philadelphia 39, Pa. 


SALES MANAGER For a wholesale distrib- 
utor working with a dealer franchise agreement. 
Pesition requires considerable road work—ability 
to conduct dealer meeting plus a good hardware 
merchandising experience. Excellent opportunity 


young growing company. Reply in confidence 
with full details to Address: Box C-37, care of 
HARDWARE AGE, Chestnut & 56th Sts., Philadel 


Pa. 


phia 39, 


FIELD SALES MANAGER. Well established | 


plastic pipe manufacturer needs capable man with 
successful sales experience in plastic pipe. Sal 
ary and expenses. Excellent growth opportunity 
Send complete business and personal resume. Re- 
plies confidential. Consolidated Pipe Co. of Amer 
ica, 1066 Home Avenue, Akron 10, Ohio. 





Business Opportunities 





FOR SALE: Hardware Store in new shopping 


center in prosperous farming community in 
Southwestern Michigan. Inventory and fixtures 
at cost. Geod lease available. If you want an 


extra nice store don’t buy until you see this one. 
Contact Dr. Fred L. Mathews, Dowagiac, 
gan. 


FOR SALE—HARDWARE STORE—One of 
the best laid-out stores and front in Putnam 
County. Handling Hardware, Paints, Glass, 


Michi- | 


plumbing, heating, electrical supplies. garden and | 


lawn supplies—clean inventory over 
owner wishes to retire. Established 27 
Write Box 674, Carmel. New York. 


$25,000, 
years. 





TENANTS WANTED— 
WILL BUILD 


If you are a good aggressive merchant, and can 
supply a bankable lease, we are interested in putting 
up a building for you. Location—next to grocery 
super-market doing 20% of grocery business in the 
town—1,000 feet outside city limits—1,000 feet 
from city limits of next suburb. Interested in secur- 
ing drug store, hardware store, furniture store, 
department store, beauty operator, and others. Size 
of city—18,000—in central Wisconsin. for in- 
quiries—contact Dairy State Markets, Stevens Point, 
Wisconsin. 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


if you want a sale, reduction, money raising 
removal or closeout, get America’s most re- 
liable and productive sale plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 








FLORIDA 


Hardware, Houseware, Paint and Sporting 
Goods Store for Sale with or without Real 
Estate. Located in heart of the fastest grow- 


ing city on Florida's South East Gold Coast. 
Exceptionally clean inventory of approximately 
$75,000.00, grossing over $175,000.00 which can 
be substantially increased with additional capi- 
tal. Outstanding location, thriving business, 
established 20 years, always operated profit- 


ably. Excellent return on either business or 
real estate and a real money maker when 
combined. Part Owner-Manager must retire. 
For further information 
Address Box B-32, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











ESTABLISHED RETAIL BUILDING MA 


TERIAL and Hardware store for sale in El 
Paso, Texas. Recently remodeled. Outstanding 
displays Excellent reputation. Low overhead 


Approximately $50,000.00 to handle, clean inven 
tory. No receivables or real estate. Excellent 
Reason for selling is expansion of whcele 
sale and construction business and New retail 
outlet elsew here. Address: Box ” 14, care oft 
HaRpWARE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 

SPECIAL TRIAL ASSORTMENT One-hali 
dozen of each of our 50 most popular brass key 
blanks—$15.00. HAZELTON CHAIN CO., 81 
Kemble St., Roxbury 19, Mass. 


| - 
icast 





Positions Wanted 





BUILDERS HARDWARE CONTRACT 
PARTMENT MANAGER, experienced estimat 
ing Finishing Hardware from Architects’ Plans 
and Specs. on all classes of building construction 
Senior man, age 54, desires responsible position. 
Will relocate. Address: Box C-26, care of Harp 


DE 


WARE Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 

WHARTON SCHOOL GRAD., 37. Have 
traveled E. Penna, Del., N. J., Md. and 
Wash. for 2 years calling on Hardware Jobbers 
Would like to contact manufacturing Hardware 
line to be a direct salesman. Resume mailed 
upon request. Address: Box C-43, care of HaArp- 
WARE Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 





Fm 


MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY  « 
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the BIGGEST trend 


in fix ‘n mend”... 


a SMBKAMBRO! 


ALL-PURPOSE 
Premium Quality Cement 
® Completely water-proof 


® Hot fuel resistant 
® Fast drying, extra strong 





























































No wonder sportsmen, craftsmen, 
hobbyists, do-it-yourselfers all rely on 
AMBROID. IT STAYS STUCK! 
Scientifically-developed AMBROID 
forms a permanent bond with materials 
that defy other adhesives. . . often 
outlasts the material itself! Withstands 
tremendous pressure, too. For satisfied 
customers that bring you REPEAT 
profits .. . sell "em AMBROID! 


Preferred by perfectionists for over 45 yeors, 
AMBROID is unexcelled for oll wood, leather, 
metal, fabrics, glass, pottery, china, plastic. 


Retail: 134, oz. tube 30c 
4 oz. tube 60c 


AMBROID COMPANY, 
Weymouth Mass. 


(pts.—qts.—gals.) 


INC. 


Easy operation off 
garden hose 


Made for the “backyard” 
swimming pools 








UNDERWATER 
VACUUM CLEANER 


Also used as a pump 


Minimum maintenance 
. and service 


Total 


Weight 
13 OZ. 


Marine Mfg. Div. 


13-31 127th ST. COLLEGE POINT 56, N_ Y. 


Nationally advertised | 


DREWS 


417 95 


RETAIL 


> HAGATOR COMPASS 


} This Compass Points to Profits ! 
' Accurate, handsome, it’s for both 
| car and boat. Easy to read — it 
lights at night. Lubber’s line and 
} compass rose—sturdy gray Ten- 
ite case. 2'2” diameter. $6.95. 
In Canada, $9. Optional suction 
cup mounting, 50¢. 


Taylor instrument Companies, Rochester, N.Y., and Toronto, Canuda 


Taylor [nslrumenls MEAN ACCURACY FIRST 





| Century Products, Inc. . 
| Chair Loc Co. 
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RUGG “ALL-PURPOSE” ROPE in this handy 
shipper-display carton sells fast ...saves time, 
too. Pre-measured connected coils promote 
larger unit sales, speed up the sale, step up your 
profits. Order RUGG Ready-Pak rope now in 
weatherproof, non-kink manila, sisal or nylon. 











Manila and Sisal Nylon 
Size Per Coil Per Display Per Coil | Per Display 
Yj," 75 ft. 450 ft. 50 ft. 350 ft. 
3/4" 50 ft. 300 ft. 50 ft. 200 ft. 
yi" 50 ft. 300 ft. 25 ft. 100 ft 








AT YOUR JOBBERS...OR WRITE 


The E. T. RUGG CO. 
51 MILLER ST., NEWARK, OHIO 


NEW fi meg) Lott an 


ey, “Hottmay Organic — stimulates growth @ Rich, dark 


brown, aromatic @ Pours freely —no lumps 





















Stays put in windy places @ Holds moisture 
@ Discourages weeds @ 
Wht TTTRPRUTLLLLL PPRRASADEREEAAL IIL 


Other tlofiman Products - 
COW MANURE e SHEEP MANURE e PEATMOSS 











VERMICULITE © AZALEA FOOD e LIME 
In the handy cut-and-pour packages. 
A. H. HOFFMAN INC., LANDISVILLE, PA. 








Double-Action Electric at. 
Hedge & Shrub Trimmer 
Two Models — 


LITTLE 
WONDER 
























Full 16” and 
Lightweight £e 30” Cut 
Perfectly | Jnderwriter 
Balanced . Laboratories Approved 
Rugged & Canadian Standards Approved 





Construction; 


New Portable Power Plant 
1250 Watt Continuous Duty 
Generator. Lightweight—Compact 


Write for LITTLE WONDER, INC. 














J rr Div. of Schiller-Pfeiffer, Inc. 
wish hana Southampton, Pa. 
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REFLECTING 
ALUMINUM 


a r 7 T = » S 2 Fast-Selling — A Kj ng 


Outsell because they Outlast! Qaggwr rc | i NEW “SILENT 8" 


Large diameter wheels with 
long-lasting rubber tires. 








America’s easiest to read letters—night or d2y. oJ “~~~ - 
Won't rust, fade, break or fall apart. Highest 
quality aluminum, enamel, and light reflecting 
beads. Preferred, coast to 
coast, for name plates and signs 
in offices, factories, stores, restaurants, 

and homes. Midget and jumbo sizes. 








Mile 
Guarantee 
Double Ball-Bearing Wheels 


Exclusive hard tempered wheels 
ae amazing ee 
‘Ss 















































































































With each assortment, one salesmak- a Lk, Ap eomntent , 
7 an anc xtr 
FREE! ing all-metal Display Rack — fits Many other models to choose 
a foot of space. Ring up Hy-Ko's from. , 
extra easy-come profits—order from your jobber today. . 
“The Halimark of , 
Better Letters, 
HY-KO PRODUCTS CO.., Cleveland 3, Obie sion: Number” 
ADVERTISED 4 . 
SELLER BECAUSE ARE PROFITABLE Je 
PRONOUNCED IT'S SUPERIOR Sell fast, use 
"DUKE" little space 
A SNOW WHITE PLASTIC IN A TUBE oe ae os a carey of 
’ a, qadgets in one place 
Outlasts all "Caulk" Compounds m6" Ag Big , 
~ @ eelf service sales. 
Proven through the years .. PERMANENT *) = Serving Tongs in. many 
sizes, styles * eese 
FOR SEALING TUBS, TILE, s Slices, Jar, Wrenches 
SINKS, WOOD, ETC. Rock * Soevecn i all 
sizes * Lacing Pins °¢ 
. Piate Hangers * Potato 
te ge ng} Fae eee ee Bake Rack * Broom 
proof. Attractively packaged. oe rigs Hage 7 bis = BS oe RT 
: " Gadgets Giant Tengs $1.19 Each—For Barbecue and Kitchen 
/ 
ances na Bis Mere thon 50 JOHN CLARK BROWN '!N¢ 
DE WITT PRODUCTS CO. ~~. “ask your jobber ONE MONTGOMERY st. J) 
5860 PLUMER ST. + DETROIT 9, MICH. Or write for List BELLEVILLE 9,N.J. C/7 €/TY GADGETS 
NOW COAST TO COAST 
, | 
1d eel a Sold RE meta, 6a) | | > WORTH REMEMBERING! 
EASIER TO SELL | : 
Nationally and | © 4 * © 
Locally Advertised t 0 : 
Local Consumer : is e yrigind| 
Sampling ———— 
Complete Line =e 
ci. PLASTIC ALUMINUM 
PROTECTED 
PROFIT ‘ . . 
A Big 40% Margin _&Y ...in the big 5% oz. tube 
ee oe ——_ ...in the award winning Show Pak 
vat aad Order from your Jobber 
SOLD EXCLUSIVELY THROUGH THE WOODHILL CHEMICAL CO. ad aduerlised in — 
' MAROWARE AND PAINT STORES “Originators and World's Largest Manufacturers POPULAR 
need tar dene at aonielk distribat | of Plastic Aluminum” ME 
TREWAX COMPANY, 5631 SO. CENTINELA AVE., CULVER CITY, CALIF. 1390 East 34th Street Cleveland 14, Ohio CHANICS 
= 
Genuine ao 
Original TY i 


DOMES © 








OF 
ae SILENCE 
Rubber Cushion Giighoy 


Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 
Colorful . . . Eye-Catching. Sells on Sight 

Contains | doz. cards of either %", %"' or |" DOMES. DOMES have 

needie point nail. Case hardened steel, burnished nickel plated mirror 


finish. 


Both Container and Cards in 3 COLORS 


AG ADF We pay 








One Set of 4 
on a 3-Color Card 
6 SIZES: %&", %", I". 
rise", WG", TR". 


Ask your Jobber or write— 





ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 














HARDWARE AGE, MARCH 27, 1958 
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“NAT” STANDS OUT 


with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 

the most complete line of high quality fasteners. National makes it possible. 

Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking, 
more smartly businesslike fastener department. 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source buying. 
Consider the facts—all the advantages of standardiz- 
ing on National fasteners—and make the National 
line your line, because it stands out in every way. 


Ask Your Distributor . . . He Knows 


THE NATIONAL SCREW & MFG. COMPANY {4 
Cleveland 4, Ohio al 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 
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THE HUENEFELD CO. 
CINCINNATI 25, OHIO 
Established 1872 





